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more than encircle the globe. 
Oh abe lebuctete bom epuctoreler-u0a anchucm ane hulbrce 
country on earth enjoy the extreme 
benefits of “The Proneer Line.” 
Gendron distribution 1s widespread. 
The conclusive variety of Gendron 
models makes this line especially sought 
after in both hemispheres. Send for the 
complete catalog. Also get our 192/ 
book: “Sales Ideas.” 
THE GENDRON WHEEL COMPANY 
TOLEDO, OHIO. U. S. A. 
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Small Tool Buyers in Ninety-Seven Countries 
“Came to Headquarters” During 1926 
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A Dependable Source of Supply 


It is mighty important for every buyer to know 
that his source of supply is dependable. Par- 
ticularly so for a buyer in a foreign country who 
is having goods shipped thousands of miles before 
seeing them. He must have confidence that the 
manufacturer will rightly interpret his order, fill 
it promptly, pack and mark it properly, and ship 
by the quickest and best route. 


mens rarore Increased Profit Through Better Shipments 
& uy D> The high cost of poorly packed, badly routed 


shipments is a real factor in your profit or loss 
statement. The time and money lost in securing 
adjustments on damaged goods—the loss of in- 
terest on your capital tied up in such goods—the 
profit on business lost because shipments do not 
arrive on time, all are vitally important factcrs. 


The G@FD Traffic [department was created to 
overcome these problems—and became another 
reason for the recognition of the Greenfield Tap 
& Die Corporation as headquarters for small tool 
purchases. 





Greenfield Tap & Die Corporation S 
Greenfield, Mass. ( de 


Concentrated Service Appeals 


Closely related to the question of shipments is 
the question of concentrated buying. Whether a 
retailer is located in New York City or Rio de 
Janeiro, he is spending an important part of his 
time in buying. How much easier—simpler and 
more economical it is to see one salesman, place 
one order, pay one invoice—and in the case of a 
foreign merchant attend to the details of getting 
one shipment through the customs—than to see 
ten salesmen and handle ten shipments. 


Intangibles Often Make Success 
The successful man considers the small things. 
Freight claims, wasted buying time, extra clerical 
work—they may spell the difference between suc- 
cess and “just getting by.’ Give these things 
more thought—and you may find that @FPD 
has some real advantages to offer you. 


GREENFIELD Tap & Dre CORPORATION 
Greenfield, Mass. 
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Please send me your Catalog No. 49. : 
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GREENFIELD, 


New York—15 Warren St. 








MASSACHUSETTS 


Detroit—224-226 W. Congress St. 


Chicago—13 So. Clinton St. 
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This illustration is 
from Eagle White 
Lead national ad- 
vertising, which is 
telling homeown- 
ers the advantages 
of Eagle as used by 


master painters. 


4 Paint White - 


or light colors | 
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ASTER painters rely on pure White Lead for perfect ground 

coats under glazed, antiqued and Tiffany blended finishes on 

plaster walls and wood trim. White Lead holds the stippled texture — 

does not run together. Eagle Pure White Lead in Oil is made from pure 

lead by the Old Dutch Process. Let Eagle help maintain your reputation 
for handling only highest quality materials. (SSFEE Te 


Tbe EAGLE-PICHER LEAD COMPANY .: 134 North La Salle Street »« CHICAGO 


EAGLE Pure WHITE LEAD 


OLD DUTCH PROCESS 
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ACCEPTED 


IGNITOR 
DRY CELL 


THESE are the batteries the public knows 
through interesting, attention-attracting 
national and local advertising, and 
through long years of experience. 
YOURS is the pleasure of making quick, 
questionless sales of good dry batteries— 
if you sell Eveready Co- 
lumbias. For they have 
such an outstanding repu- 
tation among all battery 
users that they are 











EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 


accepted instantly. Many users, in fact, 
will accept no other batteries and will 
even go considerably out of their way to 
secure them. 

PROFITS are to be had by all who sell 
Eveready Columbia Dry Batteries. Order 
from your jobber. 


NATIONAL CARBON CO., INC. 
New York San Francisco 
Atlanta Kansas City 


Unit of Union Carbide and Carbon Corporation 


Chicago 
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ARMSTRONG Drop 
Forged Wrenches. are stand- 
ard—all over the world. 
Workmen prefer them _ be- 
cause of their lasting service. 
Correctly designed, accurately 
proportioned and_ perfectly 
balanced. © 






Write for wrench 
Catalog — sent 
free on request 








“ Sell the Line of Recognized 
Quality. Make more sales 
and build good will with 
these fine Wrenches. The 


: ARMSTRONG Unqualified 

AS Lee BROS. TOOL CO. Guarantee behind every sale 
e Tool Holder People 

314 N. Francisco Ave., Chicago, Ill., U. S. A. 





you make. 
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US Poultry Means Profits 
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Because ItMeansMore Sales / 


‘| would rather sell one roll of U. S. Poultry Fence 
than five of any other for when I sell one roll of U. S. 
it sells more for me,” writes a hardware retailer. 


And there, in a few words, is the story of the tre- 
mendous repeating sales power of U. S. Poultry 
Fence. It’s a story of consumer appreciation of a qual- 
ity article,a story of profitable turnover for the dealer. 


U). S. Poultry Fence, as the first choice of suc- 
cessful poultry raisers everywhere, has set new 
standards for sales and profits in poultry netting. 


Here, for the first time, is a poultry netting that 
buyers ask for by name. 


They know by experience that itis the only netting 
which fulfills every requirement of modern poultry 
husbandry. They know that it stretches straight and 
true from post to post without the aid of top rail or 


baseboard. They know that it never sags, bags or 
buckles. They have learned that U. S. costs less 
“put up” and gives longer years of service. 


Thousands of dealers over the country are build- 
ing customer good-will and realizing greater profits 
by stocking and selling U. S. Poultry Fence. 


Dealers everywhere use U.S. as aleader for they have 
found that the sale of this better poultry netting leads 
to the sale of many associated articles-—staples, steel 
posts, poultry supplies, brooder stoves, incubators, 
hinges, hammers, nails and other profitable items. 


There’s a demand in your trade territory for this 
better poultry netting. If you are not already “cashing 
in with U. S.,’’ start now! On entering your orders, 
be sure to specify U. S. Poultry Fence---not just “poul- 
try netting.” 


Indiana Steel & Wire Company 


Muncie, 





Indiana 
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“PLASTERING HAS CHANGED 


Disston No. 38 Thin- 
blade Flexible 24-Gauge 
Finishing Trowel 


‘ 


“| HAD ONE SAW 
RETURNED IN 38 YEARS” 


‘‘And that was the fault 
of the filer and setter’’ 


Miles D. 
Brennan, Kil- 
kenny, Minn., 
a member of 
the Disston 
25-Year Club, 
has had an in- 
teresting ex- 
perience 
selling Diss- 








ton Saws. 
He writes: 
“IT have 





eo > been selling 
MILES D. BRENNAN Disston 
Kilkenny, Minn. Saws since 
Novem- 
ber, 1888, and, as I remember, in all 
that time one cross-cut saw was re- 
turned to me and that was the fault 
of a ‘botch’ filer and setter. He set 
the teeth with a hammer the full 
length. 

“Your saws were certainly a suc- 
cess with me in those 38 years. It 
is a great pleasure to sell them, as 
I know that there is never a come- 
back, which you know all hardware 
men dislike.” 


Do You Diiene 


The Disston 25-Year Club is com- 
posed of hardware retailers in whose 
stores Disston goods have been sold 
for 25 years. If you are eligible, 
write for application card. 
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NEW DISSTON PRODUCT 
HAS SPECIAL USE 


With the tremendous increase in 
the laying of hardwood floors came 
a demand for a saw which the 
mechanic could use in corners and 
close to walls. 


So Disston designed a back saw 
with a tooth edge three inches 
longer than the back. 
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The New Disston No. 3 Back Saw 


It worked fine! Mechanics are 
buying the Disston No. 3 Back Saw 
wherever it is offered. 


For they get the same keen-cut- 
ting blade of Disston Steel,—the 
same workmanship and finish which 
they get in a regular Disston Back 
Saw. And in addition they get the 
exclusive “short back” feature which 
makes work easier. 


Ask your jobber to send you a 
supply. Show them and explain how 
the short back helps them in their 
work. 


WRECKING BAR 


- Disston Steel Eliminates 


















TROUBLES ARE OVER 


Bending and Breaking 


“Make us a wrecking bar 
that will stand up,” came 
the call from users. 


Disston steel makers 
were given the job. They 
produced a bar of Disston 
Crucible Steel that stood 
up under every practical 
use and a lot of abuse. 


Made of hardened and 
tempered Disston Steel, 
drop forged. 

One end is shaped to a 
l-in. chisel which can be 
used for any kind of prying. 

The other end is bent at 
the proper angle to engage 
in work—with a 13-in. 
claw that will draw any 
nail. 


There is a real de- 
mand for a _ good 
wrecking bar. Ask 
your jobber about 
Disston No. 90. Made 
in sizes from 12 ins. 
to 36 ins. long. 

Disston Goose 


Neck Wrecking 
Bar No. 90 








--AND TROWELS, T00 


No more does the plasterer work 
with a heavy mixture of lime, sand 
and hair. 

Today’s patent plaster is simply 
mixed and put on. It is light,—easy 
to handle. 

So plasterers are seeking lighter 
trowels. 

Disston makes them. The Disston 
No. 28 and No. 38 Thin-blade, flex- 
ible 24-gauge finishing trowels are 
selling faster every day. 

The blade is light, yet it wears 
and wears. That thin Disston steel 


has unusual strength and toughness. 
Offer these trowels to your trade. 
The No. 28 has the straight handle 
and the No. 38 the curved handle. 
Sell them with the assurance from 
Disston that they will outlast any 
other trowel your customer can buy. 


Re 










CHANGE IN BUILDING METHODS 
BOOSTS DEALERS’ SAW SALES 







Disston No. 7 Lightweight 
(Ship Pattern) Saw 


Building methods are changing— 


Much of the sawing today is in 
lighter work—so the carpenter is 
turning to a lighter saw. 


The Disston line of Lightweight 
Saws offers you an opportunity to 
get this new saw business. 


. Lighter in weight! Less width to 
the blade! Easier on the arm. 


Yet no sacrifice in quality. The 
same Disston hardness and tough- 
ness, the same keen cutting, easy 
running blade, the famous Disston 
“hang” —they are all there. No 
wonder they are popular. 


And the line is complete. You 


can now get practically any Disston 
Saw in the new Lightweight Model. 


Ask your jobber or write us. 


Disston D-8 Lightweight (Ship 
Pattern) Saw 


Disston D-115 Lightweight Saw 

















Disston No. 12 Lightweight (Ship 
Pattern) Saw 


ee > 
a — 
0 ee 
0 5 et 
i ed 
ee 


Disston D-23 Lightweight Saw 





Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U. S. A. 
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1779 — Wire Scratch Brush. 
Made withcurved back. For re- 
moving paint, varnishandrust. 
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Osborn Wire Br 





Osborn Wire Scratch Brushes are scientifically treated 
to assure a permanent cutting quality. As is true of 
all Osborn better-wearing brushes, they are built 
specifically for the job. 


In addition to the special treatment of the wire, they 
are also skilfully shaped to make working easier and 
quicker. 


For removing paint and varnish; cleaning wood, 
stone, brick, metal, iron-work, foundry castings and 
rubber, select wire scratch brushes bearing the Osborn 
trademark for the utmost in efficiency and economy. 


THE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Makers of nationally advertised Osborn Blue Handle Brushes and 
Osborn Du-All Mops, Dusters and Polish 





BETTER WEARING BRUSH 





ushes 
Scientifically Treated 
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1777—Steel Wire Scratch Brush. A nar- 
row brush for pattern makersand braziers’ 
finishing work, cleaning architectural iron 
work, figured brass and small castings. 
Size #}” wide, length over all 14", length 


of wire 1% 





" | | | 


106 —Butcher’s Block Brush. Made of 
especial drawn and tempered flat steel 
wire. A very popular number—£iving ex- 
cellent service. 
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1781—Wire Scratch Brush. Standard 
Shoe Handle Brush for household, auto or 
factory use. 





1780—Wire Scratch Brush. Straight 
back brush with extra long wires for 
@eneral use. The wire used in Osborn 
Scratch Brushes is the first quality 
tempered steel, drawn especially for 
scratch brush use. 





Assortment ‘‘K’’—Containing an 
assortment of 12 fast selling wire 
scratch brushes in attractive coun- 
ter box. 


FOR EVERY USE 
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T-Hinges in bulk and would prefer to elim- 
inate these exceptions. Our sales of Strap- and T- 
have had a remarkable increase since we stocked 
aes © oo }> bao} ob Geb Re) eM bole Mel - Re 
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and customers, this method of packing 


sacked with screws. 


and T-Hinges a much better item of mer- 
easier to order, keep in stock, and sell. 
t expedites sales and enables the dealer to fix a 
ling price that insures him a profit. In the case 
goods this profit is uncertain, as the fit- 
screws and the computation of selling prices 
unsatisfactory." 
Yours truly, 
THE EMERY-WATERHQUSE COMPANY 
(signed) C. D. Alexander 


7 


Treas. and Gen'l Mer. 





The following features of Stanley Packed Hinges 
are emphasized by the above letter: , 


1. Stock right at hand on 5. Neat package—no wrap- 
your shelves. ping necessary. 


2. One pair in a box. 





6. Save time in handling 


3. Easier and cleaner to and bring down sales cost. 


handle. 
4. Screws ofcorrectnumber 7. They eliminate com- 
and size in each box. plaints. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 


| 
| STAN LEY ] The better way — 











Try it—the economy and sat- 


(sw) isfaction will be self-evident. 
eee \y J 


STANLEY HARDWAR 


MADE OF STANLEY STEEL 
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When a product gains a name and fame that send it 
to the ends of the earth, there must be a logical reason 
for its universal application. 


With Armstrong Pipe Tools there IS. These 
famous Stocks, Dies, Vises and kindred products com- 
bine a certain QUALITY that is best appreciated in 
the actual work they do. 


GENUINE ARMSTRONG PIPE TOOLS reveal 
their ability to cut time and labor when cost sheets 
show their downright SAVING. 


Our export trade is proof that dealers do not send 
thousands of miles for tools unless reasonably sure 
there will be no occasion to return them. 


February 3, 1927 


The ARMSTRONG MFG. CO. 





ARK 


Our Only Addresses 





16 TRONG’ Main Office and Factory 
BRIDGEPORT, CONN. 


STOCKS , DIES , WATER,GAS 4° STEAM 


TOOLS AND THREADING MACHINES New York Office 181 Lafayette St. 
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IT PAYS to SELL 
Vaughan Tools 
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Because it pays your customers to buy them. 
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HIY are guality tools—-and quality 1s 
always worth its price—especially in 
the tools with which skilled craftsmen 
earn their livings. 


hifty-seven years of Tigh Grade 
Tool-making are back of every Vaughan Hammer, 
Plane, Hatchet, Brace—or other tool. ‘The quality 
of our raw materials, the high grade workmanship, 
and the rigid mspection employed by us are your 
guarantee of satisfaction to your customers. 


We are the pioneers in all America in the produc 
tion of Drop Forged Steel tools. 


Vaughan Service is now faultless. [Enlargement 
of our plant, and improvements in our methods 
have, we hope, forever prevented the recurrence of 
the temporary congestion that marked certain pert- 
ods in our recent rapid growth. It was not our 
fault that our customers suddenly demanded V. & B. 
tools faster than we could produce the quality of 
workmanship which we have always insisted on 
and always shall. 


This is a personal business. Every department 
is under the personal charge of one of the members 
of our firm—to whom the reputation of V. & Bb. 
tools is a sacred thing that bears no trifling. None 
of us has the ambition to become America’s biggest! 
tool manufacturer, but each of us is determined to 
protect and enhance our reputation for making the 
best of tools. 


Hardware Distributors-—wholesale and _ retail 
are invited to come to Chicago, and see how these 
good tools are made—in a plant that has no parallel, 
for precision equipment, highly-skilled workmen, 
and efficient, all-seeing management. - 


Send for our new 1927 catalog. It describes our 
complete line of 
HAMMERS PLANES 
HATCHETS AXES 
BRACES CHISELS 
PUNCHES STAR DRILLS 
WRENCHES PINCERS 


and other good V. & B. Tools 


BUSHNELL 

RING COMPANY 
M“HMakers Of’ Fime ‘Toot, 
2ii4 Carroll Ave.~ ~ Chicago, Wh U.S.A, 
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BLAIR 


HARDWARE AGE 


Always Good 


Oct. 8, 1884—forty-two years ago—J. T. McLaugh- 
lin of Rahway, N. J., wrote:—‘“It’s a satisfaction to 
have a machine that can be run without breaking one’s 
back, and that cuts like a razor.”’ 


And quite recently Merton Davis of New Salem, 
Mass., had this to say:—‘‘Your machine will stand 
more rough work than any I know of.” 


Which goes to prove that Blair lawn mowers have 
always been good lawn mowers. It will pay you to look 
for the green Blair label on the handle. 


Sold by leading hardware dealers everywhere. 


BLAIR MANUFACTURING CO. 


Est. 1879 Springfield, Mass. 
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BALL BEARING 


ROLLER SKATES 





Be Ready for the 
First Sign of 


Spring 





But 
Children— 





And This Famous 
Factory Brand 
Is What They Will 
DEMAND 





Buye's 
in | @talo 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. | 
New York Office: 151 Chambers Street | 
| 


ESTABLISHED 1854 INCORPORATED 1864 
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PeRPEC | 
TEMPER 


Has given KELLY AXES and 


and a UNIVERSAL 
a daily capacity of 





AXES 
MATTOCKS GRUB HOES 
ADZES PICKS HATCHETS 
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Order through 


KELLY AXE 


CHARLESTON, 
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RESISTANCE 
TO WEAR 


TOOLS a World Wide Reputation 
DEMAND requiring 


48,000 tools, consisting of 





HAMMERS 
BROAD AXES GRASS HOOKS 
SCY THES 
MACHETES BUSH HOOKS 














your jobber | 


& TOOL CO. 


W. VA., U.S. A. 
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THEY HOLD TRADE 


OU-—as a successful hardware merchant 
—know that recognized brands play a 
large part in holding your customers. The 
name “Quikwerk” on a forged hand tool 
has long been accepted as an assurance of 
_ the utmost in tool quality. 





Keep Quikwerks—They Keep Customers 


THE WARKEN TOOL & FORGE COMPANY 
240 Griswold St., Warren, Ohio 





AS ulAwer 


FORGED TOOLS 


Picks Mattocks Sledges Hammers Bars Chisels Wedges Tongs 
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Standard Drill Holder and Gauge 


Which of the two mechanics would 


you want for a customer? 


Every mechanic who wants order in his 
shop is a customer for the Standard Drill 
Holder and Gauge. Confusion is prevented 
because the drills are kept in the holes of 
the Holder, each hole corresponding to the 
size of the drill and plainly marked. 


This method arranges the drills in grad- 
uate size, making it possible to take out 
each drill and replace it, easily and quickly. 


There’s no hunting around for the size 
of drill wanted. It’s a time saver for the 
mechanic, and, hence, a profitable line of 
the hardware jobber. 














SET No. 14C 





Set No. 14-C contains 
Bit Stock Drills No. 108. 
They are for metal work 
—and they also will drill 


3/8, 7/16, 1/2. 


Set No. 13-C contains 


Wood Boring _ Brace 


Drills No. 109-B. They 
are specially tempered 
and pointed for wobdd 
and will not be injured 


case containing one each: 
1/16, 3/32, 1/8, 5/32, 
3/16, 7/32, 1/4, 5/16, 
3/8 inch drills. 


4 wood without splitting it. by contact with nails, ¥ 
ae RTS plaster and kindred ma- = 
OQ Tex Stanparn Too. Co d : : - ran 
5 sek yas This set is mounted in _ terials. 
- a flat, sturdy leatherette . a 
= case. Sizes: 1/8, 5/32, This set is encased in O 
Y 3/16, 7/32, 1/4, 5/16, a flat leatherette durable S 
5 2 





SET No. 13C 








Fredk. Pollard & Co., Ltd., London and Leicester, England 


THES 





New York: 94 Reade St. 


TAN DARD 


CLEVELAND 


Paris, France—Burton Fils 


Chicago: 552 W. Washington Blvd. 


Toot (0 


Copenhagen, Denmark—Nienstaed & Co. 
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_ Slip 
Joint Pliers 

















Expansion 














Wrench 





















































Screw 
Driver 
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Concentrate Your 
Purchases 


Does not this presentation of our most popu- 
lar lines suggest the desirability of concentrat- 
ing your purchases on PEXTO products? Each 


line is complete. 


Knowledge and experience of over 100 years 
of tool making is built into each and every 


PEXTO product. They are distinctive. Their 


possession spells satisfaction to the owners. 


Quality of material and workmanship is of 
paramount importance to us, and the PEXTO 
TRADE-MARK on the tools you buy is signifi- 
cant. Insist upon having PEXTO TOOLS; 


accept no substitute. 


Write for catalog 


The Peck, Stow & Wilcox Company 


Southington, Conn., U. S. A. 


Worth 
White 


Tools 
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Wrench 
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The No. 38 SGNO-CAP Display Deal 


There is more concentrated 
sales value in this compact sell- 
ing fixture than in any other 
display you’ve seen or used. 
You will appreciate that fact 
more fully when you have it 
working for you. 


The display is designed for dis- 
tinction and BEAUTY as well 
as for merchandising value— 
handsomely done in five colors. 
It puts the WHOLE LINE 
before the buyer as one attrac- 
tive unit—16 “best sellers” of 
the SNO-CaAP line, that sug- 
gests to your customer the 
purchase of complete sets or 
units, instead of the one or two 
pieces she might otherwise se- 
lect—and for you that means 
GREATER SALES at lower 
cost. — 


The step-like design of the 
fixture makes possible a 
pleasing display with a 
list of uses under each 
item that educates sales 
people and stimulates re- 
tail sales. The whole 
display occupies 
space only 30x30 
inches, and has re- 
serve storage space 
for extra stock inside 
the fixture. 

This display fin- 
ished in rich oil 
colors. They are 
permanent fix- 
tures, built for 
lasting service. 
Can be washed 
with soap and 
water to keep 


them always 
bright and fresh, 


The No. 38 Deal consists of the fixture and the following rapid selling items 


Quantity Retail Value 
6—8698 Teaand Coffee Strainers 2 15c $0.90 @ 
6—8801B Teaand Coffee Strainers ( )} 10c 60 @ 
6—8726 Bowl Strainers 2) 20c 1.20 @ 
6—8732 Bowl Strainers )25c 1.50 @ 
6—8736 Bowl Strainers )25c 1.50 @ 
6—1728 Slotted KitchenSpoons © 15c 90 @ 
6—1738 Solid Kitchen Spoons ) 15¢ 90 @ 
6—1748 Kitchen Ladles ) 15c 90 @ 


Retail Value 


Far West 
15c $ .90 
10c .60 
25c 1.50 
30c 1.80 
30c 1.80 
15c .90 
15c .90 
15c .90 





Quantity 
6— 988 
6—8413 
6— 825 
6— 886 
6—8308 

12—8161 
6— 218 

12— 81 


Packed in Shipping Carton — Weight, Approximately 28 Lbs. 
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Deets 
Atte So ee BaF 


Kitchen Forks 
Batter Beaters 
Androck Ricers 


Plate Scrapers 


Cake Turners 
Can Openers 


Retail Value 


Retail Value Far West 
Star Mincing Knives @ 25c 1.50 @ 35c $2.10 
@15e .90 @15c  .90 
@ 25c 1.50 ) 35c 2.10 
@ 25c 1.50 @ 35c 2.10 
Vegetable Mashers @15e .90 @15c  .90 
)15c 1.80 @15c 1.80 
2 15c 90 @ 15c .90 
)15c 1.80 @15c 1.80 
Total Retail Value $19.20 $21.90 


You can turn over this deal ata 
margin of about 50% on your cost 


Order From Your Jobber Or Write Us, Giving Your Jobber’s Name 
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Leaders in the Androck SNO:CAP Line 3 
16 items marked (*) in No. 38 deal. © i 
Bowl Wt Lbs. : fie, 
Strainers Mesh Dia. Per Gross g a i 
*Ilustrated Medium 2 18 a +5 
Style 8801B Fine 3h” . 4c 
Iliustrated ine 24" é ae 
*Style 8699 i 24° §. * 
Not reinforced r 
Style 8699 3h” &. 
*Style 8732 5" x 
*Illustrated 54” ¥ 
*Style 8732 “Oars 54” ng ; 
Dimen- Lbs. Per E 
No Item Style Finish sions Gross A 
8161 *Plate Scraper Rubber Scraper 6 ” overall e 3) | Me) 
856 Ice Chunker Spring in . 
Handle Nickeled 5)” Blade BS 
Ice Pick Plain Nickeled 5)” Blade i 
*Star Mincer 6-Blade Polished gi” Fs 
*Fork 3-Tine Retinned ¥ 
*Can Opener Saw Steel § 
Blade Nickeled i 
Vegetable Masher Nickeled is 
*Masher (Style 8302) Nickeled & 856 
Lighter model, no ferrule & 
*Potato Ricer and Masher Nickeled s 
Egg and Batter Whip Retinned 5 
*Batter Beater Nickeled BA 
*Cake Turner Perforated Nickeled a 
Spoon Perforated Nickeled ' 
Slotted Nickeled 4 
Solid Nickeled oy 
Solid Nickeled & 
we 
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| D. C. MONTGOMERY 
426 Main St., 


BEACON, N. Ye 
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The Vichek Tool Company, 
Cleveland, Ohio. 


Gentlemen:- 


Your salesman told me I'd get good 
results from the Velchek Board he 
got me to put in last spring. I 
did, and I'm ordering Velchek Tools 
right along from my jobber. 


People look at the Velchek Board and 
buy tools without being asked. They 
sell themselves. 


Yours very truly, 


QC. Mrendijomers 


P.Se Theo. Je Posner of Auto Necessities 
Company, New York, sold us this board. 





They Like the Idea in Beacon, N. Y. 


HE man who wrote this letter has found that a $15.00 
stock of tools, well displayed, is worth a $100.00 stock on 
the shelf - + - The letter tells why. 


Why don’t you try it? The board cuts down the money tied | 
up in your stock and at the same time peps up your tool sales. | 
If it works in Beacon, N. Y., why not in your town? Write 
today for complete information and name of nearest jobber 


handling the Velchek Line. 


THE VLCHEK TOOL COMPANY 


3000 E. 87th Street - Cleveland, Ohio 


This Board Foreign Department: 53 Park Place, New York 
Sells Tools 








Please give me 


The Velchek Board 422=-— 
SELLS TOOLS| — 
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AT KIN S stver 


“THE FINEST ON EARTH” 
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BUILD FOR THE FUTURE 


ES. A tA in S 


Atkins THE SILVER STEEL SAW PEOPLE 

Always pas INDIANAPOLIS. 

Ahead : BRANCH 
ATLANTA MEMPHIS CHICAGO SAN FRANCISCO. MINNEAPOLIS SEATTLE 
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“A Perfect Saw for Every Purpose’ 
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STOCK ATKINS PRODUCTS 


a-t1 OMPAN F 


ESTABLISHED 1857 It Pays 
INDIANA, U. S.A. = =e to Buy 
HOUSES: Atkins 


NEW ORLEANS VANCOUVER, B. C. NEW YORK CITY PORTLAND, ORE. PARIS, FRANCE 
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Recommend to your electrician 
and plumber customers Irwin 
Speedbors (Stock No. 3-E); 
Surebors (Stock No. 32-T); 
Short Electrician Bits (Stock 
No. 31-T); and Surebor 18’ 
Car-Bits (Stock No. 35-T). 
Four fast-cutting bits, specially 
hardened and tempered for 
heavy-duty service. 


7 : 7 


There are five complete sets of 
Irwin Bits for every need—from 
Carpenter and Cabinet Maker 
to home mechanic. All neatly 
enclosed in handy hinged-top 
box or canvas roll with strap 
and buckle. 
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‘DEALERS 


Irwin dealers are entering upon the new year with prospects of 
surpassing even the remarkable sales record established in 1926. 


Never before in the history of Irwin business, extending back 
forty-two years, has the outlook been brighter. 


During the past several months, through special advertising 
campaigns, we have established contact with a number of 
groups of important auger bit users—carpenters, electricians, 
plumbers, farmers and home mechanics. On all sides, the sub- 
stantial and trustworthy quality of Irwin auger bits has been 
enthusiastically proclaimed. 


If you are among the few that are not handling Irwin Bits, 
write your jobber and arrange for an initial stock. If you are 
already an Irwin dealer, look over your bit stock and let your 
jobber fill in needed sizes. 


Now is the time to stock up! You can do it safely on Irwin’s, 
because they are in wide demand and will sell quickly and 
profitably. Many dealers have standardized on Irwin Bits, 
handling them to the exclusian of all other makes. Popular 
demand and completeness of line—individual bits and sets— 
makes it possible to do this, thus reduc- 
daT™ ing stock requirements and improving 
| turnover. 








Write your jobber! He will substantiate 
every Irwin claim! 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO 


European Agents: Markt & Hammacher 
193 West Street, New York City 
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Irwin Bits are sold in attractive a, 
and substantial boxes, convenient- 
ly marked as to stock numbers 
and sizes. All bits are wrapped 
in waxed paper to prevent rust. 


. ee 
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Write for copy 
of new, illus- 
trated 48-page 
booklet, ““How 
to Select, U:e 
and Care for 
Bits.” 
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She GREEN Zine 


No. 90-32—Full size, 





Carpenter Suit Case Chest. 





No. 80-32—Carpenter Shoulder 


Chest. 





No. 135-17—A 6 Drawer 


Machinists Chest. 








1927 


A quality Line 

Fills a definite need, 
Makes attractive displays 
It’s easy to sell. 


We furnish 
Free Literature, 
Newspaper cuts 


And dealer helps. 


Sold only through 
Jobbers and dealers. 

A protecting policy 

That means cooperation. 


Dealers who know 
Say it pays 
To carry a stock 


Of the Green Line. 


To enjoy Green Line profits 


Take action today 
See your jobber 


And write us for catalog. 


GREEN -CASE, Inc. 


1550 Layard Avenue 
RACINE, WIS. 


Eastern Office and Warehousc 
89-91 Warren St., New York, N. Y. 


Meet us at the Penn- 
sylvania Atlantic Sea- 
board Hardware Con- 
vention at Philadelphia 
Feb. 15, 16, 17 and 18. 
Booth 152. 


No, 130-20—Machinist Chest with 5 full 
length drawers. 











No. 60-25—Plasterers and Masons 
Suit Case Chest. 





No. 85-32—Popular priced 
Carpenter Shoulder Case. 





No. 95-32—Three quarter size, 
Carpenter Suit Case Chest. 










No. 135-20—An 8 drawer 
Machinist Chest. 
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More Profits for 1927" 


Send TODAY for circular 
illustrating and describing 
each set, with sizes of Taps 
and Dies, furnished. 
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Will Set you 
‘Right for 1927 


NINE SCREW PLATE SETS THAT CAN 
BE SOLD at alow price, with satisfac- 
tion to the user and a good profit to the 
Jobber and Dealer. 


Every Repair Man, Garage, Truck 
Owner, and Farmer can afford to have 
a set of these tools, they will save their 
cost in a short time. 


Send for sample on memorandum— TODA Y—and see 
for yourself the value. 


Liberal Discount in Quantities. 





WILL INVOICE THROUGH 
YOUR REGULAR JOBBER 
IF DESIRED. 











Our Own Stores Carrying Stock 
CHICAGO CLEVELAND 
DETROIT PITTSBURGH 
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BUFFALO 
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“The Year after Year Record of 
Advertising Leadership” 


During 1926— 


685 manufacturers used 4202 advertis- 
ing pages in Hardware Age. 


This exceeds by several hundred pages 
the combined advertising volume of all other 


national hardware papers. 


355 manufacturers used Hardware Age 
exclusively, which is five times the number 
using the next ranking hardware paper ex- 
clusively. 





HARDWARE AGE 


239 West 39th Street 
New York, N Y. 
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CONTRACTOR'S ARRON EQUIPMENT 
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No. 4-A 


Contractor’s Barrow 


An excellent all-purpose 
barrow for general use. Shape 
and depth suitable for both 
dry and wet materials. 


Other shapes and sizes in a 
complete range of models for 
concrete, coal, etc.,as wellasin- 
dustrial public utility barrows. 





Akron Carts 


Six foot capacity, perfectly 
balanced. Underslung axle 
made of special alloy steel, heat 
treated. Renewable bushings 
on axle—the only cart with 
this desirable feature. New 
unbreakable hopper. 36 
inch or 42 inch wheels. 





THE AKRON BARROW COMPANY 
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HAT’S what you want in your 
barrows. That’s what we give 
you in Akron. 


Akron Barrows are extra strong. 
Handles are hickory—the strongest 
wood there is. Axles are 34 inch 
diameter —20% extra strength! 
Ten spoke wheels instead of eight. 
Heavy, stiff, riveted trays. Channel 
steel legs—braced and riveted. 


Akron Barrows encourage full 
loads and speed up work because 
they handle with minimum physi- 
cal effort. Lessdead weight pulling 
on shoulders. Less tight rope bal- 
ancing to keep from tipping. Men 
wheel faster. Prove this to your- 
self by watching your men work. 


All parts of Akron Barrows are 
standardized and interchangeable. 
One frame takes all sizes of trays. 
Repairs are economical. Separate 
parts cost no more than the origi- 
nal wheel barrow. 


~Speed | he 





+? 


-" 


Unbreakable corners — sides 
are folded around ends and 


then welded. 


No seams or rivets inside the 
box to catch the hoe. Slop- 
ing ends, rounded at the bot- 
tom make mixing, emptying 
and cleaning easy. Heavy 
reinforcing angles around the 
top. Wide convenient handles. 





Akron Knock- 


Heavy guage sheets made in 
three sections with vertical 
flanges to hold shape and pre- 
vent bulging. Grate bars are 
wide for a hot, clean fire. Legs 
are channel steel. Pans and 
lids if desired. Knocked down 
and stored in an out of the 
way corner or set up in a jiffy. 


3140 East O5th Street, Cleveland, Ohio 





Akron Mortar Boxes - 


Down Salamanders 
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i OVER. THE WORLD 


HARDWARE BUYERS CATALOG 


is found 


helping Hardware Buyers get in touch with American Manufacturers of 
Hardware and Kindred Products. 
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Nearly 400 of our wide awake manufacturers have made it their live wire 
Ambassador in the Court of International Business. 


Is it effectively presenting catalog information of 
your products to buyers All Over The World too? 


HARDWARE BUYERS CATALOG 


239 West 39th Street, New York 
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Boston Ash Sifter 


Feed Hopper 
Pat. July 18, 1911 


Sexton’s Safety Gasoline Cans 


Created demand sells the 
SEXTON QUALITY LINE 


While Sexton Products are original in design and 
construction, not one item in the line is manu- 
factured unless there has already been a demand 
for it. 

So, when you stock Sexton Products, you stock a 
good selling line. Quality construction is in every 
item. 

Galvanized Ash Cans, Sifters, Garbage Pails, 
Kerosene Cans, Poultry Supplies, Measures and 
Garbage Receivers Funnels—are among the fast selling Sexton line. 





Write for complete information. 








"} EVERETT STA.BOSTON K-}> 
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Ash Cans with Nu-Rib Galvanized Garbage Pails 
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Haidware Dealers Find 





The Need For Good Rope 


Rope is needed for so many different purposes that 
there is a constant demand for good rope for use on 
land and water throughout the entire year. 


Contractors, painters, riggers, farmers, boatmen, fisher- 
men, home owners and others all buy more or less rope 
in various sizes. 


The Importance of Quality 


Customers do not always state the use for which the 
rope is wanted and as strength means safety it is impor- 
tant that the rope you sell be of absolutely dependable 
quality—no matter what the requirements. It pays to 
safeguard your customers’ interests with Plymouth 


Rope. . 
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THESE FIGURES APPLY TO PLYMOUTH ROPE OMT. DO NOT ATTEMPT TO USE THEM FOR ANT OTHER ROPE 








PLYMOUTH CORDAGE CO. 
NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 
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Plymouth Rope 


Where Reputation Counts 


For more than 100 years Plymouth Manila Rope has 
maintained the highest reputation. It has been used 
successfully for every purpose and proven safe in every 
instance. It is always made of the best Manila fibre 
in one grade—only the best. The Plymouth trade- 
mark is your protection. 


Large Export Business 


The Plymouth Cordage Company are the largest man- 
ufacturers of Rope and Twine in the world. They do 
a large export business and have exceptional facilities 
for foreign distribution. 


Plymouth Helps the Dealer 


For these reasons and the fact that the Plymouth Com- 
pany are always ready to supply the Retailer with 
Dealer Helps and Free Display Material, hardware 
merchants find Plymouth Rope profitable. Plymouth 
Distributors are located in every state and Plymouth 
Jobbers in all principal cities. If your Jobber does 
not handle Plymouth Rope, write us for name and 
address of nearest jobbing depot in your state. 


PLYMOUTH CORDAGE CO. 
NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 


~ PLYMOUTH 





You oe Kepe . 
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New Design WHITE MOUNTAIN 
Triple Motion ICE CREAM FREEZERS 






’ Your Order Now! 


eo need more New Design 
White Mountain Triple Motion 
ice Cream Freezers to meet the 1927 
demand. The past year has still deep- 
ened the confidence shown in them 
by an ever-increasing number of sat- 
isfied users. More advertising in 
women’s’and farm publications than 
ever before is ready to help you 
during the coming ice cream freezer 
selling season. 


GET READY FOR THIS YEAR’S DEMAND FOR WHITE MOUNTAINS 
BY CHECKING UP YOUR STOCK AND MAILING YOUR ORDER TODAY 


Exclusive Manufacturers 


THE WHITE MOUNTAIN FREEZER CO., Inc. 


NASHUA, 


NEW HAMPSHIRE 
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HEATING ABILITY, APPEARANCE & FUEL ECONOMY 
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HESE are the important 
features of the “Radiona”’ 
Line—features that make 
sales because they are of the 
type that appeal to the sen- 
sible buyer. We help you to 
drive home these facts, when 
you become a “Radiona” 
Dealer by sending to the 
prospects named by you a 
series of sales-letters that 
really sell. These letters bring \\\)") W\\t Qo WY 7 ALU ) LAL | 
out the superiorities of the \\WY YY 1] AW AV WT O/ 2 aa Y ty | 
‘“‘Radiona” and create a desire \\\ \\\\ NNW WT Lee Ig. | 
for it. They send the prospect \\Y \\\\\Y | lonas 
to your store to examine the : 

heaters and to see for them- 
selves the beauty and quality 
of this line. It’s easy for you 
to close the sale during this HH! 
visit because most of the sell- [ROSY \\\\\ \\\\ ly LEY YY yy fr 
ing has already been done and [KOO \ | | WEY YYW MY Jy JY ; 
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° j/ / Jf f/ 
because “Radionas” do a lot RY | LAY, 
to sell themselves. WAAAY \ \ VAAL LV 


It isn’t too early to start 
thinking about heaters—write 
us now and get our 1927 
proposition. 
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This Bull Frog Barrow 
Serves Many Users 


Bull Frog Barrow No. 101 is our answer to the 
demand for a wheel barrow that will squarely 
meet the requirements of the great general pur- 
nose market. Here is a barrow which is light 
enough and handy enough for the backyard 
gardener and yet rugged enough for many uses 
by contractor or manufacturer. Strongly made, 
rigidly and ruggedly built. All wooden parts 
painted a flashy red. If your jobber can’t supply 
you write us. 


The Toledo Wheelbarrow Company 
Toledo, Ohio 


Branch Offices and Warehouses 


Philadelphia Chicago 
233 North 12th St. 69 E. Wacker Drive 


FROG | 


WHEELBARROWS | 























Bull Frog bariows, carts, % 





and scrapers are made for 
every individual, mill, mine, 
and construction service. 
Specialized models for gar- 
deners, florists, and growers. 
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PIONEERS OF PURE PAINT 
Chicago « Brooklyn 
Lincoln « San Francisco 
Los Angeles + Dallas 
Houston 








ONE GALLON U.S, MEASURE 
OUTSIDE WHITE 


O.W., 


__ MONARCH 
100 7:PURE PAINT 
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FOSSIL GUMS 
VEGETABLE OILS 
TURPENTINE 























why 
PURE VEGETABLE OILS 


LINSEED OIL (crushed from Flax Seed, grown 
mainly in North America and the Argentine) 
forms the most lasting film of any oil commonly 
used in the manufacture of Paints and Varnishes. 
In cooking, it combines readily with Pure Fossil 
Gums, and in drying, it absorbs oxygen — form- 
ing a durable film of great elasticity. 

CHINA WOOD OIL (crushed from nuts of the 
Tung Tree—found in Northern China) is the 
most water-resisting oil commonly used in Var- 
nish manufacture. When combined with Linseed 
Oil and Fossil Gums in the proper proportion it 
makes a Varnish film more water-proof. 
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q. THE HARDWARE TRADE HAS REC- 
OGNIZED IN STAR BRUSHES A QUAL- 
ITY FINE ENOUGH FOR THE MASTER 
PAINTER AND REASONABLE ENOUGH 
FOR NEIGHBORHOOD TRADE . . 
@ THIS RECOGNITION IS PROVED 
BY THE CONTINUOUS AND STEADY 
GROWTH IN THE SALES OF STAR 
BRUSHES TO THE ENTIRE HARD.- 
WARE MANEST . . «to Se... 









A STAR BRusH 
means 2 


a Paint job | 


USE THE STAR 
BRUSH CATALOG 
FROM WHICH TO 
DO YOUR SPRING 
BRUSH BUYING. 
SEND FOR YOUR 
COPY . 
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STAR BRUSH MEG. CO.. INC. 


34 -35th STREET — BUSH TERMINAL — BROOKLYN, N. Y. 
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Globe has received hun- 
dreds of letters similar to 
this one. Let us tell you 
WHY “The parlor furnace 
that IS a furnace”’ has prov- 
ed a real sales sensation. 


Write! 





“ WO PR Net OEE 4A ne tet ie 


Built by THE GLOBE STOVE & RANGE CO. 107 Broadway, Kokomo, Ind. U. S. A. 





-_ Dec ae, Joe 
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Let me tell you 








PEE GEE 
Color Selectors 


Each selector (one for 
exteriors and one forin- 
teriors, by asimple turn 
of the dial brings to 
view 15 attractive color 
schemes. They solve 
the problem of color 
harmony and they help 
sell paint. There is no 
charge—just write. 





Copyrighted 1926. Pat. Applied F--- 











what the Pee Gee Franchise 


is worth to you! 


_—. GEE paint department is a money-maker 
—it’s got to be, armen it's our business as 
much as yours to make it so. 

When a Pee Gee representative calls upon you 
and explains our plan of sales promotion, you will 
quickly understand why Pee Gee dealers are a happy 
lot and why an exclusive Pee Gee Franchise in a 
town is a valuable asset to a business. 

We realized a long time ago that for us to make 
money it was necessary that our dealers make it first. 
All of our plans are made with that thought in mind. 

There are towns where Pee Gee is not represented. 
If you are in one of those localities, write us and 
without obligation we'll give you the complete Pee 
Gee story on how to sell paint at a profit—and 
with a very small investment. Write today. 





Peaslee-Gaulbert Company, Incorporated 


4i 


+ CROWE-McGARVEY CO., New England Sales Agents, Boston, Mass 
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An Unusual Display for 
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The Murphy Varnish Company knows how 
important your window displays are to your 
sales. Realizing this we have always taken 
great care to have our display material as at- 
tractive as possible. Frankly we have been 
proud of the quality of display material which 
we have furnished our dealers in the past— 
an opinion borne out by the many favorable 
comments our dealers have been good enough 
to make to us. We feel that our new display 
on brushing lacquer is the best that we have 
ever sent out. We wish we could reproduce 
it here in color as the black and white pho- 
tograph tails to do it justice. 

The new Murphy Brushing Lacquer 
display comes in five panels—enough to fill 
an entire large window with the help of a few 
cans and color cards. If your window is too 


small to accommodate the whole display you 


can use three, or even one, of the panels. 
Note the large variety of pieces of furniture 
shown. Almost every one who passes your 
window will see at least one article that will 
suggest something he can paint at home. 

This display ties up closely with our 
big advertising campaign in The Saturday 
Evening Post. It will be particularly valu- 
able if used during the week of March 1 2th 
when over two million readers of the Post 
will see our striking double page spread 
colors carrying the same message about this 
remarkable new product— Murphy Brush- 
ing Lacquer. 

We will be glad to mail you this dis- 
play free of charge if you will send in the 
attached coupon, or you can secure it through 


our own salesmen or those of our jobbers’. 


Send back the coupon today. 


Murphy 
BRUSHING Lacquer 


Gentlemen: 


play of Murphy Brushing Lacquer. 











| NAME 
4 ADDRESS 


T MURPHY VARNISH COMPANY : 224 McWhorter Street ‘ Newark,N.]. T 


CJ I am a Murphy dealer. Please send me your free window dis- 


|] Iam interested in Murphy Brushing Lacquer. Please have a salesman call. 











ocean 


MURPHY VARNISH COMPANY 
NEWARK - CHICAGO - SAN FRANCISCO - MONTREAL 
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VALENTINE'S 


VALS PAR 


BRUSHIN( 
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Valspar Lacquer 
Sweeps the Country! 


URNOVER—and then more turnover! That’s the 

record of Valspar Brushing Lacquer. For example: 
McGowin-Lyons Hardware & Supply Company of Mobile, 
Alabama, bought 102 gallons of Valspar Brushing Lacquer 
on September first. 

Two months later comes another order from the same 
people for 116 gallons more. 

That’s moving! 

Valspar is better known by your customers than any 
other finish. Therefore it is natural that when they want a 
quick drying, long wearing, water- and weather-proof 
lacquer, they should ask for the lacquer that bears the 
famous Valspar name. | 

That is why Valspar Lacquer is sweeping the country. 


VALSPAR 


BRUSHING 


LACQUER 


VALENTINE & Company, New York, Chicago, Boston 
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Nerve Racking 









“Stop That 


Door Slamming, 

















ERE’S the best $2.00 item for 

boosting, your warm weather 
sales you ever saw. It’s the Norton 
Screen Door Closer — the bipzest 
value ever put into a product of this 
kind — affording sales possibilities 
that are as bi3,as your neighborhood. 
It sells on sight — appeals to every 
woman’s heart and every man’s com- 
mon-sense. It’s exactly what discrim- 


inating, folks have been lookin’ for. 


The Norton Screen Door Closer is 
a quality product. Every buyer is a 


satisfied customer. The sale of one 
means repeat business from friends 
and neighbors—an endless chain 
that brings many a profitable 
dollar to your cash repister. 

Act on this! But don’t take time to 
write usa letter—just clip, sign and 
send us the attached coupon and 
we'll give you full particulars 
about discounts, advertisin?, helps, 


etc. Mail the coupon now. 


Made and guaranteed by the larpest exclusive 
eres of door closing hardware in the 


id 


Every place th 


noise is heard there's 
a Be wa pattie 
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List 


The cylinder of the Norton Screen Door 
Closer is of solid brass — won't rust — 
Bives long years of service. 


Spring is the heavy duty type. Made of 

2, steel wire. Designed and tested for this 
purpose exclusively. Works positively 
and with precision. 


Checkin3 action is scientifically adjust- 
ed and tested before leaving factory 

— works positively and is perma- 
nently correct. 


Easy to install. Anyone can ea 


do it. Only a screw driver 


needed. To take it down y 
only two screws need S KX 
be removed and it oO y 
lifts off. e) 2? 

@ 


NORTON 


NORTON DOOR CLOSER COMPANY oe 


2902 N. WESTERN AVENUE CHICAGO, ILLINOIS oe es 
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Please don’t do this 


Don’t use any make of fence as a ‘‘spe- 
cial sale item,”’ “‘bait’’ or as a construc- 
tion comparison to ‘‘Red Strand.” It 
isn’t fair. It’s a sign of weakness. 


Good fence, no matter who makes it, is 
worth more to the buyer 
than today’s selling price. 


To lower that price on any 


cheapen the product, and 
makes it more difficult to 
get the regular price later. 
For the past many years 
woven wire fencing, at a 
money losing price, has 
often been used as the bait, 
hook, line and sinker, to catch farm 
trade and worry competition. Profits 
were forgotten. 


But fence, in the past, has just been 
‘“‘fence’’—something the farmer expected 
to buy at a cut price; something the 
dealer expected to sell almost without 
profit in order to meet competition. 


But ‘‘Red Strand”’ has changed all this. 
It is not just fence. ‘‘Red Strand” is a 






* FENCE WIRE si Ya 





An 


make of fence, means to advertisement 
addressed to 


“Red Strand” 
dealers 





product worthy enough to carry out into 
the world the good name KEYSTONE 
in the form of a red strand top wire so 
all may know it at a glance. 


Help us take care of the name “Red 
Strand.” Treat it as you 
would your own. To you 
and to us that name is price- 
less. Its reputation can not 
be bought, for it has come 
only through makinga prod- 
uct so supremely good that 
those who buy it take pride 
and pleasure in telling about 
it to their friends. 


Give ‘‘Red Strand ’’the con- 
sideration it deserves. Sell not a rod ata 
price below a fair profit. Meeting price 
competition is unprofitable. Sales lost 
on quality comparisons are impossible. 





Follow this plan to gain, and hold, the 
trade of your customers, the co-opera- 
tion of your competitors, the respect of 
your associates. Furthermore, you are 
entitled, as a successful dealer, to a fair 
profit on your fence sales. 


February 3, 
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KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 
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A better washer 


Every nozzle is equipped 
with a Mueller “Neverlose” 
threaded rubber hose washer. 
It stays put. It is never lost. 
It saves annoyance and incon. 
venience. 


Hundreds of Thousands of Mueller 


RED BAND Nozzles Sold First Year 


No ordinary hose nozzle could invade a highly 
competitive market its first year and succeed only 
on pure merit. The Mueller Red Band Nozzle is 
made by a new, improved method of brass work- 
ing—forged under 300,000 pounds pressure. 
Stronger and more durable than cast or wrought 
brass. There can be no flaws—it’s leak proof, 


We even designed a better washer to serve with 
this better nozzle. We gave the nozzle a coat of 
nickel to make it tarnish proof. Then we added a 
strip of “Duco” red—the Mueller Red Band—to 
make it distinctive on the dealer’s counter and in 
the minds of consumers. 

Put out in distinctive display boxes—10 to a box. 

Order through your jobber. If he cannot sup- 
ply you, write us. 


MUELLER BRASS CO. 
Port Huron, Mich. 


(Detroit District) 


(Associated with Mueller Co., Decatur, 
Illinois. In Canada, Mueller, Limited, 
Sarnia, Ont.) 


Quality Brass Goods Since 1857 


Trade Mark 


Reg. U. S. Pat. Off. 








MUELLER RED BAND NOZZLE SELLS ITSELF 
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19 
A big year 


1927 is launched as a good chain year—therefore a good year for 
American Chain dealers. 

The public is more than ever alive to the thousands of uses of chain 
—to the need of chain. : 

People are demanding far greater economy and safety in the varied 
activities of business, the home, and the farm. 

Chain is rapidly taking the place of rope, because of its greater margin 
of safety and because it gives longer service per dollar of investment. 
The hardware dealer who stocks, displays and pushes ACCO Chain 
will find his customers more responsive and his market broader dur- 


ing 1927 than ever before. Take advantage of ACCO Chain Special- 
ties and ACCO plans to build a greater volume for your store in 1927. 





AMERICAN CHAIN 
BRIDGEPORT, 


In Canada: Dominion Chain Company, 
District Sales Offices: Boston, Chicago, New 
Agents in all Principal 

Export Sales Offices: Grand Central Terminal 
Cable Address: 


y 4 
> 


g 
My 


General Utility Chain 


ee 


Chains No. 45 Elwel Heel Chains El-Wel-Tra Traces 
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for chain 


First, check your chain stock. Make a list of items needed. Give your 
jobber’s salesman your requisition for your chain needs for spring 
business. 


Pick out the Profit-Making ACCO Chain Specialties 
You Need for 1927 














; Hook Breast Chai 

Miscellaneous Chain Ceiling is s Bees ne 

Sash Chain Passing Link Chain Halter Chains, etc. 

Cow Ties Canine Well Chain . eae Hardware 

i i Rings, Squares 
cennel Chains : Safety and Plumbers’ Chain Loops, De 

Log « or! Binding Chains Harness Chain Hame Clips, Bits 

“ey Rings Butt Chains Cockeye Toggles 

S-Hooks Trace Chains Concord Toggles, etc. 
COMPANY, Incorporated 
CONNECTICUT 


Limited, Niagara Falls, Ontario 

York, Philadelphia, Pittsburgh, San Francisco 
Markets of the World 

Building, New York, N. Y., U. S. A. 
AMCHAIN, New York 


HarnessChain f{ 
and Hardware & 


‘alle O=m-=O) 


Dog Leads and 
Kennel Chains Halter Chain 
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The Finest 
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lronin Table Ever Made 





Ss ~S So . 








An Ironing Table in keeping with the fine things for the home that 

are sold today. Built of the finest materials and fashioned with in- 

finite care. shield of pure white over a heavy felt ironing pad. 

The legs are finished and shod with corruyated, non-skid, red rubber 
shoes. Rid-Jid De Luxe makes an instant appeal. 


2246 3. & CLARA COMPANY 


Minneapolis, Minn. 


Largest Manufacturers of Household Woodenware and Ladders. 
Write for Complete Catalog of Our Entire Line 
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REASONS WHY— 
They All Prefer “Chicagos” 








For Outdoor 


“CHICAG 39 Exercise and 


Roller Skates Health 
‘RUBBER TIRES 








|. Rubber Tires make them noiseless 4. Balls can’t come out of bearings. 
and shock absorbing. A big selling Wheels can’t get out of adjustment. 
point. . 


5. Patented buckle on strap adjustable to 


2, Run easier than any other skate made. “bP 
any position. 


Wheels spin 4 times longer. 


3. Built like an auto. Finest construc- 6, Nationally advertised in leading juve- 
tion. Bright nickel finish. Rubber nile and national publications. 


cushioned oscillating trucks absorb 
shocks. Skater stops with 4-wheel 7. Every pair of “Chicagos” is fully 
brakes. cuaranteed. 


Order Sample Pair—Get Prices and Discounts 


LL 
RO ON 


* 


— 





We manufacture every type of Roller Skate—Sidewalk Skates with Rubber Tire or Steel 
Wheels, Rink and Racing Skates with shoes attached. Ask your jobber or write direct. 
Tie up your store with our big National advertising campaign. Send for FREE DEALER 


HELPS. 


CHICAGO ROLLER SKATE CO. 


Established Over 20 Years 
4456 W. Lake St. _ Chicago, I. 
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TRUE-FIT W & T Board 
for Displaying Service 
and Tappet Wrenches 
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Front View. 
Cabinet finish is 
dark green and gold. 


Who Needs and Buys Socket Wrenches? 


HE answer is almost everybody connected with the owner- 
ship, repair or operation of automobiles, trucks, tractors, 
farm machinery, industrial plants, etc. The market and 
possibilities are unlimited, and if you will prominently display 
“True-Fit” tools, you will be more than pleased with the resultant 
volume of business. If properly displayed they sell themselves. 


What We Do to Help You Sell ‘“True-Fit” Tools 


Advertise the fact in various ways locally that you stock “True- 
Fit” Tools. 

Service your stock regularly and methodically. 

Furnish attractive display boards. 

Loan an attractive metal display and stock cabinet. 

Supply several charts that enable you to intelligently and 
promptly supply and advise your customer as to the proper selec- 
tion and use of each tool. 

Furnish window display cards and suggestions. 

If you are not handling TRUE-FIT TOOLS, you are passing 
up sales, and sales mean PROFIT. 


Write for full dealer information and dealer discounts. 





BRANCHES: 
Chicago Denver Los Angeles New Orleans Phoeni iz. 
Cleveland Detroit Montreal, Canada New York City es el 
Columbus Indianapolis Memphis Oakland Portland 


Dallas Kansas City, Mo. Minneapolis Philadelphia Salt Lake City 
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Silent Salesman 


Note arrangement of 
socket drawer and 
stock compartments 


Vancouver, Canada 
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The Big, Exclusive Feature That Made 1926 


Dealers 


the Most Successful Year for Allen 


Never before has a heater achieved such 
instantaneous and overwhelming popu- 
larity as that given to ALLEN’S Parlor 
Furnace—‘“with Oldtime Fireside 


Cheer.” 
People who saw this exclusive ALLEN 


advantage would have nothing else but 
ALLEN’S. Dealers everywhere enjoyed 
tremendous sales. Many reported “Sold 
Out” long before the season was over, 
making re-orders necessary. 


The established popularity of the 
ALLEN name and trade mark, built up 
by dominating advertising in leading 
publications, and our tremendous pro- 
gram arranged for 1927 assure a widen- 
ing market and greater sales for ALLEN 
Dealers. 


If there isn’t an Allen Agency already in your locality, 
write or wire today! 


ALLEN MANUFACTURING CO. 
Nashville, Tennessee 


Distributed from stock in the following ciiies: 


Boston Harrisburg Milwavkee Seattle 


Syracuse Minneapolis Missoula Columbus 
Des Moines Spokane Purttlana Charleston 
Dallas St. Joseph Grand Rapids San Francisco 









Patent Nos. 69, 731— 
85, 331. 





Trade Mark Registra- 
tion No. 202,578 
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Bigger Sales Value! 


STOVER “Red-Spindle” 


Trade-Mark 


DAMPERS 


Made with 


REVERSIBLE 
ow ire Grip Nickel Plated B LAD ES 


Good as they have always been, Stover Dampers 
have been further radically improved. They are 
now made with reversible blades and can be easily 
identified by the “Red-Spindle” trade-mark. Yet 
they cost no more than any good damper. It will 
pay you to carry the best. 












Note These 
Outstanding 
Features: 


GRIPS: Either 
coiled nickel plat- 
ed wire or black 
enameled wood. 
SPINDLE: One- 
piece steel. 
SPRING: Unus- 
ually strong and larger than in most dampers. 
LUGS: Form positive locking device which holds 
blade rigid on spindle. REVERSIBLE BLADE: 
Spindle can be inserted from either side. REAM- 
ER POINT: Easily penetrates pipe. Wood han- 
dled type can be driven with a hammer. All these 
points make Stover “Red-Spindle” Dampers par- 
ticularly desirable. Stock them now and prepare 
for an unusual demand. Made in 3 to 12-inch sizes 
with round blades; 534 to 8-in. sizes with oval 


blades. 
Ask Your Jobber 


STOVER 
| “RED-HEAD” 


Trade-Mark 


MOP-STICKS 


Are absolutely rustless. Comes 
in standard domestic size with 
a fine waxed hardwood handle. 


Style “B” 


“Hammer Proof” 


Wood Grip 









Rustless ! . 
a Packed one dozen in a sealed 
ardueed shipping carton to reach the 
axe dealer in an undamaged con- 
Handle 


dition. Next time you order, 
specify Stover “Red-Head” 
Mop Sticks! The Stover “Dirt Hound” line of 
mop sticks includes 20 sizes and styles for every 
kind of service. 


If Your Jobber Hasn't Them, Write to 
Stover Mfg. & Engine Co. 


HARDWARE DIVISION 
802 East Street - - Freeport, Ill. 


Also Makers of Waffle Irons, Spring Hinges, Andirons 
and Other Hardware Specialties 
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The Story of 
AVORY 
Six Million Times 


Through America’s greatest home-making 
magazines—counsellors and guides to six 
million housewives — we are telling the 
SAVORY story with advertising packed 
full of facts of this new, superior enameled 
ware. This campaign is under way right 
now in 

Good Housekeeping, The Country Gentleman, 


The Ladies Home Journal, 
The Farmers Wife 


Each is bringing its 
return in sales to 


retailers every= 
where. 
























Be sure it’s 
‘ SAVORY and you’re 
certain of QUALITY 








Here is something rea/ to talk about — not just ‘there 
are pots and pans’’ —but ‘there is SAVORY Ware’’ 
—a quality line with a size and shape for every pur- 
pose. Pure white porcelain enamel, with dainty green 
trim, enduringly fused to a base of genuine ARMCO 
Ingot Iron. Inset-Dripless Covers that prevent drip- 
ping or boiling over. Handles that are gas welded and 
stay on. Every piece with that uniform excellence 
which won the stamp of approval of the Good House- 
keeping Institute. 


Sales may be lost before the SAVORY man can call 
to tell you about the value of this line. Write today for 
full information. 


SAV ORY, Inc. 


BUFFALO 
Founded 1836 

















CHICAGO NEW YORK 


Enamelers Since 1904 
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An Early Spring 
Announcement. 





\ E have just closed another “biggest year’? which 
again emphasizes the continued and increasing 
use of the Bissell sweeper for everyday sweeping. 


This already proved demand, supported by a growing 
consumer acceptance created by nearly 40 years of 
steady advertising, makes the staple Bissell sweeper a 
desirable and profitable piece of merchandise. 


Our advertising for this year will be carried by leading 
publications aggregating nearly 30 million circulation. 
You can obtain your share of these poteftial sales by 
giving Bissell sweepers good attention in your own ad- 
vertising and store display, aided by the attractive dis- 
plays we furnish. 


BIS SELL 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


— Sweeper 
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Washers 
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Dealers 


‘Have an Unusual 


Advantage 


(6 JPRQUREMENTS of American 
homes vary greatly, because of 
the wide range of purchasing power. 


To make the sales a dealer should, he must have 
a complete line at various price levels. 


No one washer—no one ironer—could possi- 
bly meet the demand of the thousands of women 
who buy these appliances. 


Handling several different machines is but a 
partial solution to this problem. A number of 
trademarks on display increases sales resistance, 
and the resulting indecision delays — and often 
kills—profitable sales. Too, each added brand in- 
creasesyourservicing problemsanddeprives youof 
theclose cooperation one manufacturer couldgive. 


There is a Horton washer — and ironer — for 
every purse and purpose. Each represents the 
highest quality possible. Horton’s 56 years of ex- 
perience in building laundry appliances assures 
that. These are specific reasons why Horton deal- 
ers have an unusual advantage. 





The Horton No. 34 copper tub elec- 
tric washerisasplendid leader. Itis of the 
popular submerged agitator type with 
remarkably quiet service proof mechanism. It has 
anew wringer withsemi-soft rolls, a better double- 
tilt drain board, a fine burnished copper tub. 


The new Horton Automatic Ironer, with 30- 
inch complete open-end roll, presents many new 
refinements in a design which has always proven 
successful. It can be heated electrically or by gas. 


The ironer business is growing rapidly. You 
will find a ready market for this very attractive, 
efficient unit and other Horton Ironers. 


These two leaders combined with other Horton 
washers give Horton dealers an opportunity to 
satisly with one trademark a greater percent of 
the prospects than any other make. 


If you do not know our jobber nearest you— 
write us, and we will gladly advise, together with 
full details on the complete Horton Line. 


HORTON MANUFACTURING COMPANY 


Fort Wayne, Indiana 


HORITO 





lroners 


Washers 





and above all else GOOD FRIENDS 
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The Display Stand 
Is Included! 


Order the 52-item group of Viko uten- 
sils shown here for $39.75. Your margin 
will be $17.20 or 30 per cent on the fair 
retail selling price (a little more in the 
far west and south). To help you sell we 
include a window trim, display card and 
150 invitation letters for mailing. 

In addition, the handsome $12.50 dis- 
play stand pictured above—an invaluable 
aid in selling—is included with the mer- 
chandise. Ask your jobber. 


Aluminum Goods Manufacturing Company 
itowoc, Wis., S.A. 


VIKO 


The Popular Aluminum the BEST COOKS use 
ssa a a5 1 Alumimum 


ave 
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reasons 


why the VULCAN 
should be in pour store 


1. It sells easily and stays sold. 


The housewife is immediately impressed with 
the super cleaning power, the sturdy construc- 
tion and the beautiful appearance. 


2. Each Vulcan carries a big profit. 


With a fixed retail price of $45.00, we are in a 
position to offer the dealer as large a profit as 
that earned on any other cleaner. At the same 
time the jobber profits handsomely. 


3. Easy Payment Terms can be arranged. 


We can arrange to finance dealers who wish to 
sell on the deferred payment plan. 


4. It needs a minimum of servicing. 


There is little to get out of order. The motor 
is the finest made today for the purpose. And 
the VULCAN itself is built to give lifetime 
efficiency. What little servicing is required 
can be handled by the nationwide Premier Ser- 
vice Company, the service organization on the 
PREMIER DUPLEX. 





os 


The VULCAN ranks as one of the most effi- 
cient of straight suction cleaners. It is made 
and guaranteed by one of the oldest and largest 
vacuum cleaner makers in the world. 


Write or wire us—or your nearest jobber. 


Electric Vacuum Cleaner Co., Inc. ’ NE W 
1745 Ivanhoe Road, Cleveland, O. VUl C AN 


VACUUM CLEANER 
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“Let the customer 
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Inside the store every Vollrath item is put 
where it can be plainly seen by the cus- 
tomer. A glance over these shelves, says Mr. 
Jordan, shows a customer many articles of 
kitchen utility that she ought to have but 
never thought of buying until she saw it. 
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see the ware and she will buy” 


This is the merchandising policy of the 
Jordan Hardware Company, Ottawa, 


™ O many merchants 

make the mistake of 
thinking that a customer will 
ask for what she wants if she 
doesn't see it on the counter 
or shelves. 

‘Some customers will ask to 
see an article, but I have found that 
often a sale is lost by not having the 
article on display. In handling a line 
comprising a great many units such as 
the Vollrath line includes, it is ex 
tremely important to give good dis- 
play to every item. 

“We handled Vollrath Ware for 
many years in a rather half-hearted 
manner, stocking a few items—which 
we thought would sell—and depending 
on the trade to ask for other numbers. 

‘‘In 1922 we put in a complete stock 
and arranged a shelf display where 
every article could be plainly seen. 

‘Sales jumped immediately and we 
found much to our surprise that most 
of the items we had formerly stocked 
were bv no means the best sellers, and 
many numbers we never before thought 


Illinois, as this photograph of their 
store display of Vollrath Ware plainly 
shows. Read what Mr. J. M. Jordan 


says about stocking a complete line 


would sell, immediately jumped into 
the best seller class. 

“That taught us the value of carrv- 
ing a complete stock, which we do 
today. This stock is automatically 
kept up with the aid of the Vollrath 
Stock Sheets, which prevent both 
under-buying as weil as over-stock- 
ing. They also save a great deal of 
the buyer's time. 

‘What I have said about the dis- 
play inside the store applies equally 
to the window showing. When we 


havea Vollrath window, it is a Voll- 


rath window. Noother articles dom- 
inate the display and a wide variety of 
items and sizes are shown. Such win- 
dows never fail to stimulate our sales 
of Vollrath Ware for days afterward. 


‘We go after the customer in her 


home, too, by using the Voll- 
rath newspaper mats in our 
store advertisements and en- 
closing stuffers in monthly 
statements and packages. 


‘“‘Naturally, our volume of 
sales has grown at a very 
satisfactory rate, which insures a 
profit. 


‘*This would not have been possible, 
however, if the merchandise itself 
were not of high quality. We rarely 
have occasion, to replace a piece of 
Vollrath Ware: on the other hand, our 
largest buyers are those who have 


bought Vollrath Ware before. 


‘“‘This, we believe, is the greatest 
asset in building a lasting trade in 
any line.”’ 


Ask the Vollrath salesman for com- 
plete information about Vollrath Ware 
and such sales helps as Mr. Jordan has 
used in building his business. Or write 


THE VOLLRATH COMPANY 
Established 1874 


Sheboygan Wisconsin 
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Keen Cutting 
Tiger 


Die-cast alloy metal 
handles. Popular 
priced and a universal 
favorite. 





TIGER 






PAIEST S 
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Columbian 


Die-Cast alloy metal 
handles. Very light in 
weight, wide plates. 
An all ‘round house- 
hold clipper. 


Easy Action 





Nashua 
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La Mode 


The La Mode is like the 
Valencia but provided 
with our new Ivory finish 
on the handle. In the 
same way, the Expert is 
an improvement on the 
Nashua. The ivory finish 
harmonizes with the other 
articles on a lady’s dress- 
ing table. 





PRIEST'S CLIPPERS 


A Line With a Long Established Reputation 


The name “Priest” on a toilet clipper has stood for reliable quality ever since 
such articles were first manufactured in America. 
attention to our new small size ladies’ clippers, with the “ivory” finish on the 
handles. Ali these new models are characterized by the keen and durable 
cutting quality that has always been an outstanding feature of Priest clippers. 


The Priest line comprises, both popular priced and more expensive models. 
We wish to emphasize again that our standard of cutting quality applies to 
any Priest clipper, whatever the price. Make the test yourself! 
The models shown here represent the light trimming type of clipper, now 
most in demand. They are all very light in weight, adapted to the grip of 
the average hand, and remarkably easy in action. 
up in attractive display cabinets. 


American Shearer Mfg. Co. 
New Hampshire 
Established 1865 
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Valencia 
Kkxtra small size ladie 
clipper. Malleable iron 
frames. Finished 
bright nickel. 


WIEBUSCH & HELGER, Ltd. 


Sole Selling Agents 


106 Lafayette St., New York City 
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Light Weight 


Boudoir 


Suitable for woman or 
man. Side-spring, nar- 
row plates. 











We especially wish to call 


A number of these are put 











Nashua 


Similar to Valencia in 
size and outline. Teeth 
extra fine-spaced_ to 
catch and cut off every 
small hair. 


Long Wearing 
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For instance—in the famous James Whitcomb Riley 
Hospital for children (one of the Indiana University 
hospitals) at Indtanapolts, milk feedings and meals for 
150 children datly are prepared in aluminum utensils 


‘The BEST COOKS use 


Aluminum 


Milk for babies! With what scientific care—with what 
scientific fervor, almost—do our famous children’s hos- 
pitals safeguard every step in the preparation of that pre- 
cious food ! 

It must interest every mother, striving at home with no 
less scientific zeal, to know that many of these hospitals 
will use nothing but aluminum utensils, not only in their 
milk stations, but in their main kitchens as well. 


Aluminum is hygienic and safe. It is efficient and eco- 
nomical. It cooks everything well. That is why there are 
so many all-aluminum kitchens nowadays—in hospitals, 
hotels, schools, dining cars, and homes innumerable. .. . 


the best cooks use aluminum. 


ATWMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
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~The aluminum 


industry is 
advertising 
for you 


A big campaign has been 
launched under the auspices 
of the Aluminum Wares 
Association, to help you sell 
aluminum. On this page 1S 
reproduced one of the first 
advertisements in the series. 
Every advertisement features 
some authoritative endorse- 
ment confirming the truth 
of the new national slogan, 
‘““The Best Cooks Use Alumi- 


%” 


num. 


Your own customers will see 
these advertisements month 
after month in such maga- 
Zines as 


Ladies’ Home Journal 
McCall’s Magazine 
Woman’s Home Companion 
Good Housekeeping 
Country Gentleman 

Journal of Home Economics 
American Cookery 
American Food Journal 
Hygeia 

Modern Hospital 


Journal of the American 
Medical Association 


The total circulation of these 
magazines 1s 9,651,577 Copies. 
Reaching your customers ; help- 
ing you sell aluminum... 


ALUMINUM WARES ASSOCIATION 


a Publicity Division, 844 Rush Street, Chicago 


Fears nesreat teats 7 
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Three Husky 170-Pound Men 
Could Not Sag This 
Electric Welded Steel 

ALL-PURPOSE BASKET 


Electric Welded in every joint pre- 
vents sagging or wires spreading as 
experienced with woven type. Look 
for the convenient patented cover 
which will not warp or bend out of 
shape and can be removed with one 
motion. They nest to save space. 


Display it with 
Your Garden Tools 


and it will practically sell itself. 
Every customer with a home can 
quickly see how the All Purpose 
Basket will eliminate the disagreeable Ss 
labor of disposing of trash. The most 
convenient way to keep the base- /\\ Fi Waste 
ment, yard and garage clean; no sec- [ XZ 




















ond handling or expensive hauling. f DOI 

\\. A ee 
Endorsed by Fire Authorities for Y I | till 
Safety. Does not require watching, 
for fragments will not fly. mat 


Three most practical sizes with a galvan- 
ized wire or greenenamel finish. Sell them 
at attractive prices with a good margin of 
profit. 


© 


No. 1—Height 18”, Diameter Top 16” 
No. 2—Height 24”, Diameter Top 18” 
No. 3—Height 28”, Diameter Top 20” 


Write for latest prices 


UNION 
STEEL PRODUCTS CO. 


Albion, Dept. 70 Mich. 








WS—75A 
Dish Drainer 











. WS-50 
This popular rec- This round dish oer 
tangular dish drainer had a rec- 







drainer with sil- ord sale last year; 
verware basket practical, durable " 
appeals to every and reasonable in \j3™m 
. & ee 
housewife. A fast cost. e” 
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JUST A FEW MORE MONTHS 


and Peerless Fans will again be in evidence everywhere— 
supplying those cool, invigorating breezes so necessary to 
health and comfort in the home, the office, store and fac- 
tory, in fact— 


Wherever Thermometers Rise 
ORDER YOUR STOCK NOW 


A Type for Every Need 


Oscillating and non-oscillating, Wall and Desk Fans, Ceil- 
ing Fans for Alternating or Direct Current, 


Write for latest catalog. 


The Peerless Electric Company 


WARREN, OHIO 







the Silent tan 


MOTORS - GENERATORS - FANS: 
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With thousands of machines in commercial use, failures 
in Fearless dishwashers had been forced down to almost 
nothing. A knockout blow —a final safeguard against 
breakdown — was decided upon by the manufacturers. 
They adopted a worm drive mounted on Timken 
Tapered Roller Bearings. 

Timkens permanently protect any drive against the 
wear of thrust, shock, weight, speed, and.-friction. 
Timken Taper, POSITIVELY ALIGNED ROLLS, and 
Timken-made electric steel are equally effective against 
every form of wear. By overcoming all possible friction 
Timkens save current and lubricant, and relieve the 
motor in starting. 

You can be sure of many improvements, extreme econ- 
omy, and extra years of life, with freedom from service, 
when you know that an appliance is Timken-equipped. It 
is one of the strongest selling points any machinecan have. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


Ti 
Tapered 


ROLLER BEARINGS 
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TEN YEARS INTO THE 


SECOND CENTURY 


New Haven Clocks have ticked their way through the 
first decade of the second century. 


During these hundred and ten years, the New Haven 
Clock Company has consistently kept pace with the 
times; constantly improving and adding to its line as 
the steadily increasing demand warranted, and always 
maintaining the same high standard of manufacture ad- 
hered to since the first New Haven Clock. 


Thus the name New Haven means to the public, a 
cuarantee of clock excellence. And customers like to 
buy New Haven Clocks for the variety of handsome 
styles which they have to select from. 


GOTHIC 
Tat-Too Jr. Alarm 40 Hour Movement 
WIDTH, 214 inches Bowed Glass 
HEIGHT, 34% inches Russet Bronze Case 


Full Size Gold Dial 
Suggested Retail Price 


Alarm $3.75 
Timepiece $3.00 
Alarm Radium $4.75 


SQUARE 
Tat-Too Jr. Alarm 40 Hour Movement 
214 inches Square Bowed Glass 
Full Size Silver Dial French Bronze Case 
Suggested Retail Price 
Alarm $3.25 Timepiece $2.50 


Alarm Radium $4.25 


TOM-TOM 
HEIGHT, 51,4 inches WIDTH, 4% inches 
414 inch cubist dial 
Convex glass, Nickel-plated octagon case 
10-hour movement, back bell 
Intermittent alarm with shut-off, removable springs 
Suggested Retail Price—Plain Dial, $3.25 
Suggested Retail Price—Radium Dial, $4.25 


ONE _HUNDRED YEARS 












EW Haves See ICK CO. l 9 2 7 


EW AVEN ONN 
















GORE TIALS: CJ RBpART rede were» 
oe ee Ree ENS IN SHES ey 


cae gee AB Ne pao ceee -. » 
Spe eea 0, bat, elds Ones etisé & 
2 ees hah “ bey > . ay 


GOP EA 


oe Sh Ie 


y, ae eae ey oe ten be ile 1% 
ae ne ft 7 


ray 
aad 


aE: his 


te oe 





February 3, 1927 


HARDWARE AGE 


{ PRESERVE THIS CATALOG PAGE | 
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FOOD CHOPPERS 
CHERRY SEEDERS 


Tested and Approved By 
Good Housekeeping Institute 


w 
* 5 FMOUNT JOY PA.U-S-A- 
Product I 





New Standard Triple Whip Ice Cream Freezers 


WOOD TUB 


Made in 2, 4, and 6 quart sizes, 
incorporating the famous New 
Standard triple action which 
whips as it freezes. Improved 
lever-lock for bridge, full floating 
drive, a reserve ice space which 
necessitates only one éiling of ice. 
White pine tub with heavy gal- 
vanized iron bottom. Packed, 
fully enclosed, in cases. Priced 
as low as most single-action 
freezers. 


~ 


© 





METAL TUB 


Made in 2-quart size only; in- 
cludes all the features of the wood- 
tub freezers. Side crank with re- 
volving wood handle. Both the 
cream can and dasher revolve and 
in opposite directions, while the 
spiral dasher elevates. Steel bridge 
and steel gears, non-breakable. 
Packed nested in cases for ship- 
ping and storage. A better quality 
all-metal freezer and at a right 
price. 


Se 





*s 


Dandy Double Action 





Lower-priced freezer. 2-quart size only with galvanized iron tub and 
side crank. Patented inclined spiral dasher. Packed nested in cases. 


i, 
(ICE CREAM FREEZERS 
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Food and Meat Choppers 


Dandy 4 -Way Knife 


Made in two family sizes, both 
with the patented 4-way selective 
knife-head. Cuts either 1 coarse, 
2 medium, 3 fine, 4 extra-fine by 
simply setting the lever. No wing 
nuts to remove, no cutters to 
change. Crank and conveyor de- 
tached for cleaning by a twist of 
the fingers. Bowl and barrel one- 
piece casting. No seams. 


? 


= 





New Standard 


“‘opens like a book” 

Patented latch device drops 
half of the bowl on a hinge, per- 
mitting quick removal of con- 
veyor and easy cleaning. Four ex- 
tra self-sharpening knives quickly 
changed. Graduated cone food 
conveyor; feeds uniformly with- 
out crushing. Made in two family 
sizes. Tinned finish. 





De Luxe Chopper 





Lower-priced chopper. Two-piece riveted bowl with 4-way knife. 
Two sizes. Good values and popular sellers. 











Dandy Cherry Seeders 


No springs, crank operated. 
Stamped steel plunger. Simple 
screw adjuster adapts it quickly 
for large and small cherries. Light 
weight. Two finishes—Tinned 
and Green Duco Enamel. Packed 
one in box. 


~ 
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No. 70—Automiatic Rib-Wheel Type 


Self-setting jaws. Automatic— 
no thumb screws to adjust. Wheel 
cannot jam. Steel crank with 
wood handle. Steel separator 
wheel and steel frame. Light 
weight. Two finishes—Tinned 
and Green Duco Enamel. Packed 
one in box. 


~ 





Manufacturers of Asbestos Stove Mats and Toasters 


Write for information and quotations to the 
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Interior of the West Adams Hardware Co., Los Angeles, Cal. 


100 Per Cent Increase in 6 Years 


West Adams Hardware Co. Finds Growing 


Profit in Hygrade Lamps 


Many successful and progressive 
merchants are sending us confirma- 
tion of the steadily expanding sales 


and profits which Hygrade 
Lamps bring. 

The story of the West 
Adams Hardware Company 
is essentially the same as that 
of the others. 

Six years ago they were 
selling another make of 
lamps. 
Hygrade. 


Then they shifted to | 


lamps. 








{ Licensed under 
| General Electric 
| 

in 





| cent lamp patents 





And in the six years they have 
doubled their sales of incandescent 


Their profit, too, has been 
satisfactory and the volume 
equal to that of other regular 
hardware merchandise. 


And of course they are sell- 
ing the new standard Hy- 
grade Lamps, frosted on the 
Inside in constantly increas- 
Ing quantities. 


HYGRADE LAMP CO 


GENERAL OFFICE 
AND FACTORY 
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Silver 


Architects, 


Builders, 
Carpenters— 





HEY realize the impor- 

tance of a cord of rugged 
durability. One that will not 
easily break and necessitate fre- 
quent replacements, One in 
keeping with the grade of work 
their best customers have a right 
to expect. 


These are the reasons for the 
constantly growing demand for 


The Silver Lake Handy Package 
contains 18 feet of genuine 
SILVER LAKE Sash Cord, and 
full directions for installing. Offer 
it also as a general utility rope— 
for sleds, swings, touring and hik- 
ing kits, etc. 
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Lake 
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are shrewd buyers of Sash Cord! 


SILVER LAKE by men who 
know the relative merits of sash 
cords. SILVER LAKE is 
tightly braided from finest qual- 
ity cotton staple yarns. It car- 
ries a written guarantee of 2() 
years unbroken service—-a guar- 
antee which it usually exceeds. 
And the name SILVER LAKE 
is stamped on every foot of 


genuine SILVER LAKE Cord. 





SILVER LAKE Cotton-Braided 
Clothesline is a profitable item on 
this handy metal reel. Comes this 
way in the 50, 75 and 100 ft. 
lengths, as well as in the hank, as 
formerly. 


Order SILVER LAKE from your wholesaler now. 
If he cannot supply you, please write to the Factory 


and send us his name. 


Silver Lake 


Newtonville 


olid Braided Cordage 


Company 
Mass. 
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ITCKREN: KOO 


THE WORLDS FASTEST COOK STOVE 























HE Kitchenkook range is supreme 

among liquid fuel stoves. This fine, 
white porcelain enamel range brings to 
rural and suburban homes every con- 
venience of city gas service. Lights 
in one minute; all burners ready at 
once—turn on or off as wanted, just 
like gas. Has built-in porcelain lined 
oven and broiler, either right or left hand. 


Any progressive dealer may have a 
copy of the new American Line catalog 
showing the full Kitchenkook line of 
16 models, and details of our exclusive 
dealer agency plan. Write nearest office. 


American Gas Machine Co., Inc. 
Factory, Albert Lea, Minnesota 


que EASTERN BRANCH 
m, ee 78 READE STREET, NEW YORK 


A ue WESTERN BRANCH 


238 CHRONICLE BLDG., SAN FRANCISCO 











Nationally Advertised 


Watch for the Kitchenkook ad- 
vertisements appearing regularly in 
the Saturday Evening Post, Country 
Gentleman, Farm & Fireside, Farm 
Journal, Successful Farming and other 
publications. They tell a new message 
about greater kitchen convenience and 
comfort to millions of women—many 
of which are your customers. 
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cience 
has given Western Dealers ~ 





Only 






A new factor will enter into shoot- 
ers’ purchases of shells this Fall! 


The call is going to be for Super-X, 
as never before. Shooters will be 
eager for its exclusive advantage of 
greater killing power, especially at 
the longer ranges, made possible by 
Short Shot String—the new factor in 
shotgun shell effectiveness that has 
amazed the shooting world! 


What Short Shot String Is! 


Surprising as it may sound, the pellets from 
ordinary shotgun loads do not travel to the 
bird in a compact mass, as commonly sup- 
posed. They string out along their line of 
flight to an average distance of 20 feet at 40 
yards! Often 
more! This has 
been definitely 
proved in hun- 
dreds of tests 
withWeEsTERN § 
patented Shot 
String machirie. 





gives you the 
Big Exclusive Feature of 


With this remarkable machine to check each 
step, WESTERN'S scientific experts have been 
able to reduce the length of the Super-X shot 
column by one-half — practically doubling 
the number of effective pellets! 


Stock Western and be ready for the big Fall 
demand for Super-X! Also— 


Xpert— Another Big-Selling 
Western Shell! 


Xpert is a real, quality smokeless load for all- 
round shooting, yet sells at a popular price. 
It’s one of the many exclusive WesTERN de- 
velopments that shooters want—Super-X— 
Xpert—the Lubaloy non-fouling bullet—the 
Open-point Expanding bullet—and the Marks- 


man L. R. .22. 


These developments, plus an outstanding list 
of victories at the traps and on the range, to- 
gether with sound merchandising and dom- 
inant advertising, make Western the logical 
line to handle. 


Mail the Coupon for the complete story of 
Super-X Short Shot String, and the name and 
address of your nearest WesTERN jobber. 


WESTERN CARTRIDGE COMPANY 
5102 Hunter Ave., East Alton, Ill. 


Branch Offices: 
Hoboken, N. J., Tacoma, Wash., San Francisco, Cal. 


Qutsells because it Outshoots | 
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IVER JOHNSON IVER JOHNSON BICYCLES ae IVER JOHNSON | 
JUNIOR CYCLES 5 VELOCIPEDES 





Made in more than twenty different models ; : ; ’ 
A Sidewalk Cycle of a new design. for all kinds of use, for Boys, Girls, Men Made in three sizes with choice of 
Choice of colors. and Women. color. : 





IVER JOHNSON | | 


Has a sure fast seller 
for every day in the year 


Write for 1927 Profit Proposition 





IVER JOHNSON’S ARMS & CYCLE WorRKS 
332 River St., Fitchburg, Mass. 








New York—151 Chambers St. Chicago—108 W. Lake St. San Francisco—/17 Market St. 

IVER JOHNSON IVER JOHNSON | 
CHAMPION DOUBLE BARREL HAMMERLESS 

| 








The Most Popular Single Barrel Shot Gun Made in Plain Extractor and Automatic Ejector, | 
in the World. Different Gauges. in Different Gauges. | 
IVER JOHNSON IVER JOHNSON’ | 
MATTED TOP RIB SPECIAL TRAP | 
SINGLE BARREL SHOT GUN VENTILATED RIB 





SINGLE BARREL SHOT GUN 





Made in 12 Gauge, 32 Inch, Ejector with Two 
Made in Different Gauges, Including the .410. Lyman Ivory Sights 








IVER JOHNSON 
REVOLVERS 


Made in Different Calibers with Choice of 
Grips and Lengths of Barrels. 
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True Temper Rods are 

guaranteed to give your 

customers satisfactory 
service. 


Master of the Catch 


NCE the hook is fairly set, rest assured that your 
True Temper Rod will be equal to all the jumps, 
jerks and shakes the catch may attempt. 


The one-piece, solid steel tip has strength far superior 
to the liveliest fish. Its unusual flexibility puts a contin- 
uous pull upon the hook and holds up the slack, regard- 
less of the amount of line you may have out. Netting 
is just a matter of time it takes to wear him down. 


Ask your jobber’s salesman to show you this wonder- 
ful rod. It is made in three degrees of stiffness, and 
with four styles of grips. There is a style and a price 
to suit every requirement of your trade. 

THE AMERICAN FORK & HOE CoO. 


Sportmg Goods Division 
General Offices: Cleveland, Ohio 


Toledo” ‘*Trophy”’ “Trophy” ‘*Pennant”’ 
Offset Reel Seat Double Grip Single Grip Cork Grip 
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Write for the New Catalogue of 
True Temper Rods 














HE new True Temper Fishing Rod Catalogue 
Number 3 contains the most complete description 
and listing of these popular rods that has ever been 
prepared. True Temper Salt Water Rods are also listed, 
as well as the new True Temper “Tournament” Casting 


Rod. 


We can furnish a limited quantity of these beautiful 
catalogues for distribution to your fisherman customers. 
Write for a supply at once. 


THE AMERICAN FORK & HOE Co. 
Sporting Goods Division 
General Offices: Cleveland, Ohio 










No joints mar the uniform 
flexibility of the True Tem- 
per Fishing Rod. Guide 
mountingsarewrapped 
with copper wire and do 
not interfere with bend or 
action. 
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PARTITIONS 





eta) ZACALE BOXES \|Reaee 


PERMANENTLY EXTRA 
FIN ISHED HEAVY STEEL 
OLIVE DRAB : HANDLES 


THE SHAPED TO FIT 
eeu ~*~ ee fs Fg Set) THE HAND 





LOCKS 
WITH 
HOLD DOWN 
CLAMPS 


Stratton and Terstegge @ 


/NCORPORATED 


Louisville ated alas cel ayy 
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© for 40 YEARS, Meisselbach Reels have been preferred | 
and prized by tackle-wise fishermen. Now a new 
member is added to this old line—the level-wind Flyer, 
to retail at $7.50. | 


Lively, noiseless, built to last a life-time —with all the 
other advantages that have made Meisselbach famous and, 
in addition, new improvements, latest design and popular 
price. Sell? It’s already selling, and it’s the ideal leader | 
for your fishing tackle line. | 


The Flyer is now being advertised to sportsmen in your 
territory. Posters, folders, catalogues and copies of The 
Bite Book are supplied you free, to tie in with this 
nation-wide advertising. 

Why lose the profit and prestige that the Meisselbach line can 
give you? Order from your jobber today, or send the coupon. 


THE A. F. MEISSELBACH MFG. CO. 
Sales Offices and Factory, ELYRIA, OHIO 













TH 
/ A. F. MEISSELBACH 
MFG. CO, 


/ 125 Taylor St., Elyria, Ohio 


/ Send me, on memorandum 
/ invoice only, a sample of your new 
/ Flyer,’’ and confidential informa- 

tion on your whole line. 
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Sargent 
advertising has passed 
its first quarter 
century 


Of course, the Sargent business itself extends far 
back beyond the start of the Sargent Advertising 
Program in 1901. Years were devoted first to perfect- 
ing Sargent locks, tools and hardware and methods 
for manufacturing them. During that pre-advertising 
period, the business grew steadily. Hardware mer- 
chants came to look upon the Sargent name as a mark 
of highest quality, and Sargent goods rapidly became 
accessible throughout the country. 

Sargent advertising has helped establish the excel- 
lence of Sargent hardware, tools and the many other 
items which bear the Sargent name firmly in the 
minds of the country’s home owners, architects and 
builders. This is not done in a year or two, probably 
not altogether in twenty-five years. So today the 
Sargent Advertising Program is more vigorous than 
ever. It is forward looking, unswerving from its long- 
established plan. It is consistent—convincing, 
above all. 

Some of the advertisements for the first few months 
of 1927 are reproduced here. The Saturday Evening 
Post and many other well-read publications are being 
used. Popular Science Monthly, Popular Mechan- 
ics and the manual training and building magazines 
are telling tool buyers about Sargent planes and squares. 
Don’t you want to let this advertising help to direct 
readers to your store? It can help you—for looking 
at the past we can confidently say that Sargent ad- 
vertising has been of sales-producing value to our 
dealers and to us. 


SARGENT & COMPANY, Hardware Manufacturers 
NEW HAVEN, CONN. 
New York: 92-98 Centre Street Chicago: Wacker Drive at Randolph 


SARGENT 


LOCKS AND HARDWARE 
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| CHICAGO) ~~ 
SPRING HINGES 
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Simplex Type Hinge 


Triplex Type Hinge 


The world-wide and increasing demand for 
Chicago Spring Hinges indicates a general recognition 


of their Quality and Value. 


Send for Catalogue K42 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U. S. A. 
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No hardware news ever 


met greater reception 
nor produced quicker sales 


E announced Corbin Early English 

and Colonial Hardware in October. 

Replies to our announcement show thatit 

completely fills a real need. Actual sales 
prove it does. 


Again, we are telling your customers about 
this new hardware. The advertisement 
shown at the right will go to the homes of 
over five and a quarter million families 
who read 


House and Garden 
Country Life 


Saturday Evening Post 
Literary Digest 


National Geographic House Beautiful 


e 


(oRBIN Dealers will re- 
ceive reprints of this interest- 
ing advertisement in a day or 
two. Frame it and display in 
your windows and on your 
counters. Let it tell prospects 


you can sell them Early English and 
Colonial Hardware by Corbin. 


€ 


(CONSTANT requests for 
this Corbin booklet on Early 
English and Colonial Hard- 
ware clearly show the keen 
interest in this new line. We 
are glad to supply them to all Corbin 
Dealers, with name imprint. 


7 
eNCany Corbin Deal- 


ers have taken contracts 
from this catalog alone. 
If you haven’t the hard- /7/. 
ware to display, let us send ‘ 
you the catalog. 
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Hardware that might have been born 150 
years ago and lived happily ever since 


Such is the character of Early English and Colonial Hardware by 
Corbin — first to offer «a complete line to choose from. Old hand- 
hammered locksets as pictured here. “H” and “L” hinges. Thumb latches. 
Inviting knockers, sturdy strap hinges. 


Corbin ingenuity has made them all rust-proof. Corbin taste has made 
them beautiful. Corbin experience has made them good. 


If you would add the charm of Colonial Hardware to the homes you 
build, here is hardware that has caught the quaint beauty of the past 
as cleverly as it has combined every convenience of the present. 


P. & F. CORBIN “ince 


NEW BRITAIN 
CONNECTICUT 


The American H trdware Corporation, Successor 


New York 


Chicago Philadelphia 
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No. 202 No. 1538Y%2. Casement 
No. 5008. Closet knobs. No. 202. A patented nightlatch. One back turn fastener. Steel—brass 
Brass knob and rose. of key dead-locks both bolt and knob. A special plated with malleable iron 
Easily sold. Made in protection for glass panelled doors. Can also handle. No. 153 is solid 
several finishes. A good be used as an ordinary nightlatch. Inquire for brass. Made in different 


number to handle. further particulars. finishes. 
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No. 300. Absolutely rust- 
proof. Cast Brass Case. 
Brass works and brass 
shackle. 2”5l1m/m. _ Sold 
also with flat steel keys 





Here’s the Latest No. 250B. A good seller 


that combines both beau- 
ty and strength. Spark- 
ling, silver backed knobs 
and sturdily constructed 
set. Very attractive. 





[lco Automatic Keyhole Lock 


Recognized as the best keyhole lock on the 
market. It has an automatic feature that’s 





b 





No. 303D. Our high grade pin a winner, 
nang a meng wal PM, Fh an Merely slide into keyhole and common 
See bey cheates aul aan be lock becomes absolutely secure. Key used 
mastered to requirements. for unlocking only. 
Sturdily constructed and very serviceable. AN ae BP Ad gf UL 
Ideal for home and hotel door locks. Case, nickel plated steel se 
A very attractive four colored counter dis- shackle. Longer shackles a 


play box containing one dozen locks assists a eA 


these profit makers to sell readily. 
Write for prices and further particulars. 





No. 5050. A mortise bolt of 
neat appearance and well con- 
structed, assuring smooth op- 














eration. No. 5000. Very serviceable flush | 
(i) INDEPENDENTIOCKCO Me he eet, F 
Key Blanks 72-80 Winter St. 
FITCHBURG, MASS., U. S. A. 
BRANCHES Key Blanks 
183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, Ill. New York City Detroit, Mich. none 
17 North Fifth Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware 
Specialties. 





Key Blanks. We are considered specialists in this line and a standard 

source of supply for locksmiths and dealers. High grade material and 

careful workmanship are outstanding features of these products. 
Cylinder, Flat Steel, and Malleable Iron Key Blanks. 
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BOMMER 


SPRING HINGES 


ARE THE BEST 


That is why so many builders use them. And 
that is why spring building operations are 
increasing the demand for these dependable 
hinges. 

A large portion of America’s finest homes 
and public buildings are equipped with 








iii Bommer’s. 
a ne And they are so reasonably priced that even 
the smallest building contract should call for 
them. 





Bommer’s reputation for dependable service 


-is based on actual long-time performance. 
No. 960 
Screen Door Hinge 


Your jobber will supply you. 


Gold Medal Awarded 





Floor Surface Spring Hinge 
Type 18 





Sesquicentennial Exposition 
Philadelphia, Pa. 
1926 


Bommer Spring Hinge Co. 
Manufacturers 


263 Classon Ave. Brooklyn, N. Y. 
TRADE MARK 


BOMMER 


Single Action Double Action 
Standard Type No. 0 Standard Type Ne. 29 
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Chick Feeders in 
Galvanized, Tin and 
Enamel 





Star Fountain Fits 
Mason Jars. Sells 
for a Dime. 





Large Capacity Feeders for Young and Growing Stock 





MOE’S GOOD 
POULTRY SUPPLIES 


Wherever hens cackle and roosters crow 








Grit Boxes f ; 
Feeding Grit, there’s need of some one or more items in Sey ee Eneeore 
be tyr Moe’s Line. Feeders, Incubators, Brooders, 


Fountains, Grit Boxes, Heaters—everything 
required by the professional poultry raiser, 
or the home owner who keeps a few chickens 
is found at its best in the Complete Line de- 
scribed in Moe’s Latest Catalog. 


Many hardware dealers are successfully sell- 
ing Moe’s Line of Good Poultry Supplies. 
Other merchants are stocking these profitable 
all-the-year sellers and building permanent 





business. 

Every item in Moe’s Line is made by experts Srtiine Segoe 

and guaranteed to give absolute satisfaction. Water. i 
Magazine Feeders Write for Catalog. my 


for Food or Liquids 


HOEFT & COMPANY 


2305 Davis St. North Chicago, IIl. 

















Top-Fill Fountain 


Oat Sprouter. Double Walls Keep 
No Heater Required Feeders in Galvanized and Bright Tin Plate Temperature Even. 
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Aluminum and Celluloid Leg Bands 





Moe’s Incubator 





Coal Burning Brooders Incubators—6 Sizes, 150 to 1200 Eggs. 
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The Logical Line For Dealers 


’awe HE biggest 
| a profits in this 
yy Equipment | line come through 

: the active, skilled 
and intelligent cooperation 
we give you. 

It is one thing to be WILLING to 


help you and another thing to be 
ABLE to help you make sales. 




















During the forty-four years we 
have been designing equipment to 
help farmers we have also figured 
out the best practical ways to help 
dealers sell equipment on a profit- 
able basis. Our men are trained to sell without lost motion or lost time. 
They know the features that count. They know how to make the farmers 
appreciate them. They help you turn prospects into customers. 


Complete Line Means Bigger Profits 


With the Star Line we help you dealers sell not merely the stalls and 
stanchions but, also, water bowls, litter carriers, feed carriers, ventilators, 
pens, horse barn equipment, hay carriers and other conveniences that 
make the farmers happy and prosperous. 


New Star Features Help Make Sales 


The Rust Shield alone doubles the life of the stall. Any farmer who 
has seen any kind of steel stalls in use gets the point in an instant. 
A dozen other features that mean even more to him make it easy 
to sell Star Equipment with the help we give you. 


Our New Plan of Dealer Hunt-Helm-Ferris & Co., Inc. 


Cooperation Is a Big Success HARVARD, ILLINOIS 
Albany, N. Y. San Francisco, Calif. 


If you are a Star Dealer send us, quick, the 
TAR of 


names and addresses of folks in your vicinity 


who expect to build or equip barns. If there 
is no Star Dealer in your town write for our 
proposition. We’ll show you new ways of dig- 
TAR 


ging up prospects and helping you make money. 
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50% Larger 
Churning Capacity 


than the former largest 
Dazey Glass Churn 


| PALER and consumers have for some time demanded a larger Dazey 
Glass Churn. To meet this demand we have added to our line the No. 60, 
6-quart churn, having a churning capacity 50 per cent greater than our No. 40. 


All of the features of the 4-quart churn are found in this new, larger model 
including the patented removable strainer and the other exclusive features 
which have made Dazey Glass Churns overwhelmingly preferred. 


Order the new No. 60 from your jobber. 









The Dazey Churn & Manufacturing Co. 


Carter and Warne Aves., St. Louis, Mo. 
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It won’t hurt the plow~ 


Agricultural Implement Manufacturers use 
the same steel that gives 





Few of us ever think of the “back-of-the-lines” effort 
made by manufacturers to produce a superior prod- 
uct. Think of the banging a plow or shovel gets! 
A plow comes along—ram into a rock and something 
has to give. Usually it’s the rock. 





Down here in middle Indiana, we roll steel which 
implement manufacturers buy. It sure has to be 
tough! They fabricate it into plows, harrows, cul- 
tivators, mowers—we into long-wearing Indiana 
Shovels. Indiana Steel has a high carbon content— 
built for a tough job. 


Couip STEEL 








“X-tra Quality” is fabricated into every shovel by 
skilled workmen. Our steel has a reputation in its 
field like Crucible or Armco Iron. 


Write for further information—state yearly require- 
ments. Look for (X) trademark on strap or cylin- 
der of every shovel. 


The Indiana Rolling Mill Co. 


New Castle Indiana 
Affiliated with Galesburg Coulter-Disc. Co., Galesburg, Illinois 


We make the following well-known brands of shovels: “Ingersoll Special,” “Indiana,” “Imperial,” ‘“‘New 
Castle,”’ “‘Trojan,”’ ““Matchit,”’ a shovel for every purpose and of standard grades. 
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This Self-Adjusting Device Obtainable Only on 


F. &@ N. MOWERS 


—the World’s Biggest Sellers 


AMOUS F. & N. Mowers—made in the world’s largest lawn 
mower factory—come to you in perfect adjustment and 
stay that way. Patented F. & N. Self-Adjusting Devices assure a 
this. They automatically keep reel bearings in constant ad- E 
justment throughout the mowers’ life. No poor mowing. No . 
lost motion or undue wear from neglected or improperly 


ee ap tae ss 
eo ors Ras 
: Ato ae 
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made hand adjustments. , a 
F. & N. Mowers cut smoothly and quietly over an unusually long 4 
period, too. This is due to their superior construction and design yr Reve, meg : 
° ee ° ° Sie golf putti reen an pe 
—and to precision machining and fitting as in finest automobiles. fairway tenes fer = 
Is it any wonder that F. & N. dealers lead all others in sales year all requirements. Spe- “a 
after year? You can, too! yagi taggaella iar A 
for foreign trade in- ; 
cluding Australia, New : t 
sins ane : Zealand, British Isles, | 
Ask for free F. & N. Self-Adjusting Device for demon- Continental Europe, : 
strating—and for beautifully colored catalog, Africa and the Orient, eh i 
cut-out show cards, etc. Fr I. - 
te Th 
hic 


THE F&N LAWN MOWER CO. 7 
RICHMOND, INDIANA, U. S. A. ct 
THE WORLD'S LARGEST LAWN MOWER MANUFACTURER | 
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No. 1—The Famous ‘‘Gold Medal” Folding Cot 
The frame is reinforced throughout with cross rivets 
where the stress is most severe and with steel plates at all 
joints. Canvas pores < os oz. double filled brown duck 
Constructed to a m service with minimum weight. 
oa 78''x2 “eieh "Folded: 39’’x6"’x4"’. Weight: 














No. 50—A 36 inch wide cot of similar yet heavier con- 
struction. 






7 “The Recognized Standard “For 3D Yea rs 
’ Sees piece of ‘“‘Gold Medal” is good looking, 


light weight, sturdy, comfortable, steady on its 
feet and weatherproof. It folds easily and com- 
pactly for transportation and storage and it is full 
sized—not skimped anywhere. Its construction of 
wood, steel and canvas in their proper proportions 
has been time tested through 35 years and proven 
No. 18 Improved Roll Top Table the Recognized Standard. 
| Excellent for tourist, ag or home use. Thoroughly 
ard fr en leather top. 
sclal construction eevee very mpact — 
ar with strong duck conseneing ig sack. iy 1 
n. by 


bh 1 in. by 28% in. high. Folds 31 in. by 
A in. Weight 12 pounds. . 
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—— a Stool and 
. 6 Chair 





| a Bhs tae mad noon 
<} ey oe This chair is unusually comfortable and popular for the 
i seat of heavy duck, porch, lawn, sun parlor, motor boat, yacht club or hotel. 
legs reinforced by steel : 
a Badass Line is a popular priced quality line ae. — "Tz —_ = being nae 2 peg — 
ich includes a f ble. pactly. o. 5 Stoo ain Varnis ive Dra 
a folding cot, chair, stool and po " weight 34% Ibs. No. 6 35S Plain Varnish Colored Pattern 
ss Bach Chair, weight 4 Ibs. 35B French Blue Colored Pattern 
"1 Cot, whi as o 35G Jade Green Colored Pattern 
pong Mle + Alma Zo 35R Chinese Red Colored Pattern 
03 Cot’ tan 76''x27"x16%"" 17 Ibs. Nos. 35B, 35G, and 35R are all lacquer finished shaded 
Stool 3 Ibs. with black. Assorted colors furnished if specially ordered. 
+4 Chair 3% Ibs. GOLD MEDAL CAMP FURNITURE MFG. CO. 35Y Mahogany Khaki 
able 36’’x22’'x27” 16 Ibs. RACINE, WIS. o U.S. A. (No. 35Y is a yacht chair and has brass hardware.) 
. om : 





we is ‘ : i is is Me’ fie . : a? f . ; R : s. 5 hs 
: ca en ae Se Poa 3 ; f } , = gue / ; i “ a a 4 
7 GOLD MEDAL C.F MFG. CO. See Bie hee 








“Gold Medal” 
designed for use in camps and in the out-of-doors. 
That is today its larger market but products 


TRACE MARK REC. 


a 





o. 80—‘**Gold Medal’’ Double Steel Bed 
(Pats. ~— 


is bed is equipped with . — 
ade rigid by 


\ 


h tested rae Se finished in 
races. Fur- 


attress 


bed fo 
loose Opened: 48’’x76’’x16”. 
48’'x4} Me xd | 4". Packed it in carton—Weight 39 Ibs. 


folding furniture was originally 


have been refined and improved to the end that 
it is now extensively purchased for home use. 


No. 84 Steel Folding Arm Chair. 


This is a chair that combines 
comfort with extreme durability, 
ease of folding and compactness. 
The frame is made of high grade 
steel thoroughly braced at» = 
ished in baked enamel. Legs a 
curved at ers and prevent 
scratching the floors. Seat and 


back are finished in heavy olive 
drab canvas or colored patterns 
optional. 





No. 81 ‘‘Gold Medal’’ Steel Cot. 
(Pat. Pend.) 
Equipped with End Sticks 


A very strong and durable folding cot with tubular steel frame 
finished in baked enamel. Super-strength and rigidity insured 
by special leg-lock a. Rounded legs prevent scratching of 
floo r ht rot filled tan canvas. Ope 
78''x26" x16%". Fo Sone 0’'x5 %'"'x3\%". Weight Each, 18 Ibs. 


No 82 ‘‘Badger’’ Steel Cot 
(Pats. Pend.) 
One Piece Cot—No End Sticks 


A popular priced steel cot without end sticks similar in con- 
struction to No. 81 with lighter canvas cover. Open , a 78x 
25’’'x16%"’. Folded: 39'’x5 4%’’x3\%"’. Weight Each, 17 1 











No 3 Tourist Chair 


Folds very compactly and 
is unusually comfortable. Ad 
justs itself perfectly to the 
body. Thoroughly air dried 


hard wood frame. Special 
steel plates. Fine quality 
woven stripe duck cover thor- 
oughly reinforced. 

Folds: 36” x 3’ x4". Weight, 
6‘ Ibs 

No. 4 Similar to No. 3 with 
6 inch higher back. 


GOLD MEDAL —— TUREITURS MFG. CO. 
RACINE, WIS. U.S.A. 


lds very easily 
F 


° 








11F Reclining Chair 


This chair is made in several styles. 
Frame is well varnished. “over of 
yellow and green woven awning stripe 
put on double in endless piece. Chair 
adjustable to three positions. Folds 
a compactly. 

Ea 
te ‘Without arm rest or foot rest 9 Ibs. 
11A With arm rest 10 &% Ibs. 
11F With — rest and 

foot rest 14 ly, lbs. 
11C With hee rest, arm rest 
and canopy sunshade 17 Ibs 


MEDAL 





The Junior Line is a three-quarter size fac simile 
of “Gold Medal.” It is built for children and | ; 
strong and practical for the home or in camp. 


Opened: 54’ x 21” x 12” : 
Cot Style “*A"’ Folded: 26 5" x 4" x6”. 2 
Weight: 111 
. « pr ) Seat: 12” x o- x 12”. 
Chatr Style “B . Weight: 7 Ibs. 
Stool Style ““C” 2 Weight: 2 Ibs. 









- os ”? ? 20". 
Table Style “D { Weight: aes 
Junior Set—The above items are sold sep: arately 
or may be purchased in sets,—one each of [ou 
different items packed in carton. Wt. 40 Ibs. 
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New [40 Foot Two-Story 
/ddition to our Big factory~ 
ae 


a 
\ EF 


— ~@ 


VERY year there is an increased vigilance in fighting hs 
5 and pests in plants, disease in poultry and livestock, by 

spraying disinfectants, and the demand for reliable sprayers, 
atomizers and dusters has grown rapidly. 


Ready recognition of ACME quality by reliable 
dealers and the insistent demand of farmers and 
growers who have long known the ACME line, 
have kept our factory growing. Again in 1926 it 
was necessary to enlarge our plant, which was 
already the largest in the world manufacturing 








Sell ACME Sprayers and Planters—the line 
that has won world leadership, a complete line 
that you can buy from one house, that offers 
you quick turnover and good profits, a line that 
practically sells itself. When you sell an ACME 
Tool, you can say to the customer: “If it isn’t ali 
right, bring it back.”” We protect you in making 
good that guarantee. 
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%/ 

/ 
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hand sprayers and planters exclusively. This new 
addition, equipped with the most modern machin- 
ery, doubles our capacity and enables us to take 
care of increased business with our usual prompt- 
ness and assures the maintenance of our high 
standard of quality and attractive prices. 


Dealers Get Ready 
for a Big ACME Year 


ACME advertising appears in prominent farm 
and grower’s journals throughout the country, 
and dealers are supplied with attractive win- 
dow trims, booklets. and electros for local 
advertising, enabling you to take full advantage 
of a real merchandising opportunity. 

Ask your jobber for ACME Tools. 
Dept. 11 for catalog and booklets. 


Write 


My 


ZT vaverse City, Mich< 
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Paving the Way for Profit 


Year after year, aggressive national ad- tions pictured above: American Magazine, 


vertising introduces the best homes in Better Homes & Gardens, House Beautiful, 
every community to the dealer who Asia, American Golfer, Golf — Illus- 
identifies himself with PENNSYLVANIA trated, Life, House & Garden, Ameri- 
Quality Lawn Mowers: can City, Golfers Maga- 
Prestige and profit are the cer- zine, Parks & Recreation, 


tain rewards of every dealer 
who prepares in advance for 
the big spring demand, devel- 
oped each year by PENN- 
SYLVANIA Quality and 
leadership, and made doubly 
certain this spring by the 
vigorous advertising appear- 
ing in these key publica- 





The SUPER Great American 
Mower, with all the advantages 
that have established the 
world-wide reputation of the 
Great American Mower, has 
the two special features of 
Steel Axles and Roller Bear- 
ings in the Drive Wheels. 
And, of course, you can ob- 
tain the regular Great Ameri- 
can—for thirty vears the ideal 
mower for the all-day job. 


National Greenkeeper 

No matter which PENNSYL- 
VANIA brand you carry, you 
can definitely tie up your store 
with PENNSYLVANIA na- 
tional advertising by obtaining 
now our big FREE package of 
1927 Sales Helps. Merely fill 


out and mail the coupon below. 





PENNSYLVANIA LAWN MOWER WORKS,_ - - Philadelphia, Pa. 


eece eoeneeceaencannancecenecaenweeeceaceceecececeaewtaeaaecececeecec aces « -——<— ween nenecrnaene ee eee ere 
“See e282 @ ee een enenennenenee ee ee ee eH rr ere ~-——<8-—-—<—-- + &  & w3wornnwnn ene en eee =- 


PENNSYLVANIA LAWN MOWER WORKS 


1615 N. 23rd St., Philadelphia i Oe ne ne? a ie eenee een, 
SMe reer er, eee ee ee ee eee Pe eee eee ee 
(Insert here names of any Pennsylvania Brands you carry) 
I OB os sites s CN nF ee cia 00500500 SUSbv sesso nvasevbpareyseaas Mine lest sete soscunlags ss fab<sssccs vegies tes 
(Insert here name and address 
1 Oe ee ee ob ee yecarracete Stace vines ae camer nan: Yer gs tot Ms 4° so bay 
ie: IE NS oo oo 56s = ones ce ceu spud buanates sees 4 sone dh sdeussebeceigs seuss tanegee a+anteees Be iarion ran Ki benaiis so bu 


arrangement of any required imprint) 
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RID-O-WEED $7.50 per doz. 





No. 140 Sprinkler $14.50 per doz. 
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The B & J Saucer Spray 
As Natural an Effect as Rainfall 


The Saucer Spray waters with a gentle shower a circle thirty 
to forty feet in diameter. Every growing thing in this radius 
receives the full benefit of a natural rainfall. 


One sprinkler cap for watering half a circle. One sprinkler cap 
for watering a complete circle. 


This sprinkler is simple and durable—it can never get out of 
order. Guaranteed to please both the dealer and the customer. 


We also manufacture a complete line of both revolv- 
ing and spray type sprinklers of highest quality 


The Rid-O-Weed 


Push It In—Pull Out the Weed 


Here is a weeder that sells because it really does all we claim 
for it. It is simple to use and very effective. Just push in the 
weeder, pull, and the weed comes out root and all, without leav- 
ing a hole in the lawn. 


The B & J Duplex Sprinkler 


Instantly Changeable to Half or Full Circle 


A half turn of the thumbscrew, and the Duplex Sprinkler is changed 
from a half to full circle sprinkler. The half circle head spreads a 
gentle mist over a semi-circle with a 15 foot radius. | 


The full circle casts medium drops over a 50 foot circle. 


Attractively painted. Well made and no delicate parts to get out of 
order. 


Send us a trial order on the coupon bélow 


We furnish counter cards, folders, etc. 


The B & J Mfg. Company 


Springfield Ohio 
Fee ee eee eee eee ee RRS BOOS ROSES SOO SOO, 
' THE B&J MFG. COMPANY—Springfield, Ohio 

- Please send the items checked, on...............2e00:- 1927. 

7a ae doz. No. 100 Sprinklers @ $3.75 per doz. 

ee ee ee doz. Rid-O-Weed Weeders @ $7.50 per doz. 


Eine osee mec doz. No. 140 Sprinklers @ $14.50 per doz. 
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GUIDE RODFOR 
| CROSS HEAD | ~ CROSS HEAD 
[LID FOR GEARCASE | 
CLAMP FOR PIN FOR 
: CRANK ARM AND 
PISTON ROD : CROSS HEAD 
| PULLEY- LOOSE | 
| PISTON ROD | - 
| PULLEY-TIGHT | 
CRANK ARM 
OR LINK | cane 
: 
| PINION | 























Ta “Sto then 
& MYERS : 


PUMPS — WATER SYSTEMS — HAY TOOLS — DOOR HANGERS 





PINION AND 
PULLEY SHAFT 











BEARING FOR 
PINION SHAFT 





















































| CLOSED ‘ 
| GEAR 
GLAND FOR 
ST UFFING BOX | Phy 
CAPWITH | AND GEARS 
STUFFING BOX 











PROJECTION 
FOR PIPE 











NO.650 
6" 































BEARING FOR 
SELF-OILING GEAR SHAFT 


87 BULLDOZER WORKING HEAD 


weF.E.MYERS & BROS [GEAR CASE | 
‘ASHLAND, OHIO — 
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ELFOILING BULLDOZER DEEP WELL 
POWER PUMP or WORKING HEAD 


Now that the demand for power pumps has so definitely 
swung to self-oiling or self-lubricating types, Myers Self- 
Oiling Bulldozer Power Pumps for either shallow or deep 
service occupy a more important position than ever before. 








NO.665 
STROKE 




















Originated, patented, developed, produced and distrib- 
uted by MYERS, those who sell them have a feeling of 
security as well as of pride in the knowledge that they 
are supplying their customers with the very latest of 
proven and protected self-oiling power pumps with an 
established reputation for quality and dependability. 





When you sell the MYERS you are selling something 
more than just power pumps. Catalog, information and 
prices to live dealers. 


THE FLE,MYERS & BRO.Co. 


ASHLANDB, OHIO. 


Manufacturers For over Fifty Years of MYERS HONOR-BILT PUMPS for E rpose 
WATER SYSTEMS-HAYand GRAIN UNLOADING TOOLS - BARN, bmp At and 
GARAGE DOOR HANGERS: STORE LADDERS. Etc. 
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Fighty Years of Prestige 
Behind “‘Cleveland”’ 


Grindstones 


The present generation of farmers grew up 
on farms equipped with “Cleveland” Grind- 
stones and as the youngsters leave to establish 
their own farms they quite naturally equip 
them with “Cleveland” Grindstones. 


Here is a selling influence that puts ‘“Cleve- 
land” Grindstones far beyond any ordinary 
competition—a ready, waiting and decidedly 
receptive market. 


And the backbone of this eighty years of suc- 
cess is the well known Genuine Berea Stone 
known by all grindstone users to be available 
only in “Cleveland” Grindstones. 


THE CLEVELAND STONE COMPANY 


283 Front Street, New York 
LOMBARD & CO., Inc., Boston, Mass. 
New England Agency 


THE 





HARVEST_KING 





Frame of heavy angle steel 
14” x 14%” x 1%”, strongly 
braced and is equipped with 
our standard high grade se- 
lected “Cleveland” Grind- 
stone. Shipped folded com- 
plete, stone crated  separ- 
ately to save freight. 


STERLING 





Substantial light running, 
mounted with a ‘‘Cleveland”’ 


Grindstone, genuine, Berea 
or Lake Huron grit, which 
we alone manufacture. 19 
to 22 inches in diameter. 
14%” to 2%” thick. Frame 
can be set up in a jiffy— 
merely by manipulating one 
holt. Shipped knocked down 
and crated. 


A CLEVELAND STONE COMPANY PRODUCT 


WORK-—-DO IT WELL 
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Coldwell Dependable 
Hand Mowers 


Shown in picture on right is the 
[mperial Roller Bearing—recog- 
nized as the finest hand mower 
ever built—bar none! [Irom its 
hottom knife of finest crucible 
steel to its natural maple handle 
it's built for performance and 
permanence. 


Note these features and point 
them out to your customers: 


Hyatt Roller Bearings; Self oil- 
ing; five keen blades of hardened 
rucible steel; malleable hangers 
ind flanges; all shafting of cold 
rolled steel. 


{nd don't forget to mention the 
Coldwell guarantee of satisfac- 
tion which accompanies each and 
every Coldwell Lawn Mower. 
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Spring 1927 will mark new Selling Records for 


since 


COLDWELL Dependable Lawn Mowers 
Now’s the time to insure YOUR profits 














Coldwell Electric 
Lawn Mower 


The only Electric Lawn Mower 





and a seller of the highest mag- 
nitude. Nets you a good profit 
—saves its users time, labor and 
assures them of  well-trimmed 
lawns. Easy to run as a vacuum 
cleaner. All the operator has to 
do is steer it. Plugs in on any 
electric outlet. Unsurpassed for 
boulevard parkings. 








HEN you handle Coldwell Lawn Mowers you 

get the dollars-and-cents benefits of Coldwell 
reputation, Coldwell National advertising, and the 
complete Coldwell line. 


Coldwell Lawn Mowers are the largest selling 
mowers in the world, and the recognized standard 
of value for the whole industry. Coldwell National 
advertising is steadily creating interest and sales for 
Coldwell Lawn Mowers. The complete Coldwell 
line enables you to meet the mower requirements of 
every buyer in your community. 


Won’t be long now before lawn mower prospects 
are looking around. You'll get a lot of the pre- 
Spring sales if you identify your store as head- 
quarters for Coldwell Lawn Mowers. Our store 
and window display matter will help you. Get this 
material and use it! 


Merchants who do not carry the Coldwell 
line will find our special dealer proposi- 
tion very attractive. Write for it today. 





DEPENDABLE LAWN MOWERS 
COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y., U. 8. A. 
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The New ae Better Handle 
That Can’t Break or Come Off! 


Entirely New and Different—a handle that will not crack 
or splinter. . Quality and durability are built into every 
CORKSTEEL too!—they’ll stand the longest and hardest 


work you can give them. 





These new handles are made of special analysis tubular steel 
—wrapped with cork which is put on under pressure with 
waterproof cement. It cannot loosen or come off. 
CORKSTEEL handles are cool in summer—warm in win- 




















ter—and they never get sticky or slippery. 

















A double riveted connection on all CORKSTEEL 
forks, hooks and rakes makes it impossible for them 
to loosen or come off the handle. 


A—Steel tube, swaged to shape and cork 
covered. 


B—Hardwood plug is driven into handle and 
riveted at point 1, then bored to size 


of shank. 


C—Shank of tool is driven into plug and 
riveted to handle at point 2. 


Every one of your customers will want these tools 
with handles that never raise blisters or callouses. 
Send an order—with the understanding that you can 
return the tools if they are not completely satisfac- 
tory. Packed in half-dozen bundles 


Forks—Hooks 


Rakes—Hoes 


THE CONNORS HOE & TOOL CO. 


COLUMBUS, OHIO 
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The Most 
Profitable Line 


1)® LAVAL Cream Separators and Milkers, when properly handled, 
give the dealer more profit on invested capital than is obtainable 
from few, if any other lines (plenty of proof if you want it) because: 





{1} 50% of the prospective buyers of 
| Cream Separators and Milkers have 
already made up their minds to buy 
De Lavals—they are easier to sell; 





{2} they can be sold every day in the 
year; and 





{3} money invested in De Laval prod- 
ucts can be turned from six to 24 
times in a year. 





De Laval Separators and Milkers not only make the least amount 
of capital yield the most profit for the dealer selling them, but they also 
make their users the most profit for the longest time at the least expense. 


Every sale means a permanent and satisfied customer with greater 
cash income. 


For profit, good will and satisfaction, 
De Laval is supreme. 





Live-wire agents always welcome. 





The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 
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"Do you sell Dietz lanterns ?" 
“We sell no other kind, sir.” 


O you sell Dietz Lanterns? This 
1) question put to every Hardware 
Dealer in America would receive an over- 
whelming answer “YES”’. 


The reason is as old as buying and selling 
itself—just this: It pays to sell standard- 
ized, consistently advertised goods that 
most people want and ask for. 


That is the sure recipe for satisfactory 
turnover of capital and less turnover of 


Customers to competitors. 


R. E. DEITZ COMPANY - - NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE 
WORLD—FOUNDED 1840. OUTPUT DISTRIBUTED 
EXCLUSIVELY THROUGH THE JOBBING TRADE 











S Se 
Ses 










101 


DIETZ LANTERNS- “>a nd THE Rete 


























102 HARDWARE AGE February 3, 1927 


- 
as 
a 
— 
an 
— 
— 
—— 
— 
a 
@ 

















Known by the work that they do 


After all is said it is the good work a 
mechanic does that holds down. his job. 


And good tools are always a contribu- 
ting factor in the accomplishment of 
good work. ; 


Since 1855 “Russell Jennings” Auger 
Bits have bored the kind of holes that 
proved by their smoothness and accurate 
measurements that these bits are right 
from shank to point. That is why they 
hold trade. 


Be sure and ask your Jobber for the 
Original Russell Jennings—look for the 
name stamped on the round. 


Send to us for Catalog. 









Chester Connecticut 
Established 1840 


we DONINNGC 1145808 

















Patented by 
Russell Jennings 


Jan. 30th, 1855. 


[Ee 


Our 72nd Anniversary 
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PEERLESS LE 
aw TOOL” CO. ‘& 
PEERLESS 
PAT. DEC. 3, 1918 
AUG. 22.1922 


STERLING, ILL: 








Trade Mark 


Easy to Read | 
in Close Quarters 





Large White Oval Openings in PEER- 
LESS Levels afford a clear vision and 
permit Masons to get an ACCURATE 
reading in close quarters. 


The Vials are permanently marked 
and SET SOLID—no wires to loosen 
and slip. No adjustments. 


PEERLESS Masons and Carpenters 
Levels combine practical improve- 
ments that insure ABSOLUTE AC- 
CURACY and save time on every job. 
They sell on MERIT. 








Send for New Catalog and Price List. 

















The Peerless Level @ Tool Co. 


Sterling, Illinois 


WIEBUSCH @ HILGER, Ltd. 


EXCLUSIVE SALES REPRESENTATIVES 
106 to 110 Lafayette Street 
NEW YORK CITY 
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“That store sure steered 
me straight— 


- 
"h/p = 
N 


| Vi / 

id 
L! , 
“The man who sold me _ this Maydole 
Hammer gets my business. He knows tools.” 


Hand your next customer a Maydole and add 
him to the list of those who create constant 


good will for your business. 


Maydole Hammer heads are Most men who work with tools—men who are 
ress-forged of selected tool 2 

= Handles are of clear, your best customers—will have none but 
second-growth hickory air-dried ; , . 

fap ena. duel a ae-Oe: aie, Maydole Hammers in their kits. And back 
he Sepewe Hammer wi of this preference is the experience of three 
easily outdrive, out-pull and 

outwear ordinary hammers and generations of American craftsmen. The 
most of your customers know 

it. It’s the kind of hammer Maydole reputation is a real asset to your 


youre proud tu sell. 


tool department. 


Your Jobber has standard assortments 
and all types and sizes to make your stock 








complete. Write us for Catalog and 
useful Pocket Handbook 23C. 


Maydole 
Hammers 


The David Maydole Hammer Co..Norwich,NY. 
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Even a Woman Can 


Cut Heavy Branches 


High lever action and keen shearing cut 
make it easy to prune heavy branches with 
these shears. 


om Jf vP 


Spread of handles when open is only 374” — 
comfortable to operate, even with a small 
hand. Locking device for safety. 


Wonderful for sharpening. Just remove 
one small machine screw and spread the jaws 
wide open, as in the illustration, and the rest 
IS easy. 

8” length, $1.00 retail 


Another Popular Design 


“Parrot head” pruning shears. 
Blades at right angles; very con- 
venient, especially when reach- 
ing up. Easy, revolver grip. 
Safety locking device. 6” size, 
$1.50; 7”, $2.00. 

Order these numbers from 
your jobber. If he hasn’t Ber- 
nard Pliers, write us. 








TRADE MARK REG 
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The Wm. Schollhorn Co., Dept. H, New Haven, Conn. 
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BOLTS 
GNUIS 






























Comparator nonenge showing profile of 
thread of a hardened and ground gaure. 





Comparator photograph showing profile 
of thread of an Empire New Process Bolt. 


‘Bolt Threads That ‘Rival the Gauge 


The thread of an Empire New Process Bolt has uuder the pressure of the dies. That is why the 
the close fit of a hardened and ground gauge, thread of an Empire New Process Bolt does not 
as proved by the infallible evidence of the Com- strip! 


parator photographs shown above. It has six 
times the accuracy of the ordinary bolt thread. 


And 20% greater strength. For the New RUSSELL, BURDSALL t& WARD 
Process dies which form the thread on this ©® BOLT& NUT COMPANY © 


remarkable bolt mould the thread as a modeler PORT CHESTER.N-Y. 


Most hardware jobbers carry them. 





; a Branch Office Branch Offce . Branch & Gillette Maydwell & Hartzell, inc. 
moulds his clay—the granular composition of CHICAGO “DETROIT ROCK ALLS, tte renee es Eom 
the metal is made stronger and more compact Tokers of Bolt Fivets Since 1293 _) 





THE PRODUCT OF THREE GENERATIONS OF BOLT MAKERS 
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MILLERS FALLS 
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Many of your customers 
need a new level 


Here is a level display and an assortment of levels that will send many a 
customer out of your store with a Millers Falls Level under his arm. 

Three styles of Millers Falls Levels are shown above. Aluminum Level 
(No. 1024), rigid and light, with double glasses; Mahogany Level (No. 
624), made of solid Honduras Mahogany, thoroughly dried, a level any car- 
penter would be proud to own; and Pine Level (No. 324), for carpenter’s 
and household use, made of selected White Pine, air dried and accurate. 

The full line of Millers Falls Levels includes ten styles of Carpenter’s 
and Mason’s levels. All are high grade, well made, and accurate. Glasses 
are solid set and will give long dependable service. 

This display made of wood and metal, attractively colored. It stands 
18” high and is equally well fitted for window or counter display. Furnished 
free with order for two each of levels mentioned above. 


MILLERS FALLS TOOLS 














1868 


: MILLERS FALLS COMPANY @YQTSCESIE? MILLERS FALLS, MASS. 
q NEW YORK, 28 WARREN STREET “M8282 8-9 CHICAGO, 9 SOUTH CLINTON STREET 
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K« alae’ ] (C;ardner 
Superintendent 1872-192. 
Advisory supt. 1922-1927 


Lamson’s Gre VS 


ad Sere) am colo @eleleuloltietsliane. Cacele mit aslcmeeleletnitrce 
growth of The Lamson & Sessions Co. and the 
consistent high quality of its products has been 
the loyalty of its employees 

Today there are five men who have seen more 
than fifty years of continuous service with this or- 
ganization, while seventy have a record of more 
Sihiemrimeltrtecomactietls: ey an@elelerelerelers employment. 
Lamson’s Greys they are called. Each one is an 


‘xpert who has grow > witl » business. Eac A; 
expert who has grown uJ th the business. Each Sales Offices: 


gives treely of his seasoned wisdom to the training 


of his younger associates and fellow workers. Chicago 


; aig ae - Ovaauere 
|B irapccecrlanicetccm alert cole Glee Olea ml) bccam GoM 
© St. Louis 


nvele mm eelcmaccaeleley) me) an eele personnel of that organi- warn ner 


zation as well, makes Lamson & Sessions one of yee 


the world’s largest sources of supply for bolts, 


nuts, cotter pins, rope clips and J raere ate) or cold 


upset work, while maintaining the careful service 
and painstaking eltrurtay that have always charac- 
‘caaragemeleles organizations 1p ‘agate past. 


Ea eee. 

Los Angeles 
Gi irtertelererte: 
San Francisco 


Salt Lake City 


Lamson & AY v 


1971 West 85th CLEVELAND, OHIO 
Manufacturers of the most Com~ 


plete Line of Bolts in the Country 


Street 
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Why | 
American Steel & Wire Company Fences 


are easy to sell 














There are definite reasons why dealers find it easy to sell fences 
made by the American Steel & Wire Company 


1 Reputation. For more than twenty-six years farmers have used our fences 
—with good results. 


We guarantee our fences to equal or outlast any other fence made of the same 
size wires and erected undér the same conditions, 


3 Our warehouses are strategically located, protecting the dealer against loss of 
a sale where unusually large quantities of fencing are wanted quickly. 


Our national advertising is constantly telling the story of American Steel & 
Wire Company products to farmers everywhere. 


Zins tesateted 
AMERICAN, ROYAL, ANTHONY, U. S. 
NATIONAL, MONITOR and PRAIRIE 


DEALERS WANTED EVERYWHERE—Write for Sales Plans 
SALES OFFICES 


Chicago. .208 So. La Salle Street tansngess- Oe — :—on Birmingham..Brown-Marx Bldg. Pittsburgh Frick Building Buffalo........670 Ellicott Street 

Nat'l Bk. Bidg., St. Pau Philadelphia....Widener Building Wilkes-Barre..Miners Bk. Bldg 

leveland....Rockefeller Building : ag = Gane smphis ; oe ¥ ; ..Miners Bk. dg 

repenaree ' Kansas City 117 poet prc Union and Planters Bank Bldg. Atlanta 101 Marietta Street Dallas Praetorian Building 
I] wt. . > ‘ I + . e 7 . - ss . 

Detroit Foot of First Street Oklahoma City 30 Chureh Stree: Worcester Denver. .First National Bk. Bldg 

Cineinnati....Union Trust Bldg. First Nat’l Bank Bldg. Boston 185 Franklin Street Baltimore..32 So. Charles Street Salt Lake City. Walker Bk. Bldg 


UNITED STATES STEEL PRODUCTS COMPANY, San Francisco, Los Angeles, Portland, Seattle 


AMERICAN STEEL & WIRE 
Company 
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INCORPORATED 1892 


The 





GRAY- 


is made from FULL GAUGE WIRE 


which adds further to its durability. 


It carries 


| 


| 
It has a pleasing 


1esS 


It lasts. 


GRAY-WICK is easy to cut and apply because 


it unrolls smoothly and lies flat. 
No. 34 gauge warp 


White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Furthermore, it insures those who 
Note specifications: 


Cortland Black Enameled 


HARDWARE AGE 


That Carr 
We draw the wire in our own mills. 
Is Made from Open Hearth Steel 
is worth repeating, because quality screen cloth 

12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 
18 Mesh, No. 34 gauge ‘each way 

Our Other Brands of Screen Cloth 

Your jobber will supply you. 


The Screen Cloth 





Gray color. 





. 


Every operation from raw material to finished 
an extra heavy electro zinc coating enameled with 


product is under our personal supervision. 


fact that 
is impossible without quality materials. 


HEARTH STEEL produced in our own fur- 
WICK 


GRAY-WICK is made from rust-resisting OPEN 
naces. 





use it by its unfailing protection. 


good transparent varnish. 
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ESTAS LISHED 1873 
LEE 


may cost 
a little 
more, 
but— 
It is 
worth 
it. 


Gray-Wick 
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Immediate Shipment from Stock 
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Among the Thou- 

sands of Items 

Listed in Catalogue 

No. 9, are: 

Screw Clamps 

Wing Nuts 

Thumb Screws 

Turn Buckles 

Clevises 

Swivels 

Malleable Bod y 
Irons for Bus, 
Passenger Car, 
Truck and 
Trailer 

Saddlery and Car- 
riage Hardware 


Reasonable Quantities always in stock for immediate shipment. Prices are consistent 


with Quantity Production and Eberhard Quality. 
Send for copy of Catalog No. 9 


EBERHARD MANUFACTURING COMPANY 
2734 Tennyson Road Cleveland, Ohio 
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Some of the lading Barrows 
in the STERLING LINE~ 


> 
Which Mean 
Year Round 
No. 3A a high grade low priced PROFTTS No. 10A Mortar and concrete 
barrow of medium capacity for barrow built to A.G.C. stand- 
general work. ard size and construction. 
to You 


Sell a man a better wheelbarrow 
and you make a good impression. 
The better it works, the more he 
thinks of the goods you carry. 




















No. 20 is a light weight —_ ' , j No. 11 A large capacity coal 
barrow of high grade. In- Lhe longer it lasts, the stronger barrow for use in coal yards, 


coneee Sop Gears wee. that first impression. He is im- engine rooms, etc. 
mediately ‘‘sold”’ on your place of 
business. 


Dealers who carry the “STER- 
LING” line of standardized 
wheelbarrows know this to be a 
fact. Many have established a 





sso. GAR Light Tebaler, cow permanent and profitable business Se. SS A aessew tray coal 
panion to the No. 19. through the sales of “Sterlings.”’ barrow for use on coal wagons, 
7 for wheeling to coal windows, 

bins, etc. 


[f you are not acquainted with the 
many features of STERLING 
products, write for a catalog and 
special dealers’ price list. 


Sterling maintains large stocks at 
their factory and warehouses 
(Chicago — New York — Phila- 


No. 6A a general purpose con- del phi . 





pee : No. 31 Narrow tray concrete 
tractors barrow. Standard A. pia Cleveland — Detroit — barrows made to A.G.C. stand- 
G. C. size for dry material or St. Louis) for prompt shipment. ard size and construction. 





concrete. 
ae Whether you have a large or 
small demand you will profit 


by selling 





“*Stertiags’ ’ 






Nos. 7 and 7B. This is the , Sata , ; Nos. §1 and §2 Heavy duty 
steel handle companion to the Sterling W are houses, Chicago, New York, barrows for foundries, indus- 
No. 6A barrow. Detroit, Cleveland, St. Louis, Philadelphia trials, mines, etc. ‘ 


_a _m . =— © be be & ayi.'.a°* y 
STE STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER AN 
~ Sf a v * 


Milwaukee (immwkinn scans: srmmewssemmnay Wisconsin 
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HE Orange Seal Display is more than mere chain. 


chain they can use and it’s all rust-proof. 


partial list of jobbers who stock and sell refills. 
Ask your jobber for “Orange Seal” chain refills. 
direct. 











You Can't Afford to be Without 


This Convenience 


It is a sturdy, silent sales- 
man—an all-steel man standing in your store showing to your customers the 


Your chain is kept neatly in stock, no tangling, and a visible inventory always. 
Over 109 jobbers are now distributing this successful assortment and below is a 


If he can’t supply you, write us 











We are also manufac- 
turers of the famous 
E **Triumph’’ and 
: “Brown” pattern weld- 
) less chains. 

. Other “Orange Seal”’ 
a Products: 

a Halter Chains 

. Dog Chains 

Tieout Chains 


Sech Chain Manufactured exclusively by 


Window Chain ‘ : 
Plumbers. Chain The Bridgeport Chain Co. 
Tire Chains and Bri dgepo rt. a 


Accessories 








Partial List ot Jobbers 
Selling Refills 


The J. R. M. Adams Co. 
Baltimore, Md. 

Albany Hdwe. & Iron Co. 
Albany, N. Y. 
Belknap Hdwe. & Mfg. Co. 
Louisville, Ky. 
Bigelow & Dowse Co. 
Boston, Mass. 

The W. Bingham Co. 
Cleveland, Ohio 
Blish, Mize & Silliman Hdwe. Co. 

Atchison, Kan. _ 
The Bostwick, Braun Co. 
Toledo, Ohio 
The Bronson & Townsend Co. 
New Haven, Conn. 
Buffalo Wholesale Hdwe. Co. 
Buffalo, N. Y. 
Buhl Sons Co. 
Detroit, Mich. 

Cutler Hdwe. Co. 
Waterloo, Iowa 
Decatur & Hopkins Co. 
Boston, Mass. 
Empkie-Shugart-Hill Co. 
Council Bluffs, Iowa 
Kelley-How-Thomson Co. 
Duluth, Minn. 

W. C. Landon & Co., Inc. 
Rutland, Vt. 
Masback Hdwe. Co., Inc. 
New York, N. Y. 
Michigan Hdwe. Co. 
Grand Rapids, Mich. 
Morley Bros. 
Saginaw, Mich. 

Poe HdWe. and Supply Co. 
Greenville, S. C. ; 

Richards & Conover Hdwe. Co. 
Kansas City, Mo. 
Simmons Hdwe. Co. 
St. Louis, Mo. 
Stowe Supply Co. 
Kansas City, Mo. 
Treman, King & Cb. 
Ithaca, N. Y. 
John B. Varick Co. 
Manchester, N. H. 
Watkins-Cottrell Co. 
Richmond, Va. 


ee Be 
ay The 

Us Bridgeport Chain Co. 
a, Bridgeport, Conn. 
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We need the following refills for 


q our ““Orange-Seal’’ Chain Stand. 
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AMERICAN 


SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 


\" \, ‘i \" \ \s \y \ \ ls ~ 





Largest Stock 
Greatest Assortment 


awa, or] 











Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 
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GALVANIZED =e — 


ee 
cers 






IncAll Grades __ 












€=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 






Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 





New York City Georgetown, Conn Chicago 
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In buying Tubular and Clinch Rivets these 
three points should be carefully considered: 


1. The metal form from which they are made. This 
is mighty important because of its direct bearing 
on the driving and setting qualities of the rivets. 


. How are they made—that is, are the details of 
manufacture such as to ensure the best results? 


. Who makes them? Tubular and Clinch Rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


UL 8 8 8 8 8 


TUBULAR RIVET & STUD 
wt tems COMPANY 


J. L. MeDEVITT : 
Postal Telegraph Building 


San Francisco, California B O ~ TO N 


~ a 
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Cold-Drawn 
Hex. Sockets 


“ALLEN” Cap 
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Allen Process 
Extra Strength 


and Set Screws 


Pull the Trade with 30% More Strength! 


They have the “‘pull’’ with your set screw Buyers—by having that 


extra strength. They have the pull 


of a Reputation, as the cold-drawn 


“30% stronger screw.”’ They have the pull of industry-wide adver- 


tising—which saves you a lot of 


‘push.’ Easily your line of least 


resistance in selling and keeping your set screw customers. 


Illustrating the Process 


4 ¢ phn. . 
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a 
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Here's the Allen process of making hexagon sockets in 
hollow screws. he left-hand figure under the picture 
shows the “blank’’ ready for drawing; note the extra 
thickness of stock around the upper half of the blank, to” 
be cold-drawn down to the size shown in the lower half. 
The blank is inserted in a die under the punch press; is 
brought under a solid hex punch (which exactly fits into 
the drilled hole); is driven through the die and drawn 
down to the finished size—simultaneously forming the 
hexagon socket. The figure under the operator's arm 
shows the socketed blank ready for threading, with 30 
per cent increased strength due to increased density of 
the socket-walls. 


Hollow Set Screws 


Hollow screws of Allen manufacture 
show 30 per cent extra strength over 
broached hollow screws—the only 
other kind made. By a _ patented 
process of cold-drawing we increase 
the density of the steel around the 
socket-hole, so that even the smaller 
sizes will stand all the strain that the 
best-made wrench can apply. The 
Allen process makes clean, perfectly-formed socket- 
holes, with no chips in the bottom as in broached 
hollow screws. The entire length of the Allen is 
utilized either for solid metal at the point, or depth 
of socket for the wrench. All sizes carried in stock, 
from 4 in. to 14% in. diameter; any length, point or 
thread at no extra cost. 





Socket Head Cap Screws 


These are’ the strongest, handiest 
screws for punch, die and jig work. 
The head of the Allen is finished all 
over and is turned true to the body of 
the screw. Thist accuracy enables the 
user to set up the screw in a counter- 
bored hole without grinding off the 
sides. Scientifically heat-treated like 
the Allen safety set screw; threads die 
cut, accurate in pitch and perfect in 


lead. 


The hexagon wrenches give greater 
purchase than any screw-driver in a 
slotted fillister. And firmer leverage 
than projecting-head screws; no cor- 
ners to round and allow wrench-play. 





You could use the handy Allen Catalogue with its size and 


price-charts, sales-points, etc. 


We'll gladly send it, with 


samples of sales-helps for Allen Dealers. 


THE ALLEN MANUFACTURING Co. 


139 SHELDON STREET 


BRANCH W. C. Stauble 


Evanston, 


Detroit, Mich. 


R. E. Gregory 
OFFICES: 2704 Rochester Ave. 1029 Wesley Ave. 3348 N. Park Ave. 320 Market Street 





HARTFORD, CONN. 
E. P. Crawford W. J. McRae 
Ill. Philadelphia, Pa. San Francisco, Calif 
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THE BRAINERD LINE 


QUALITY SERVICE 


[In addition to our light brass and steel metal stampings and trim- 
mings for chests, cabinets, boxes, suit cases, radio cabinets, etc., we 
have a complete line of cast hardware for refrigerators, ice coolers 


and store fixtures. 


These Goods Are in Demand Now—NOW Is the Time to Buy 
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No. 1801 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. 
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SERIALNO. 0000 





®p, ° Institute 


Conducted by 


OUSEKEEPING 






“Buying or Selling — Use This Seal 


EALERS use Good Housekeeping 
profitably by reading its advertising 
pages regularly. In this way they keep in 
touch with the guaranteed merchandise 
advertised there and know what to feature. 


Sales are assured, because Good House- 
keeping reaches women who are well able 
to buy—who appreciate quality. 


More important, women know that every 
product advertised in Good Housekeeping 
is TESTED AND APPROVED, and bears an 
iron-clad money-back guaranty. Naturally, 
they buy these articles willingly. 


If a customer hesitates, shows doubt, point 
to the Seal. Tell the story behind it. It is a 
final clincher! It takes the gamble out of 
buying and the hitch out of selling. Good 
Will, Good Housekeeping and Good 


Business go hand in hand. 


by 
Good Housekeeping 
we 
Mach 
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Non-advertised as well as advertised household prod- 
ucts may carry this Seal—after being tested. If it is 
lacking from goods you buy, ask the manufacturer why 
he does not supply this Selling Help. Good Products 
have it. “ABOUT GOOD HOUSEKEEPING IN- 
STITUTE,” a booklet telling how manufacturers ob- 
tain the Seal—how dealers use it—will be sent on request, 
It’s free—write for it. 


GOOD HOUSEKEEPING 


119 WEST 40th STREET NEW YORK CITY 
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YY Join the Increasing Number 
of Hardware Merchants Who Are 
Installing China Departments 


The new Pe- 


ta tan, “aol There are few classes of merchandise which will 


ee aeten show a better and steadier profit for the amount of 
peautiyu : . 

design on “pa- space involved, than good dinnerware. Hardware 
reek’’ ivory , : 

manesiiain. merchants who stock china know that its natural 


attraction for the woman customer means addi- 
tional business in other hardware lines. 


\ ; 
(Good china draws the better trade—not the 
‘Pound of nails” type. 





a ~ 
— 


Let us tell you how a small investment in good 
china can increase your profits. 


i Nhe (jeo.f]. Rowman, @, 


Cleveland 





—_—_—__—— 








See the complete 
Bowman 1927 line 
at the New York 
Toy Fair, Hotel Im- 
e perial, N. Y., Room : 
150, Feb. 7th to j 
March 12th. 












UA, 
OTEL IMPERIAL (©=——@-®)14 


~ 
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eCAnnouncing 


A NEW METHOD 


of 
HARDWARE MERCHANDISING 


A method so different that it is almost a 
revelation yet so simple and effective that we 
wonder why it wasn’t thought of before. 

A method that reduces the cost of remod- 
eling the average store 40 per cent. A method 
that keeps stock moving yet costs only a few 
cents a day. 

Be prepared to see a system of merchandis- 
ing that will increase the display capacity of a 
store 50 per cent. 

These sound like strong statements but see 
it with your own eyes. 


See It At These 
Hardware Conventions 

















MILWAUKEE FEB. 1-4 Booth 1OOA 

ALBANY FEB. 8-10 Booths 90-91 
PHILADELPHIA FEB. 15-17 Booths 284-285 
CHICAGO FEB. 15-17 Booths 108-109 

ST. PAUL FEB. 15-17 Booth 7 

BOSTON FEB. 22-24 Care of Bigelow & Dowse 


MAKE OUR BOOTH YOUR HEADQUARTERS 


Feel free to make the above Booths your head- 
quarters at the show. Leave your wraps or meet your 
friends. Let our representatives be of any service pos- 
sible to you. 


DULUTH SHOW CASE CO. 


New York Office General Offices Chicago Office 
101 Park Ave. Duluth, Minn. 180 N. Wabash 
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The Brookins Oil Measure 


is made from durable copper-finished metal 
in one, two, and four quart sizes. Drains 
from the bottom through flexible metal hose 
that easily reaches any oil intake. A handy 
thumb-valve controls flow of oil. 


HARDWARE AGE 








The Brookins Gasoline Can 


is made from heavy terne- plate metal 
in two and five gallon sizes. Long 
flexible metal hose easily reaches any 
— gasoline intake. Can't spill or 
splash while being carried. 







The Brookins Portable 
Drain Tank 


makes it possible for any garage or oil 
station to give a complete crank-case 
service without drain pits or racks. 
gues with folding handle and steel 
runners. 





Large enough to 
allow several cars to 
be drained before 
emptying. 
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That is a question that jobbers’ salesmen 
should ask all oil dealers who are using any 
type of oil measure that must be filled in ad- 
vance by the attendant. 


When a motorist asks for a quart of oil and 
the service station attendant picks up one of 
a dozen quart containers that have been pre- 
viously filled Ae zs inviting suspicion. The 
motorist has no way of knowing whether he 
is getting heavy oil, medium oil, good oil or oil 
that is entirely different from what he asks for. 


But where the Brookins is used, he can see his oil 
drawn from the drum or pump. He can read the 
label. He can see exactly what’s he’s getting. And 
that’s the station where he’s going to buy his oil. 
He has confidence in the station. He has confi- 
dence in the operators. And he has confidence 
in the oil he buys. 


See that your customers understand the impor- 
tance of Brookins Measures in gaining and hold- 
ing the confidence of t/iezr customers. 


THE BROOKINS MFG. CO. 


342 Xenia Ave. Dayton, Ohio 





SERVICE STATION EQUIPMENT 
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AMERICAN BRAND 
SCREEN WIRE CLOTH 































American Wine 
Faeaics Cone 


THE SCREEN CLOTH YOUR 
BEST CUSTOMERS BUY 


HOUSANDSof thebetterhomesarescreened 

with American Bronze Screen WireCloth. 
Probably it is used by many of your very best 
customers; the kind whose credit is always 
good. Very likely you sold it to them; but if 
you did not, remember that they may be in 
the market again. 


















They may build new homes, or additions, or 
they may want to screen a porch. Also they 
may have friends who are going to build, and 
once they see the beauty and durability of 
American Bronze, they are sure to recom- 


SER ONZE mend it. 
os |) fl ; 
Vi RBI LO T! A good stock of American Bronze, in Bright 


or Antique finish, 14 and 16-mesh, is the sign 
of the dealer who caters to the best trade. 
Carpenters and builders who buildthe better 
homes, aswellastheownerswholiveinthem, 
look for the hardware store that features 
American Bronze. 


















Y GUARANTEF 


AMERICAN Wire FABRICS 











American Bronze will last as long as the 
frames that hold it. It is made of 90% pure 
copper with ten percent of non-corrosive al- 
loys to give the stiffness that makes it stay flat 
and smooth in the largest frames. 










AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 
General Offices: 
41 East Forty-second Street New York City 
Western Sales Office: 
208 So. La Salle Street, Chicago 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 





















AMERICAN WIRE FABRICS CORP 
Dept. 23HA, 41 E ast 42nd St., New York City. 
Please send me booklet ‘‘The How of American Galvanoid.’’ 


SI, vine 6 aR in a ae Ne eee neeeneeeeues 


WICKWIRE SPENCER 
PRODUCTS 














HARDWARE AGE February 3, 1927 























——]S_S=_=_ 
a —_ 
OLD COLONY 
PORCH AND 
DECK PAINT, 
i zs ‘ “ 
fo E “4 


SA 


en 
ee -_—_—_— 
































After Careful Consideration We Have Finally Selected 


PENINSULAR PAINTS 
AND VARNISHES 


for wholesale distribution to our trade. There were many 
things to consider in making this decision. We wanted the 
products of a quality house and one whose standing in the 


industry was high. 








The Peninsular Company gives us all of these and more too. 





Their products are as good as can be made—dquality through 
and through. They stand at the top of the industry, being a 





part of the largest Paint and Varnish manufacturing organiza- 
tion in the world. Truly, they are worthy of the support of 
a distributor with a hardware merchandising record of nearly 


a century. 


The Peninsular Company’s rigid policy of marketing their 
products exclusively through Jobbers not only enables us to 
offer you an attractive profit-proposition but also gives pro- 
tection to both us and the dealer. 














Agency arrangements are now available. Drop us a card. 





THE GEORGE WORTHINGTON CO. 


Established 1829 


CLEVELAND, O. 











Headquarters 
We can also offer our for _ _powerful national = 
customers, along with the — fe wy Acne, ay It son 3 
Peninsular Paint and R@IERS> been tried and tested and 
Varnish line, the famous trea is now well established as [ . sauswinc. | 
Rogers Brushing Lacquer. — ° the leader. You'll find a [MACQUER 
It is known in every home, BIR US PING ready acceptance for A 











following a most unusual LA Q Q Q) ER Rogers Brushing Lacquer. 
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Speed indicators have been made before 
—but never one like this. The size of 
No. 746 alone makes it different from 
any other such tool. It slips into the 
vest pocket as easily as a watch. Light 
in weight—only 114. ounces. 

And it’s accurate! Counts the hundreds 
of R. P. M., beating them 
out like a pulse. Easy- 
to-read dials give direct 







circular. 
Three- 


Fourths 
Size 








readings up to 100—giving you exact 
R. P. M. at any speed. 


No. 746 is simple in construction. Only 
four major parts. And into its manu- 
facture has gone the skill that has made 
Brown & Sharpe precision tools famous 
for accuracy all over the world. 


For such a quality tool the 
price is very moderate— ~ 15 Q 
(Ae eae a 





Never before have so many selling features been combined in a 
device like this. The market is wide because everyone who is 
responsible for checking the speed of shafting and maintaining 
R. P. M. of machines needs Vest Pocket Speed Indicator No. 746. 
We are featuring this tool in our national and trade advertising. Be 
ready to meet your share of the demand. Send for descriptive 


BROWN & SHARPE MFG. CO. 


Providence, R. I., U. S. A. 


GHARPE 'TOOLS 


““World’s Standard for Accuracy” 
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“I feel certain that we have not made any mistake 
in standardizing on NICHOLSON Files as the 
expression of satisfaction on the faces of our men 
when given NICHOLSON Files indicates their 
confidence in these tools to give them increased 
production and longer file life and with less effort.” 
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1927 Campaign 


Through thirty-six metropolitan 
dailies he tells hundreds of buyers 


for industry why he standardized 
on NICHOLSON Files 


Just a few days after you read this, our National 
Fae for 1927 opens in thirty-six metropolitan 
ailies. 


A Superintendent of Maintenance—the kind of chap 
you want to sell—writes the opening piece of copy 
telling in no uncertain terms why he standardized on 


NICHOLSON . Files. 


His reasons will convince others to do the same and 
should convince you of the wisdom of pushing 


NICHOLSON Files. 


This is only the start. From now on NICHOLSON 
Advertising will cover the country in 1927—the list 
of publications includes the Saturday Evening Post, 
Collier’s, Popular Science Monthly, Scientific Ameri- 
can, The Country Gentleman and eleven State Farm 
Papers, and the Trade and Technical Press. 


A Superintendent of Maintenance opens our 1927 
campaign—but you can follow it up with increased 
and profitable sales. 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 
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What A Jobber Thinks 


Mr. J. Franklin Miller 
Purchasing Agent 
Bigelow & Dowse Company 
Boston, Mass. 





every hardware merchant. Ruberoid 
Roof Coatings, Ruberoid Plastic and 
Ruberoid Liquid Fibre Cement are proved 
profit-makers. 


These products are of known Ruberoid 





— letter tells a story of interest to merit. They make satisfied customers 


The RUBEROID Co. 
Chicago New York Boston 
In Canada: RUBEROID (division of Building Products, Ltd.) Montreal 


U-BER-OID 


ROOF COATINGS 


which assures you repeat business. 
We'll help you to increase your 
spring roof coating business. Write us 


for full particulars or—use the coupon 
below. 








The Ruberoid Co., 95 Madison Avenue, New York City 


|] Ruberoid Roof-Coatings 
"] Ruberoid Plastic 


Te aii i eee LET ORES he at cael 





Gentlemen: Please send me prices and descriptive literature regarding the Ruberoid Products checked below 
(] Ruberoid Liquid Fibre Cement 
__] Ruberoid Utility Paint 

Address.. 
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Bethlehem Products 


AMBRIA FENCE is a prod- 
uct of exceptional quality. 
It is manufactured from full- 
gage, special analysis steel wire. 
The wire is thoroughly protected 
from corrosion by a heavy zinc 
coating which is permanently 
bonded to the steel by an improved 
galvanizing process. . . . Cam- 
bria Fence is strong, does not sag 
from impact, and will last a life- 
time. . . . Dealers sell it with 
full confidence that it will give 


















FLEXO JOINT 


Standard Hinge Joint 
Cut Stay Fence 


satisfaction. 


Cambria Fence Catalogs 
will be gladly sent 
on request 


Bethlehem Products for 
Hardware Dealers 


WIRE FENCE—Woven. 

WIRE—Plain, Galvanized, 
Annealed. 

WIRE, BARBED—AIll 
Styles. 


WIRE NAILS—Bright, Ce- 
ment Coated, Blued, Gal- 
vanized. 

WIRE BALE TIES. 


WIRE STAPLES. 


BARS—Merchant, Concrete 
Reinforcing. 


ALLOY and TOOLSTEELS 
—For every purpose. 

SMALL TOOLS. 

BOLTS AND NUTS. 

FORGINGS—Drop. 

SHEETS—Plain, Galvan- 
ized, Roofing. 

TIN PLATE. 


BOILER TUBES — Char- 
coal Iron, Lap-welded 
Steel. 


STRUCTURAL SHAPES. 








HE two large Bethlehem 

Wire Mills are admirably 

equipped to manufacture 
Bessemer and open hearth steel 
wire to standard analysis. . 
Each of the’ plants is self-sus- 
tained, having its own supply 
of raw materials and complete 
steel-making facilities. 
They are advantageously located 
to promptly serve all domestic 
markets by rail or water freight. 


BETHLEHEM STEEL COMPANY General Offices: BETHLEHEM, PA. 


New York Boston 


District Offices: 


Philadelphia Baltimore Washington 


Atlanta Pittsburgh Buffalo 


Cleveland Detroit Cincinnati Chicago St. Louis SanFrancisco Seattle Los Angeles Portland 
Bethlehem Steel Export Corporation, 25 Broadway, New York City, Sole Exporter of Our Commercial Products 


BETHLEHEM 
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MILLS of th SAMSON CORDAGE WORKS 
SHIRLEY, MASS., U.S.A. 

















Solid Braided Cotton Cord for All Purposes 





Facilities and Experience developed in more than 
forty years are back of these praducts 


N this page we illustrate and de- 

scribe a few of the many types of 
solid braided cotton cord, each the best 
of its kind and each developed to per- 
fectly serve a specific need. 


SAMSON SPOT SASH CORD 





Trade Mark Reg. U. 8S. Pat. Off. 


The most durable and best known 
material for hanging window = sash. 
Easily identified by its colored spots, our 
trade mark. Solid braided of extra qual- 
ity cotton yarn spun in our own mills; 
guaranteed to be free from adulterants, 
uniform in size and quality, and free 
from imperfections of braid or finish. 


PHOENIX SASH CORD 





Solid braided of good cotton yarn and 


contains no adulterants. It is uniform 


in size, quality and finish. 


OTHER SASH CORDS 


In addition to Samson Spot and Phoenix 
we make other brands of sash cord to 
meet all requirements for quality and 
price. 


BLACK-BIRD CLOTHES LINE 





Made of white cotton yarn, solid 
braided, like sash cord but somewhat 


more flexible. Well stretched; smooth 
glazed finish, and uniform in size and 
quality. Made in three sizes: No. 6, 
No. 7 and No. 8, and put up in con- 
venient hanks, several connected. 

: We also make other brands of clothes 
ine. 


PHOENIX AWNING LINE 
SSS ss _PPa ea ™<. 
PPPS DO ee > << 


7/32 in. dia. 


Flexible, but thoroughly stretched, 
with a smooth, glazed surface. Being 
made especially for running over small 
pulleys it resists abrasion. Ends do not 
ravel and therefore do not require 
whipping. Does not kink. Made in 
five sizes. 


SAMSON SMALL LINES 
SEE ETS 


No. 4 


These lines do not stretch, kink or 
ravel. Solid braided cotton yarn, and 
made in white and drab color, with 


{ SEND FOR CATALOG } 


glazed finish. Four sizes: No. 3, 4, 
4/2 and 5. 


SAMSON TILLER ROPE 





A mahogany colored cord, water- 
proofed, with a center of the finest phos- 
phor bronze wire cable. Does not 
stretch; is extremely durable. 

We make log lines, lead lines, flag 
halyards, hand rails and other solid 
braided cotton cords for marine use. 


SAMSON ROPE 





Solid braided up to % in. diam. on 
special machines designed especially for 
these larger sizes. Particularly adapted 
for dumbwaiters, hand rails, life lines, 
etc. 


GLAZED wate: — 


Very strong and 
pliable; ties and 
unties easily; is 
handsome, smooth 
and easy on the 
hands. 


Made in a va- 
riety of sizes and 
put up in balls, 
tubes, reels, etc. 





ee 
Half omc Ball 


SAMSON CORDAGE WORKS 


88 BROAD STREET 












TRADE MARK 





BosTON, MaASss. 
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Your 
Rotogravure 
Section 


For several weeks the editorial 
staff of HARDWARE AGE has been 
working day and night prepar- 
ing for you the first Rotogravure 
section ever used by a hardware 
publication. Photographs and 
data obtained during 1926 espe- 
cially for this purpose were 
culled, and the best selected for 
this section of the World Wide 
suying Number. You will find 
your Rotogravure section starting 
on page 143 of this issue. 

America’s best hardware stores 
are brought before your eyes. 
Methods of displaying, stocking 
and merchandising the various 
specialties, as well as_ staple 
hardware lines, are clearly vis- 
ualized. It would take you many 
weeks to visit even a small per- 
centage of these fine stores. 
HARDWARE *AGE has done this 
for you and is pleased to have 
this opportunity to present this 
Rotogravure form to you—the 
first ever used by a hardware 
publication. . 





What Readers Say 
About Us 


“We read your paper as regularly 
as the Bible and it sure is the differ- 
ence between success and failure for 
the merchant, we believe.” 

(Signed) A. U. Warp, 
Ward, King & Lawrence, 
Newburgh, N. Y. 





“Can’t do without HARDWARE AGE.” 
(Signed) C. A. Tope, 
Past President, 
Ohio Hardware Ass’n. 
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The reasonable price of genuine forged 
iron hardware by McKinney has re- 
moved the need for carrying imitations 


HE time has 
passed when 
imitations of 





forged iron hardware 
are acceptable to the public. McKuinney’s great contri- 
The very active revival bution during this revival 
of interest in this artistic of interest has been the 
hardware for modern build- solving of application prob- 
ing has brought forth lems and producing replicas 
abundant and favorable edi- in design and texture of 


torial comment. famous original pieces, so 


This educational work that without hand work on 
coupled with the clarity of McKinney ad- the job they fit accurately in place. 
vertising has developed on the part of the Two other McKinney contributions 
public a genuine appreciation of the au- which have made this hardware so much 
thentic in design and surface texture. in demand are the perfection of a more 

The ambition of the early masters was lasting finish and the extremely reasonable 
to achieve their crisp de- pricing which has placed 


signs and to produce a sur- McKINNEY this hardware within the 

face as smooth as possible reach of all. 

with the tools available. FORGED IRON Use the coupon if you 
The erroneous idea held HARDWARE have not received full in- 


in some quarters that a formation on McKinney 
pock-marked piece of metal was a good — Forged Iron Hardware and Lanterns. Send 
imitation has been dispelled entirely. to McKinney Mfg. Co., Pittsburgh, Pa. 


MAIL THIS COUPON . 





Forge Division, McKinney MANuFAcTURING Company, Pittsburgh, Pa. 
Please send catalog entitled *‘ Forged Iron Hardware by McKinney” to 


EE TA we Address......... 
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Herbert Hoover on 1927 Economic Prospects 


Secretary of Commerce surveys outlook for present year and 
sees stability reflected in business conditions. 


REPLY to requests for oe 

on the New Year’s economic pros- 

pects can only be based on the eco- 
nomic currents already born of the old 
year, writes Herbert Hoover, Secretary of 
Commerce, in a recent issue of Commerce 
Reports, published by that department. 
Mr. Hoover continues: New and unknown 
currents will enter in the new year, so 
there 1s no such thing as assured ecu- 
nomic prophecy. 

No one will deny that 1926 has shown 
the highest total production and consump- 
tion of industrial commodities of any 
year in the history of the United States. 
Except in the textile industry and parts 
vf the coal industry, it has been a year of 
high degree of employment, which has 
been accompanied by the highest peak in 
real wages, because wage income for the | 
country as a whole has slightly increased | 
and cost of living slightly decreased. | 

Manufacturing, the service industries 
and commerce generally have continued 
to improve their methods, to reduce costs 
and to improve services. In the agegre- 
gate, each industry appears to show sub- 
stantial profits, except the textile and some 
parts of the coal industry. While there 
has been a slackening in production and 
demand for several staple lines during the 
past few weeks, we enter the new year 
with no overstock of manufactured goods. 


shows continued progress toward balance 
of budgets; reduction of floating debt; 
greater stability in currency, and some- 
what diminished unemployment. The most 
important exception has been the results 
of the British coal strike, which left the 
world poorer by its interruption to the 
progress of that country, but this is now 
happily over. Russia shows some eco- 
nomic improvement; and China, due to 
international trade relations, still con- 
tinues below normal. Each year _ sees 
progress in European political relations 
| with fear less and less a dominating factor. 





Stability Reflected in Business Conditions 

Combining all foreign and domestic 
tendencies with which we enter the New 
Year, while some of them are not so good 
as we could wish, others are most hope- 
ful. To those who are interested in the 
movement of «the business cycle, it is 
worth remarking that we have had no in- 
flation in commodities, as prices have de- 
creased rather than increased during the 
year. Moreover, the elasticity of credit 
through the Federal Reserve System, the 
sbsence of undue stocks of commodities, 
the greatly enlarged information services 
of the country, and wider understanding are 
all protections against violent movements, 
such as we experienced in former times. 














Favorable Outlook for the New Year 


Building Construction Herbert Hoover Altogether we enter the New Year with 

ae ; » i Imost everybody, 
With the largest volume of construction i covery has | 2 Job im prospect for y' : 

. Ti Tap. OF agrinmiarst recovery tee with the whole nation better fed, better 


during the past year ever known, there} continued and has been accentuated by 
may prove to be some construction in ad- | distressing crop failures in some localities. 
vance of immediate needs, but slacken- | Cotton and some fruit crops beyond world 
ing in this direction may be partially com- | (lemand have brought about prices below sine te 
pensated by the assurance of a larger | the cost of production in large areas of | more sensible to the remedy of one 
amount of public construction the year. those commodities. There is a consequent | tune in the individual sense, and the hig 

Savings of the country have shown a lowered buying power in some sections. recovery of industry and commerce from 
the losses of the war should make us more 


housed, and better clothed than any other 
nation. The large disappearance Ol pov- 
erty in the chronic sense should make us 





























steady increase, and there is ample cheap Progress in Foreign Countries 
capital available. Taking the foreign field as a whole, it | sensible of the needs of agriculture. 
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From the chart above reproduced through the courtesy of Paul Willard Garrett, financial editor, New York Evening Post, it 

may be seen that the general business curve during 1926 did not rise more than 10 per cent above the computed normal or fall 

lower than 5 per cent above the same base. This maximum fluctuation of 5 points between the year’s best and poorest positions 

represents the most perfect balance in industry that has been achieved. For years the violence of the waves has been dimin- 
ishing. The latest available figure, that for Nove mber, shows business 7 per cent above normal. 
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The Fourteen Points of Chain Store Progress 


They check the number of people passing 

the store daily, and estimate the probable 
number of sales and the average amount per sale. 
If the estimate fails to work out in practice, they 
change the location. One store moved three times 
before a paying location was found. 

2. Chain stores arrange long time leases on z00d 
locations, and use the length of the lease as an argu- 
ment for cheaper rental. If the owner of the desired 
location asks too much rental they seek an equally 
good location at what they consider the right price. 
A close tab is always kept on the ratio of rents to 
sales. 

3. The management keeps comparative lists of all 
stores in the chain, concentrating on the ones which 
fall below a certain average in sales. Managers 
and clerks in the weaker stores are changed; adver- 
tising is analyzed, and often put on a special basis. 
The weak store is made an individual problem until 
it becomes a producer. 

4. Chain stores employ low priced help, and do 
their merchandising on the basis of price. They 
use good window displays, installed at regular in- 
tervals, and price tag all merchandise shown. They 
depend upon circularizing and other forms of ad- 
vertising to get people into the store. Attractive 
store fronts in a standard color are also used to at- 
tract customers. Quantity buying and special dis- 
counts give them a price advantage over the indi- 
vidual retailer, on many lines. 

5. Chain stores use their own brands and labels 
wherever possible. The goods are manufactured 
by those makers who submit the lowest prices on the 
quantity desired. 

6. Chain stores carefully locate and stop all profit 
leaks. They keep close track of wrapping paper, 
bags, string, etc., and check all expense items which 
seem high. They test scales regularly and insist on 
clerks weighing and measuring accurately. They 


1 Chain stores choose their locations carefully. 
* 


save and profitably dispose of empty boxes, barrels, 
bags, packing material, waste paper, etc. 

7. Chain stores clean out all merchandise which 
does not sell on a fairly rapid basis. New goods are 
held in reserve until all the old stock has been cold. 
Few brands are carried, but a fair range is main- 
tained. 

8. Chain stores use an exchange system to regulate 
sales of merchandise. If one store finds it difficult 
to dispose of certain items or lines, they are turned 
over to some other store in the chain in exchange 
for more rapidly selling items. 

9. Managers of chain stores are required to main- 
tain a set standard of cleanliness and efficiency. 
They must turn in a certain amount of sales or lose 
their jobs. “Chains” weed out inefficient managers 
and clerks. 

10. Chain stores discount their bills. 

‘11. Chain stores maintain uniform prices, which 
are set by the general management. This does away 
with all price argu- 
ments. 

12. Chain store em- 
ployees are required to 
wrap advertising matter 
with all fast selling 
items. This helps to 
sell the slow movers. 

13. Chain stores 
make a profit on all 
goods they sell. Un- 
profitable items are 
weeded out of stock. 

14. Chain store man- 
agers are relieved of 
all buying and credit 
worries. They put all 
their time and effort 
into selling. 
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Fourteen Ways for the Merchant to Combat Them 


whether enough people pass your store to 

®@ afford a profitable business. If not—move. 

Get figures on your average sale. Find out if it pays. 

If not, bend your energies to increasing your aver- 
age sale. 


2. Follow the chain store system on leases, if pos- 
sible. Determine the percentage of your sales you 
can afford to pay out as rent, and either reduce the 
rent or build up the sales to keep that ratio. Go 
out after the business necessary to boost the sales. 

3. Departmentize your store and keep accurate 
records. Concentrate on lines which sell slowly, or 
replace them with faster moving merchandise. Check 
your salesmen against the average of sales per man, 
and give individual training to weak salesmen. Give 
personal attention to advertising and check the re- 
sults. Stick at it until every department pays a profit. 

4. Hire good employees and train them to sell. 
Meet competition on low priced merchandise, but 
bend your energies to the selling of quality goods 
—first showing the 
cheap goods called 
for and then ex- 
plaining the econ- 
omy of better goods. 
Use all legitimate 
methods to get peo- 
ple into your store 
—then use. sales- 
manship. Have an 
attractive store front 
and insist on clean 
windows and good 
displays. Take ad- 
vantage of quantity 
discounts on fast 
moving lines, but 
buy light on slow 


1 ANALYZE your location. Definitely ascertain 


movers. Don’t overstock and don’t be out of goods. 

5. Meet competition of unknown brands with 
those of known makes. Carry some cheaper goods, 
but sell those of known value. Make your trade 
worth enough to those who supply you with goods, 
so that they will have a personal interest in helping 
you meet your competition. 

6. Find your store leaks and stop them. Elim- 
inate waste. Watch expenses. 

7. Carry no goods which do not sell on a reason- 
ably fast basis, unless there are definite reasons for 
keeping them in stock. Watch odd sizes and dupli- 
cate lines. Hold back new goods and force out those 
on hand. Keep kinds and brands at a minimum, 
but maintain a fairly complete range of those carried. 

8. Arrange with merchants in other localities to 
exchange goods which do not sell well in your re- 
spective sections. This can be handled by individual 
merchants as easily as by chain stores. 

9. Insist on cleanliness and neatness. Adopt a 
sales budget. Give every man in your store a fair 
chance to make good, but weed out those who are 
chronically inefficient. Have traveling salésmen in- 
struct store salesmen in the lines they sell. Have 
regular store meetings. 

10. Discount your bills promptly. 

11. Have uniform prices and stick to them. If 
price is changed to one customer, make that the 
established price immediately. 

12. Have your men wrap advertising matter with 
all packages. Train them to call attention to new 
items and to make sensible suggestions for extra 
sales. 

13. Carry only goods which pay a profit—either 
directly or indirectly. 

14. Have special ones in your store force look 
after credits, collections, buying, etc. Put your per- 
sonal efforts into intelligent sales plans, contacts 
with customers and the building up of good will. 
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A Few Thoughts on World-Wide Selling 


By Saunders Norvell 


HE Editor of the HARDWARE AGE has asked me 

to give Charles L. Reierson a rest just for one 

week, while I insert an article appropriate to this 
World-Wide Buying Number! I am led to believe that 
there cannot be any buying without selling, so if I now 
write more or less about international selling, it is buy- 
ing, too. In passing, allow me to say that next week 
we will finish Reierson! Then, being “finished,” he will 
have sailed on Jan. 29, 1927, on the S.S. Roma for Italy! 
I am giving him a few letters of introduction, a few 
addresses and a number of warnings! 

* * * 


I went out to my little country place where, in peace, 
quiet and comfort, I could think up original thoughts 
about buying and selling all over the world. I went out 
in the worst blizzard we have known this winter. My 
bedroom in this country place has windows on three 
sides. ‘The branches of trees tap on all these windows. 
When I awakened in the morning, every window looked 
like an illuminated Christmas card. Snow was piled 
high on the window sills. Lying in bed in this room 
was like living in the tree tops. ‘“‘Wonderful!” I re- 
marked. ‘How cold outside! How comfortable inside!”’ 
Then my colored factotum Ollie came in with breakfast 
and remarked, with a fine show of ivories, “All the 
water pipes are frozen hard!” 

* * x 


Do you know that Mark Twain did most of his writ- 
ing in bed? He found that he could woo his literary 
muse to the best advantage propped up on pillows, 
smoking large cigars, with a writing pad on his knees. 
So, imitating Mark, I had Ollie bring up my writing 
materials and a box of Cigars, and I went to work. 

* * * 


Before oné starts out to buy or sell in the world, one 
should know something about world conditions. For 
instance, take the situation in Russia. It is fashionable 
for us to say all sorts of hard things about the Reds. 
We are afraid of the Communists. Even Secretary 
Kellogg, in giving his reasons for treating Nicaragua to 
a dose of American Marines, invokes the fear of Com- 
munism. . But, after all, what do we really know about 
Russia as a whole? Is Russia better off under the 
Communists than it was under the Czars? Suppose 
one could take a big view, leaving out all exceptional 
cases. Suppose one were to take this view on the basis 
of human freedom, of human opportunity, of human 
happiness. The question is, are the greater number of 
Russians happier under present conditions than they 
were under the old conditions? We do not know. 

* * * 


However, we do know—at least, we are told—that 
the present Russian Government is modifying its com- 
mercial policy. It is willing to trade with foreign coun- 
tries. It has a large office, with many clerks, estab- 
lished in London. It also has an office in New York. 
We understand that certain concerns are selling a con- 
siderable quantity of goods to Russia, and they are 
also buying many raw materials from that country. The 
subject of Russian business is a very complicated one. 
It would take several articles to cover this subject, also 
to touch upon the present attitude of the United States 





Government toward the present government of Russia. 
If any of the readers of the HARDWARE AGE are espe- 
cially interested in Russian business and if they will 
write direct to me, I will be glad to put them in touch 
with those who can give them information on this sub- 
ject. About the same thing might be written in regard 
to business with China, Japan and India, not to mention 
France, England and the Continental countries. 
#2 


However, it seems to me that in this article the best 
thing I can do is to give certain general impressions of 
foreign business. The first thing that it seems proper 
for me to say is that, unless a United States business 
concern intends to seriously go into foreign selling with 
an idea of spending some money, taking some losses and 
sticking out the game, it had better leave foreign 
selling entirely alone. Foreign business is not only very 
complicated, but it requires a great deal of special tech- 
nical knowledge on all sorts of points, and this knowl- 
edge must be different for each and every separate for- 
eign country. Every foreign country, big or little, has 
its own commercial laws and its own peculiar customs, 
and unless an American business house goes at foreign 
selling in a very careful and thorough manner, it is sure 
to get its fingers burned. 

x * x 


Naturally, if you decide to sell goods in a certain 
part of the world, the first thing is to gather general 
knowledge in regard to the consumption of your goods 
-—the competition—the prices, etc. The best posted man 
on this subject, and the one you should address in seek- 
ing information, is Dr. Julius Klein, director, Bureau 
of Foreign and Domestic Commerce, Department of 
Commerce, Washington, D. C. Dr. Kiein has an enor- 
mous amount of statistical data at his disposal in refer- 
ence to the demand and sale of thousands of items. He 
can, no doubt, give you information in regard to your 
line that will be reliable and valuable. 

' * * x 


After you have, in a general way, considered the 
foreign field in which you desire to exploit your mer- 
chandise, the next question, of course, is how you will 
go after the business—what means of distribution you 
will adopt. Right here let me speak a word of caution: 
There are any number of selling adventurers and knight 
errants who will be willing to take on your line, either 
exclusively or in connection with other lines, for these 
foreign countries. These gentlemen will ask you for a 
very heavy advance to cover expenses and salary. Now. 
in my own experience in foreign trade, I may have been 
unfortunate, but not only have I wasted some consider- 
able sums of money with these knight errants of foreign 
business, but a number of my business friends have 
also indulged in the same expensive pastime. 

* *«* * 


There are in New York responsible, well-established 
concerns engaged in foreign business. My advice would 
be, in the beginning at least, to pick out one of these 
concerns and have them exploit your goods through their 
established agencies. If your line has any merit, they 
will be glad to do this on a commission basis, or possibly 
with a reasonable salary to cover expenses. Naturally 
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these concerns that are well established in foreign busi- 
ness know all the pitfalls of the game. They have had 
their eye-teeth cut. They know the danger from these 
buccaneers of foreign trade, and you will be far safer 
in their hands than you would be if you attempted, at 
first, to do this business direct with your own salesmen. 
If you wish the names of reliable concerns doing a 
foreign brokerage business, we will be glad to supply 
them upon request. 
* x 
A word about advertising. Every country in the 
world seems to have a different idea of advertising. In 
England advertising must be modest, straightforward, 
carefully truthful and done with good taste. In France 
advertising of serious things—drugs, for instance—is 
frequently humorous and whimsical. The French love 
to laugh. They have a peculiar and different sense of 
humor from the American and the Englishman. Pick 
up any French paper—even some of the more serious 
ones—and see how the Frenchman constantly falls into 
this whimsical mood, in his articles, in his illustrations 
and in his advertising. 
* 





* 


Germany, on the other hand, has another angle. The 
Germans are scientific. Their minds are slow, thor- 
ough and practical. They are not whimsical, like the 
French. The German appeal is more in the form of a 
scientific demonstration. If you are not convinced of 
this, just study the German papers and publications for 
a while. The German must originally have come from 
Missour1. He wishes to be shown! 

x ok x 

So I might go on about country after country. Each 
country in Europe and in the Orient is entirely different 
from every other country. Your appeal naturally must 
be guided by the ideas and customs of the people. For 
instance, I know a concern who got up a certain drug 
for the Chinese trade. They did, not take expert Chinese 
advice. Their labels were prepared in New York. Now, 
the Chinese writing on these labels was all right, but 
the colors they adopted for their labels happened to be 
the mourning color of China! ‘The effect was just 
about the same as if a label on a drug in the United 
States that promised to cure the consumer of his illness 
had a thick border of black, and as if the package of 
the drug was sent out as an anticipatory mourning of- 
fering ! 

e+ @ 

In China your trademark is of the greatest importance 
because the Chinese are illiterate and they know items 
only by these trademarks. In China this is called your 
“chop.” A business once established on a chop be- 
comes very valuable because the Chinese do not easily 
change. Having established your business in foreign 
countries, you should be very guarded indeed about 
changing your labels or packages. I know of one con- 
cern that built up a large business on a certain item that 
had a green label. An enterprising young man was 
placed in charge of their foreign department. He imme- 
diately decided to revise all foreign labels. He thought 
these old labels that had been used for some forty years 
were out of date. He sent out his goods with new 
yellow labels. They were promptly returned by all of 
their customers with the statement that not one of the 
foreign consumers would believe that these were the 
same goods put out with new labels. They knew the old 
goods by the old labels, and they did not want any 
changes ! 


* * * 


It is frequently customary, when a well-established 
American business house decides to investigate foreign 


HARDWARE AGE 139 


business, to have some leading officer in this concern 
take a trip around the world, at the expense of his 
concern, with the idea of looking over foreign markets. 
This is very pleasant for the gentleman taking the 
world-wide trip, but it is a very dangerous thing for 
the business. This gentleman hurries from country to 
country. In the nature of the case, he does not know 
the peculiarities of each country. Representing a promi- 
nent business house in America, with splendid banking 
references, he is often entertained in these foreign coun- 
tries, and, oh, some of the stories I have heard of the 
bad breaks some of these well-meaning executives have 
made ! <a 


It has been said that “East is East and West is West, 
and never the twain shall meet.” ‘This is very true ot 
many ideas and prejudices. For instance, in Australia 
and New Zealand, sports, horse racing, tennis, yachting, 
etc., are a very important part of the lives of the mer- 
chants. A man who is a good yachtsman or tennis 
player, or who is a good horseman, is looked up to with 
much respect. The average American business man who 
looks upon a day off for golf or for any other sport as 
an unusual and wicked thing has not the slightest con- 
ception of the high place that sports have in the minds 
of these people. — 


Now, I happen to know of .an American executive 
who went to Australia, and at a dinner party expressed 
his idea that horse racing, tennis, golf, yachting, etc., 
were a great waste of time. There was a dead silence 
at the table after his remarks. The gentlemen present 
looked upon our American as simply a money-grubber 
—a machine—without any cultivation or appreciation of 
the better side of life! 

If you wish to send your own salesman to some of 
these English-speaking countries, I would suggest that 
instead of asking him what he knows about your line 
of goods, you find out how he stands in sports. It he 
is an expert sportsman in any department, his chances 
will be better than if he has a more than usual knowl- 
edge of your goods! 

* * OX 

If you get your foreign business started, a question 
that will immediately arise will be whether you propose 
to sell direct to the small dealers in foreign countries or 
whether your goods will be distributed through the “fac- 
tors” in the large cities—in other words, the houses that 
correspond to our jobbers in this country. If you at- 
tempt to sell direct to the small dealers, you will imme- 
diately find the keenest kind of opposition from these 
larger houses. Of course, a great deal depends upon the 
character of your goods, but in a general way I would 
say that the best results will be obtained by making your 
arrangements to distribute through the larger houses in 
all of the various foreign countries. In the Philippines. 
for instance, you will find that a large part of the retail 
business with the mass of the nations is done through 
Chinese merchants. 

x * * 

In China, if you wish to sell direct to the retail trade 
you will be confronted by a system of compradors. This 
is a system of selling peculiar to China alone. These 
men in the large centers, such as Shanghai, Pekin, Can- 
ton, etc., have a system of dealing with the small mer- 
chants which, like a net-work, spreads all over China. 
Woe be unto you if you happen to get in wrong with 
the Compradors! You will not know what is happening 
to you. There will be nothing printed in the newspapers, 
but your goods will not move. China is a country of 
underground communication. In fact, this may be said 

(Continued on page 222) 
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Show the Customer the Entire Store 
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In this store it has been possible to use an elongated horseshoe arrangement of showcases and tables in the center of the room, 
leaving easy aisles on either side. 


OME one, with a mania tor quoting figures and 
statistics, has stated that fifty per cent of the cus- 
tomers entering the average hardware store never 

vo farther than 25 per cent of the length of the store 
from the front door, another 30 per cent reach the half 
way mark, 15 per cent go three-quarters of the distance 
and only 5 per cent get clear to the back of the store. 
Whether these very interesting figures are the result of 
actual observation or are merely shrewd guesswork, it 
is hard to say, but at any rate most hardware men will 
concede that they come somewhere near the truth of the 
situation. 

Possibly in the older days ot “store keeping,” when 
the proprietor was content to wait for his customers to 
come to him and ask for what they wanted it was rather 
immaterial in which section of the store they stood to 
make known their wants. However, in the more mod- 
ern days of highly competitive merchandising it has be- 
come increasingly more necessary that the customer be 
“sold” or at least have his attention directed toward the 
various merchandise carried. [very authority on mer- 
chandising, and especially hardware merchandising, 
agrees that every item of stock should be “attractively 








displayed” in order to get this sales-making attention. 

However, the question immediately arises as to the 
advisability of spending much time and trouble in ar- 
ranging merchandise displays in the rear half of the 
store if 80 per cent of the customers do not come back 
where they can see them. Nor can displays and samples 
of all the stock be crowded into the front 25 per cent 
of floor space. Obviously there is only one answer to 
all this—the dealer must get out of the “average hard- 
ware store” class by inducing his customers to travel 
the full length of his store. 

The arrangement of the stock so as to draw the cus- 
tomer as far into the store as possible is really the 
secret of success in modern hardware merchandising— 
volume, turnover, profits are all built from that point. 
\While no hard and fast rule can be given to fit all stores 
of various sizes and shapes, located in totally different 
communities and carrying widely diversified stocks, there 
are a few fundamentals which will apply in the ma- 
jority of cases. 

For example, generally speaking the more staple 
items for which the demand is practically fixed, such as 
nails, bolts, screws, fencing, and so on, may be safely 







































































A 20-foot store with ah pao 
a 16-foot ell facing on a a“ 
the side street lent it- r] N NTT. 
self ideally to modern §-, ws te 
arrangement methods. #: | ls 
° >] | if 
Note the comparative fj: | _ is 
absence of floor show- meas] 
cases and the use of | | 
flat display tables in- | || [aennme] | fo In the case of the above store, which is 19 feet wide by 80 feet na 
stead. | jo IR two wide aisles are made possible and the merchandise is so located 
oo — Hi as to draw the customer practically the full length of the store. 
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Floor plans courtesy J. D. Warren Mfg. Co., Chicago 
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Here is a rather ideal arrangement with stairways on either side of the front entrance leading to a basement salesroom, where the 
larger housefurnishing goods are carried. A balcony or mezzanine floor takes care of the bulk of the radio, electrical appliance 
and sporting goods stock, of which a small seasonal line is carried in the U arrangement of showcases at the front of the store. 


relegated to the rear of the store. No amount of dis- 
play or advertising will induce a customer to buy more 
nails or bolts than he actually needs. On the other hand, 
seasonal and specialty goods should be displayed toward 
the front of the store, their relative location depending 
entirely on their salability in the individual territory. 
Tools may take the place of honor in one store, kitchen- 
ware in another or sporting goods in another. 

It has been definitely proved that customers will not 
travel very far down a narrow aisle which has been 
further blocked with stoves, washing machines and like 
items. They will simply stop near the door, ask for 
what they want and then let the store clerk do all the 
traveling. In other words, a wide, easily traveled, un- 
obstructed aisle will do much to induce a customer to walk 
down your store. Preferably this aisle should be lo- 
cated down either side of the store, directly in front of 
the wall fixtures with no intervening counters or show 
cases. These latter may be placed in a double row, back 
to back and facing the side walls, in the center of the 
room or can be arranged in parallel rows crossways of 
the store. 


The location of the cash register.and the wrapping 
counter is also of prime importance. Placed from a third 
to about a half of the length of*the store, the customer 
will walk back to it and wait for his package and change 
while if located at the extreme rear he is more apt to let 
the clerk bring the purchase up to him at the front of 
the store. The lighting of the store also has an effect 
on how far a customer will travel through it—there 
is little incentive for him to prowl back into a dim, 
spooky looking part of the room. A bright light at 
the end of the store will throw the merchandise there 
into relief and many times coax the customers down to 
it for a closer inspection. While the mere passing of 
the customer down the length of the store is by no 
means a panacea for all sales problems, it is the first 
step in building up sales volume, for it affords an op- 
portunity to show goods that ordinarily the customer 
didn’t know were carried. Other views of store fronts 
as well as store interiors will be found in the rotogravure 
section of this issue. 
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In a wider store, in this case 38 feet, the use of a double row of wall cases down the center is desirable. In this store showcases 
and display tables are placed in front of the wall cases, leaving a wide center aisle down each side of the store. 
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Trading Down Brings Rising Costs 


The more you turn over a loss the more you lose, 
says Fayette R. Plumb. 








Fayette R. Plumb 











you did, you can remember that the most success- 

ful hardware merchants, both wholesale and retail, 
preached as a gospel the sale of quality goods. The 
slogan coined by E. C. Simmons, who was _ looked 
upon as one of the greatest merchandisers in the hard- 
ware field, was on everybody’s lips: “The recollection 
of quality remains long after the price is forgotten.” 
How sadly has the hardware man fallen from that proud 
estate. Are we to be like the chain stores which sell on 
price alone? Shall the hardware salesmen surrender 
entirely to price tags and display tables? Does the 
printed word in catalogs carry more conviction than the 
personal assurance of the hardware man who knows 
his business? These questions crowd the mind of any 
manufacturer who sees the tendency toward the sale 
of cheaper grades of merchandise as a means of secur- 
ing more rapid turnover or a greater volume of business. 
We hear of the growing demand for merchandise at 
lower prices at the sacrifice of both usefulness and dura- 
bility, as if it were something new. Those of us who 
were in business in 1913 and 1914 can recall the same 
pressure then with more reason for it. Those were the 
days when factories were running half time and city 
dwellers could buy but sparingly the produce of the 
farms because of the struggle to secure even the neces- 
sities of life. Men pinched a penny hard before letting 


I) ILD) you sell hardware before the World War? If 


it go. A mechanic who wanted a set of high-grade tools 
had to deny himself some real necessity to buy them. 
With the householder or the farmer, it was a question 
whether he could make his clothes or his shoes wear 
longer in order to buy some better grade hardware article 
instead of a cheaper grade that might answer. And yet 
in spite of all this natural resistance, hardware men rec- 
ognized it was good business from their standpoint and 
a real service to their customers, to try to sell the best 
articles their customers could afford to buy. That was 
how the hardware man built his reputation as an expert 
who could advise his customers in regard to the real 
value of his stock and as a source of supply for depend- 
able merchandise. 

Is it good business for the hardware man to throw 
into the discard the experience and expert knowledge 
which he has acquired and rely instead upon the price 
appeal to sell his stock? ‘The chain stores select leading 
articles, display them in profusion accessibly and attrac- 
tively and rely on the price tags to sell them. Naturally 
they select the cheapest grade of good appearance. They 
have no clerks that would have the knowledge even ii 
they could take the time to explain why a higher grade 
of the same article would give better satisfaction and 
have a longer life that would be well worth the difference 
in price. ‘The hardware man, on the other hand, has a 
store which generally is not so well fitted for lavish 
accessible display of his stock, so that when he fights 
the devil of this kind of competition with fire he is at a 
distinct disadvantage. He, however, has what the chain 
store has not, an established confidence in his knowledge 
of the comparative value of hardware articles and his 
ability to render a real service by advising his customers 
in making their choice. 

It is just as true regarding hardware today as it was 
before the war that in most cases, “The best is the 
cheapest.” The value of hardware generally depends 
upon its efficiency in use and its durability. These are 
the qualities in addition to attractiveness of appearance 
which the higher grades possess over the lower grades. 
Even a slight difference in quality is frequently worth 
a considerable difference in price. The woman who 
buys a wash boiler that soon leaks would have been 
better served and satisfied if she had been sold a higher 
gerade by the hardware clerk. Even a householder who 
may use a hammer infrequently or a farmer who has 
to weigh its price against other needed wants may better 
pay $1.50 for one of a high grade that with proper care 
will last him a lifetime and which will give him a renewed 
sense of satisfaction each time he uses it than to buy 
one for half the price that will be a constant source of 
annoyance in use, slow up his work and perhaps fail in a 
short time. 

No one could argue successfully that a hardware re- 
tailer or wholesaler should close his eyes to the demand 
for lower prices even with the consequence of lower 
grades, but it is one thing to carry such merchandise 
in order to supply it when necessary, and another thing to 
push it because the lower price makes it more readilv 
salable. Iti s not a real service to the customer to let 
him buy the same cheap grade that he can secure in 


(Continued on page 225) 
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HE editors of HARDWARE ACE present 
this pictorial glimpse of successful 
departments in some of America’s 

best hardware stores. This rotogravure 
section, the first ever used by a hard- 
ware publication, offers to hardware 
merchants of the English speaking world 
an intimate portrait of the best methods 
of display, store arrangement, depart- 
mentization, and other factors of modern 
hardware merchandising. 


A wide range of lines are shown, some 
are staple hardware, others commonly 
known as specialties. This is consistent 
with current trends in hardware retailing. 


This issue, known as the World Wide 
Buying Number, will be distributed 
through the entire English speaking 
world. It is the aim of the editors to por- 
tray to the hardware fraternity at large 
a broader conception of progressive mer- 
chandising in their own field. 
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Open Display 
Tables Help 
Make Those 


Extra Sales 








Open display tables 
have made extra 
business for Bruce 
Piper, Olney. Hl. 
Central Hardware 
Co., Nashville, Tenn., 
and Barrett Hard- 
ware Co., Joliet, Ill. 
These stores have 
different types of 
open tables. Each 
has its peculiar ad- 
vantages. 





Practically every state convention in 1926 
gave serious thought and discussion to 
the use of open display tables. The most 
popular type was with glass partitions. 
t many of the conventions sample tables 
were set up to illustrate the advantages. 
_ At the 1926 National Congress in Indian- 
- ehtaci apolis director S. G. Bartel gave a very 
" teptnaetiiai ae eere 2 instructive table on the subject, based on 
ne aed = $l, his own experiences and observations. He, 
too, used a model. In the past six months 
the use of these tables has spread through- 
out the country and in every known in- 
stance these tables have proved good 
merchandisers. 
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Open display tables bring to the con- 
sumer's attention many small essentials for 
the home which may be forgotten. Berea 
Hardware Co., Berea, Ohio, uses this 
method of display to clear up dead items 
and often finds that items called dead 
stock are merely neglected or warehoused 
stock. Out of twenty-five slow sellers 
this company has found more than half 
very active when displayed in the open 
where people can: see them. 
























Second or extra sales 
help reduce the unit 
overhead and often 
represent the differ- 
ence between profit 
and loss. Many deal- 
ers show 5, 10, 15, 
25 and 50 cent items 
on these tables. You 
can easily appreciate 
the tremendous vol- 
ume of added busi- 
ness available by sell- 
ing every person an 
extra ten cents worth 
of merchandise or at 
least by averaging 
that amount in extra 
sales. 
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W. J. Pettee & Co., 
Oklahoma City, 
Okla., uses a very 
distinctive type of 
open display table 
shown in the top 
photo. The center 
picture gives a gen- 
eral view of Henry 
unk’*s Warren 
County Hardware 
Co., Bowling Green, 
Henry uses 
about ten of these 
tables On the bot- 
tom are two tables 
used by The Geo. 
W. Splaty Co., 
West erre 
aute, Ind. 
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Modern cooking and 
heating facilities are 
here displayed by firms 
in different sections of 
the country: At the up- 
per left corner Billings 
Hardware Co., Billings, 
Mont., show their 
ranges in an excellent 
way. On the upper 
right a window by the 
Bahr Hardware Co., 
Lima, Ohio. 


Bottom: An _ effective 

display rack for show- 

ing gas heaters, etc., by 

L. Birkel & Sons, Louis- 
ville, Ky. 
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A novel and 
effective win- 
dow by The 
amestown 
Hardware Co., 
amest own, 
. Y., is shown 
above. Left: 
Window  dis- 
play by L. S. 
noek, Hart- 


ford, Conn. 
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Tool Displays 


The tool displays pictured on this 
page were productive of increased 
sales and are worthy of mention. 
Upper panel: McKay-Newcomb Co., 
Boston. Upper circle: James & 
Hawkins, Jamaica, N. Y. 
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|. The earliest known 
method of land transporta- 
tion in America, the tepee 
pole trailer used by the 
American Indians for trans- 
porting camp _ essentials 
and personal effects. It was 
also employed for trans- 
porting their wounded. 


2. Covered wagons both 
ox and horse drawn crossed 
the continent, singly and 
in groups affording trans- 
portation to the El Dorado 
of the Pacific Coast. Ox 
drawn wagons were used 
by the Mormon settlers of 
tah in 1847 for the trans- 
portation of supplies from 
Omaha, Neb., then the west- 
ern terminus of the Ameri- 
can railroad system to Salt 
Lake City, 1100 miles. 


7. “No. 5000," the 3800 
hp., three cylinder type, oil 
burning locomotive used 
for mountain hauling by 
the Southern Pacific Lines. 

e engine and _ tender 
weigh 344 tons and has a 
fuel capacity of 4400 gal.. 
and a water supply of 
12,000 gal. 
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5. The original “Tom 
Thumb,” firet working 
model of a locomotive built 
in the United States ear! 
in the 19th century. t 
was never used commer- 
cially. 
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"; 3. The covered wagon, 
first used on this conti- 
nent by troops attached to 
the English army during 
the French and Indian war, 
1754 to 1763. 


4. In the days of the Pony | 
Express there were no 
Marines to guard the mails. 
Indian fighters, county 
sheriffs, U. S. Marshalls and 
professional bad men rode 

with the driver on the 

stage and shot to kill. . 
Every male passenger was 

armed and horses and 

drivers were changed every 

ten miles and the service 

was continuous. 





6. No. |! of the Southern 
Pacific first put into ser- 
vice in 1664. 


8 A modern automobile 
such as is in general use 
today. ’ 


9. One of the latest model 
airplanes — the transporta- 
tion of the future. 
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Here are four attrac- 
tive displays of Radio 
goods. At the top is 
a window by the 
Cherokee Hardware 
Co., Louisville, Ky. 
Center: Radio De- 
partment and win- 
dow display by 
Bom ar - Summers, 
Louisville, Ky 


Below: The high 

class Radio Depart- 

ment of J. G. DePrez, 
Shelbyville, Ind. 
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these attractive displays. On the left 
at the top of the page is a showing of 
Passware by Geo. Krause Hardware Co., 
ebanon, Pa. On the right, silverware by 
Lima Hardware Co., Lima, O. In the circle 
is the China Dept. of J. G. DePrez, 1. 3 
ms ville, Ind. Bottom: China Dept. of The 
2 Lima Hdw. Co., Lima, O 


Caen Glassware, and Silver comprise 
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Paint displays of the Horn Hardware Co., Toledo, 





Above: Window Dis- 


lay by Kenneth 


egood, of Barker, 


Elmira, N. Y. 
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Carl Young is a great merchandiser. 
nga icture above was taken recent- 
i rl owns the Cherokee Hardware 
o., Louisville, Ky., and does a fine paint 
business. The Strong Hardware Co., 
Shelbyville, Ind., finds manufacturers’ 
display material very useful when mak- 
ing up paint displays, as may be seen 
by the picture below. 
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Window display By Overstreet Hardware 
& Paint Co., Lexington, Ky. 






|| Barrett Hardware 
Co., Joliet, Ill., has 
an unusually large 
and complete paint 
department. You can 







, judge for yourself. 
Look at the above 
' photo. 


Davis-Hunt-Collister 
Co., Cleveland, Ohio, 
display brushes very 
prominently in this 
paint department. 











Wm. Tennyson 






















M. TENNYSON came to 
work for the Horn Hard- 
ware Co., of Toledo, Ohio, seven 
years ago. He knew little about 
hardware and nothing about 
paints, varnishes and brushes. 
Today he has charge of Horn’s 
paint department (among many 
other duties such as window 
trimming, fixing up displays 
around the store, etc.). His 
int business is a little better - 
than $10,000 a year and practi- 
cally every dollar's worth is sold 
over the counter. William was 
always thirsty for paint knowl- 
edge. He devoured paint 
articles in his trade 
papers, gathered up 
each and every piece of 
literature offered by 
manufacturers and quiz- 
zes paint salesmen at 


every opportunity. i 
He has studied paint- 0 ii. E. 
ing, practised painting 
a 3 by —o 
earne to pic the 
proper brush for each ® Fi 
painting job. As Tenny- - 
son began to gain 
knowledge of paint mer- 
chandising he realized 
that he must centralize 
the paint stock and al- 
lied lines. Previously 
paints, brushes, putty, 
etc., were not in one 
section. 


ae 


This young man has nearly a perfect 
record for selling brushes with each paint 
order, It has gotten so, that hundreds of people come to 
the store for his advice on painting. He never oversells 
them but he does insist that they get all the necessary 
materials to finish a job. 
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AMPING scenes will always 
attract the attention of red 
blooded ple. L. 8S. Knoeck Co., 
Hartford, Conn., has a fine new 
store. The complete camp layout 
is a regular pny feature in 
proper season. e picture in the 
corner is from the same store and 
gives you a glimpse of the general 
sport goods department. 









HEN A. H. Bishel discovered that 
local schools, clubs and teams 
were buying a large amount of sport- 
ing goods outeide of Middletown, 
Conn., he organized his seven com- 
petitors and ,himself into a committee 
of action. Mr. -Bishel, owner of the 
hardware firm of Smith & Bishel and 
for thirty years successful as a distrib- 
utor of sporting goods, was chosen as 
spokesman for the group. 

He visited the officials of the Board 
of Education and lined up this body 
in a promise and rule, that each of the 
seven local dealers in sports good 
would have an opportunity to bid on 
all requirements and that the lowest 
LOCAL man would receive the con- 
tract, but in no case was the order to 
be sent out of town. Mr. Bishe! told 
the school board that these seven local 
merchants helped pay for schools and 
other public benefits, were always 
ready to stand behind goods bought in 
their stores, had first quality material 
and should be ceanheainedl on business of 
this nature. The board agreed and 
the seven dealers handling sports goods 
are selling more equipment to the local 
schools. 

The various clubs and teams were 
appealed to in the same way. These 
merchants helped furnish prizes, 
bought tickets and had in every way 
possible as citizens and business men 
cooperated in the progress of local ath- 
letic clubs and teams. 

































ANCHESTER, N. H., is a Mecca for Winter 

sports. Tournaments for snow shoers, 

ice skaters and skii jumpers are frequent dur- 

ing the winter. Hon. Arthur E. Moreau, Mayor 

of Manchester, is the proprietor of the J. J]. 

Moreau & Son hardware store which features 
these winter sport items and sells plenty. 
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PORTSMEN need vacuum bottles, flashlights, 

lunch kits, portable cook stoves and other 
equipment to keep the inner man comfortable, 
also hunting jackets and other warm apparel 
to take care of the outer shell. Vertner's 
Hardware Store, at Sidney, Ohio, feature these 
profitable extras in practically all sport goods 
display appeals, note the circle. The square 
cut in the upper corner gives you a picture of 
the sporting goods department of Liberty Hard- 
ware Co., Yincennes, Ind. You can see it is 

very complete. 
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y i. display above in the oval covers a 
pretty wide line of sport apparel and 
equipment. The Smith-Watkins Co., Lex- 
ington, Ky., remember swimming suits, bas- 
ketball suits, gym outfits, as well as the 
necessary football headgear, shoulder guards 
and footballs. The picture on the left was 
taken at Troy, Ohio, where Zerkel Bros. do 
a fine fishing tackle business. The picture 
tells the story. A local boy caught a 15- 
inch pike in a nearby creek, using tackle 
bought at Zerkels. e equipment used, is 
shown with the head of the pike and a 
picture of the boy angler. This material 
was used in the window for two weeks, then 
was mounted on a sample panel. The boy 
was proud of this publicity; so were his 
friends and relatives and they al] talked 
about Zerkels—which helped the _ tackle 
business. 
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Cleveland's big down town 
hardware store, Davis-Hunt- 
Collister Co., has the fine 
housefurnishings 
shown at the top. e pic- 
ture above comes from Daniel 
Rinehart of Waynesboro, Pa., 
and shows a general line of 
kitchen equipment displayed 
during a recent public cook- 
emonstration at a local 
e circle hoto 
ives you a glimpse of the 
ousewares of Bedford Hard- 
ware and Supply Co., Bedford, 
Ohio, and, to the right, a dis- 
play of Fruth Hardware Co., 
Fostoria, Ohio. 
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Builders 


Hardware 











Vonnegut Hardware Co., 
Indianapolis, Ind., have a very 
complete sample room for the 
builders hardware salesmen 
and customers. This is shown 
on top. The center photo 
shows the new forged iron 
hardware, which has quickly 
become very popular. This 
display comes from Carlisle 
Hardware Co., Springfield, 
Ohio, and the third picture 
was sent us by the Hardware 
Mayor of Manchester, N. H., 
the Hon. Arthur E. Moreau, 
owner of the J. J. Moreau & 
Son hardware store. 
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BOVE is view of front of store of F. Cornell 
& Son, Grand Rapids, Mich., especiall 


adaptable where space must be conserved. 
Upper shows island display arrangement as 
used by the Reynolds Hardware, Niles, Mich. 
At left is attractive front of a Ruchte's 


store at Buffalo, N. 


Store windows shown on this page were installed by the 
Kawneer Co., Niles, Mich., through whose courtesy they 


are illustrated. 
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Store Fronts 


AS window displays today must exert their 
influence quickly—within the few sec- 
onds that the prospective customer is pass- 
ing, the first impression therefore is vitally 
important. At right is striking front of 
the Barrett Hardware Co., Joliet, Ill. Lower 
right is attractive arrangement for small 
frontage as us the Howe & Shipley 
Co. In circle below is staggered type of 
store front used by W. . Conde Hardware 
Co., Watertown, N. Y 
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Store Arrangement 


A “ce example of proper interior store 
display is shown in the photo at aa 
left of the Dresslar Hardware Co., 
Angeles, -. a by the Duluth Pa 
Case Co. Lower left is neat arrangement 
of tools in store of Blairsville Hardware Co., 
ar ts Pa., equipped by W. C. Heller 
o. In circle below is another Heller 
sncuntiaaiom in store of Kg J Tuthill, Rich- 
mond Hill 
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IRECTLY above is attractive 
ment with fixtures installed 
Warren Mfg. Co. 7 er right shows Se 
of Treman, Kin Co. store, Ithaca, N. Y., 
equipped by Duluth Show Case Co. At right 
method of display equipment by J. D. Warren 
fg. Co., in store of Morehouse and Wells, 
Decatur, IIl.. 
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Auto Accessories 





HOP equipment for garage own- 

ers and general auto accessories 
for the motorist were displayed by 
Keith-Simmons Co., Nashville, 
Tenn., at a recent exposition. See 
the top picture. The two center 
photos came from Knight & Wall 
Co., Tampa, Fla. They have a 
touch of humour and life which 
will always attract business. A 
good line of accessories is presented 
to advantage this way. 
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All kinds of profitable cutlery items 
are shown in these four pictures. 
The circle on top gives a glimpse 
of McKay-Newcomb’s cutlery de- 
partment in Boston, Mass. The 
center picture on the left shows 
some kitchen cutlery in the fore- 
ground and various special pur- 
pose knives on the panels in back 
taken at the Churchill Hardware 
Co. store, Galesburg, Ill. The win- 
dow display to the right is about 
as complete as a cutlery window 
could be. The diamond shape 
pictures came from R. L. Leach 
Hardware Co., Bedford, Ohio. 
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Bathroom Fixtures 
and Supplies 





Complete bathroom dispiay by Pickett Hardware Co., Warren, 


| many years the Pickett 
Hardware Co., Warren, Pa., 
(a town of 15,000 people), has 
been a vital factor in the dis- 
tribution of bathroom fixtures 
and supplies in that Northwest- 
ern Pennsylvania community. 
We are told that the annual 
business in this line exceeds 
$80,000. Some time ago it was 
decided that a bigger business 
could be done if the line was 


Above—Part of properly displayed and so the 


) lavatory gr oe entire department was rear- 

| = See na ranged under the direction of 

| es ela My W. T. Kelly. Several of the 
At right — Fix- 


pictures on this page show 


tures compactly portions of the new Pickett bath- 


shown in_ store 


f of Newman Hard- room fixture departmient, which 
ware Co colum- was opened a couple of months 


ago, more than 
six hundred peo- 
ple attending the 
opening. Already 
sales results have 
proven the wis- 
om of an ade- 
quate, well dis- 
played and segte- 
gated department. 


At right—Corner of modern equip- 
ment display by Pickett Hard- 
ware Co., Warren, Pa. Lower 
right—-How fixtures and supplies 
are shown by Davis-Hunt-Collis- 
ter Co., Cleveland, Ohio, and, in 
circle, model bathroom in store 
of J. C. Bowman, Flora, III. 
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Special display room of J. G. De Prez Co., 


Hardware dealers in all parts 
of the country are finding elec- 
trical departments growing each 
year. The wise ones include 
light fixtures, sundries, shades, 
brackets, etc., with the usual 
assortment of fans, toasters, 
irons, waffle irons, coffee perco- 
lators, vacuum cleaners, wash- 
ing machines, power ironers, 
electric refrigerators, etc. 

These pictures give you a good 
idea on window displays, special 
interior displays, and methods of 
paneling, arranging show cases 
and wall sample boards. 

In most cases the dealers who 
contributed these pictures find 
that a small stock of fixtures 
mounted ready to light bring in 
additional business 
to the electrical 
department. 









HARDWARE AGE 





























165 


Electrical Appliances— 
Fixtures and Sundries 


Above—One sec- 
tion of electric 
washer  depart- 
ment, South End 
Hardware Co., 
St. Louis, Mo., 
and, at the left, 
electrical fixtures 
and sundries as 
displayed by the 
Horn Hardware 
Co., Toledo, Ohio. 







At the left—Another view of 
Horn Hardware Co. electrical de- 
artment. At the bottom-——The 
rackets and special shades shown 
by Lima Hardware Co., Lima, 
Ohio, and, in the circle, a recent 
electrical department display of 
Keith-Simmons Co. Nashville, 
enn. 
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America’s Oldest Hardware Store Modernized 
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with Latest Available Fixtures and Methods 


none has as much history as Steinman Hard- 
ware Co.; Lancaster, Pa., for this is Amer- 
ica’s oldest hardware firm, established in 1744 when 
Lancaster was a frontier trading post, inhabited 
largely by Indians. John Miller started the busi- 
ness and sold out to John Heyne in 1764. Mr. 
Heyne married the widow of Christian Frederick 
Steinman that year and the two conducted the 
business until 1781 when Mr. Heyne died. At this 
point John Frederick Steinman, son of Mrs. Heyne 
by her first marriage, became sole owner of the 
business. Much of the trade in those days was in 
tin and copper cooking utensils. 
George M. Steinman, 18, son of the new owner, 


MONG the remodeled stores opened last year, 


entered the store in 1833 and* upon reaching his 


majority, three years later, was taken in as a 
partner. The firm name became John Frederick 
Steinman and Son. The elder Steinman retired 
in 1849 leaving the charge of the store to his son, 
George, who developed a wholesale department. 

In 1860 Charles F. Rengler and Isaac Diller, 
former clerks, were taken into the firm then known 
as George M. Steinman & Co. 

Nine years later George Steinman, a son of 
George M., became a partner. In 1872 Diller and 
Rengler both left the firm and went in for them- 
selves, in the hardware and saddlery business re- 
spectively. The business continued under the 
name, George M. Steinman & Co., until 1900. 
George M. died in 1884 and left the business in 
charge of his son, George, and son-in-law, Capt. 
George M. Franklin. who died in 1899. 


The Steinman Hardware Co. was incorporated 
in 1900 with Walter M. Franklin as president, 
Harry E. Hershey, secretary and treasurer, and 
Henry S. Franklin, general manager. Mr. Her- 
shey died in 1911 and Walter M. Franklin, presi- 
dent, became treasurer also, and George S. Frank- 
lin, son of the late Captain Franklin, became 
secretary. President Franklin was killed in a 
railway accident in 1913, and his nephew, H. M. 
North, Jr., was elected president. Sam B. Smith 
became treasurer. 

S. Z. Moore, the incumbent president, purchased 
controlling interest July 1, 1914, and was chosen 
president. Scott W. Baker became treasurer and 
manager and Mr. Smith was made secretary. Elias 
Groff was elected first vice-president and George 
Steinman, second vice-president. ‘These officers 
are now in office, and the Steinman Hardware Co. 
today owns Kirk, Johnson & ‘Co., a local music 
house. 

This year Steinman Hardware Co. enters its 
one hundred and eighty third successful year. The 
remodeled store opened last December is thor- 
oughly modern, carefully departmentized and 
equipped throughout with modern fixtures and 
methods. 

The pictures tell the story of the new store. 
When you go to Lancaster visit America’s Oldest 
Hardware Store and see the old ledger sheets which 
date back to 1744 and see the advertisement one 
hundred years old and the many other interesting 
and historical relics of business as transacted 
many years ago. The business of Steinman Hard- 
ware Co. is about 75 per cent wholesale. 
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Toys, Games and 
Juvenile Vehicles 





Juvenile vehicles, playground 
equipment, kiddie kars, tents, 
and the ‘numerous popular 
small toys are shown in the 
first two photos. At the left 
you have a ctinpes of the toy 
department of e Geo. ; 
Krause Hardware Co., Leba- 
non, Pa. This particular sec- 
tion features games arid some 
of the smaller toys. The photo 
on the bottom featuring dolls 
comes from the Ogden Hard- 
ware Co., at Ashland, Ky. 
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Unusual Departments 
in Hardware Stores 


Sane 


Vonnegut Hardware Co., In- 
dianapolis, Ind., acquired this 
upholstery department in buy- 
ing an additional piece of store 
property. A sale was held to 
dispose of the stock. So suc- 
cessful was the sale that up- 
holstery supplies is now a 
recognized part of the busi- 
ness. See the circle on top. 
The camera department is u 
front in the store of F. Hers 
Hardware Co., Allentown, Pa., 
very profitable and interesting. 
This is shown directly above. 
To the may is -— new - 
sho . G. De Prez 
Shelbyville, Ind., a regular 
Mecca for people seeking gifts 
for any and all purposes. The 
window display at the bottom 
is also from Vonnegut Hdw. 
Co., Indianapolis. It features 
apartment beds. 
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[X spite of the growth during 
the past few years of the com- 
mercial hatcheries and that to a 
certain extent the business of sell- 
ing day-old chicks by mail has 
had some potential effect on the 
sale of incubators, the ever in- 
creasing general interest in poul- 
try raising is enlarging the num- 
ber of prospects. 

According to mumerous hard- 
ware merchants who have de- 
veloped a profitable sales volume 
in poultry supplies, success with 
the line almost entirely depends 
on a close contact and an inter- 
est in the affairs of breeders in 
their communities. Boost your 
poultry supplies revenue this 
spring by featuring frequent win- 
dow displays and make your 
store the headquarters for this 
lucrative line of equipment in 
your town. Push your local an- 
nual poultry show and get over 
to the poultryman the idea that 
you are really interested in his 
success. 













































The top _ picture 
shows poultry sup- 
lies window of 
arrett Hardware 
Co., Joliet, Ill. Cen- 
ter is store display 
of incubators and 
brooders of Obald 
Hardware  Co., 
Reading, Pa. Lower 
left is window of 
Fitchburg Hardware 
Co., Fitchburg, 
Mass., and below is 
Pettee’s, Oklahoma 
City, Okla. 
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Four Attractive 
Rope Windows 


HERE are so many universal 

uses for rope today that it 
should not prove a hard task to 
make up an attractive rope dis- 
play. Though most hardware 
merchants stock rope, one rarely 
sees a window display of it and 
yet it can be effectively displayed 
if handled in the proper manner. 

Why not a display showing 
the numerous uses of rope, with 
a descriptive legend on the dis- 
play for each purpose; such as 
clothes lines, sash cords and 
heavy cables? It is our predic- 
tion that such a display would 
prove mighty interesting and at- 
tract even the attention of the 
casual passerby. 


Four compelling rope 
window displays. 
The top picture is 
that of Vonnegut 
Hardware Co., In- 
dianapolis, as is also 
the lower right. Cen- 
ter picture .shows 
the window of the 
Crane-Kreig Hard- 
ware Co., Newark, 
Ohio. Below, that 
of Eaton & Wilson, 
New London, Conn. 
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Don’t Overlook 
, the Farmer 
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In soliciting the farmer's 
business the picture at the 
top of this page showing a 
floor display of farm imple- 
ments should furnish some 
worthwhile ideas for your 
own store. The center photo 
shows a compact window dis- 
play of pumps in the store of 
the Union Hardware & Sup- 
ply Co., Ashland, Ohio. Many 
farmers are good prospects 
for the sale and installation 
of water systems and a win- 
‘dow display along these lines 
is sure to at least attract the 
attention of passersby. Why 
not push the sale of cream 
separators and mechanical 
milking equipment this 
spring? If your stock of these 
items is adequately displayed 
and you talk such equipment 
to your rural customers, it is 
a safe bet that you will be 
surprised at the increase in 
your sales. 
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Garden Tools 





OW is an opportune time 
to feature garden tools 
and seeds. A good window 
display will cause many a man 
who sees it to deci right 
then and there to nian is 
ring garden. 
The ugh he may not 
buy immediately, 
once you have stir- 
red up his interest, 
you will have a 
prospect for a sale 
when he is ready. 
The top picture 
shows a spring bulb 
display by the Bar- 
rett Hardware Co., 
Johiét, Ill. Center is 
view of spring gar- 
den tool window in 
store of Ludlow and 
Squier, Newark, 
N. J. An attrac- 
py Po wine 
lapp an 
Treat, Hartford, 
Conn., is shown 
above while at 
the left is one 
of Birkenmeier & 
uhn’s spring 
displays, New - 
ar , . 
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Good Lines for Retailers 
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This is a composite display picture made by combining display features of two hardware store windows. 
taken recently at the store of Clark Witbeck Co., Schenectady, N. 


Be 


The inside section was 
The two outside sections showing ably the dual efficiency 


of the combination screen and storm doors came from John E. Larrabee Co., Amsterdam, N. Y. These lines are very appropriate. 


Ventilating Screens and Combination Doors 
Have an All Year Sale 


HEN you sell screens, screen doors, ventilators 

and the popular combination screen and storm 

doors, you are not merely exchanging merchan- 
dise for money but are actually contributing equipment 
which will help protect and maintain the health and com- 
fort of the customer and his family. If you will re- 
member this when selling any or all of these items, you 
will find yourself armed with a mighty strong merchan- 
dising argument. 

The combination door is becoming more active all the 
time. Serving as a storm door in winter with the glass 
window frame inserted it keeps out the extreme cold 
and helps retain the inside heat of the home. The same 
door is quickly converted into an efficient screen door 
for the warmer weather. The glass and frame are re- 
moved and replaced with the screen section, which offers 
ample ventilation and at the same time keeps out flies, 
mosquitoes and other insect pests. 

The metal and wood frame cloth ventilators have an 
all-year market appeal. The cloth prevents drafts and 


the influx of dirt and dust, yet permits adequate venti- 
lation for bedroom, living room, dining room, kitchen 
or bath. 


A complete selling 
job should include 
the sale of the com- 
bination door, win- 
dow screens for sum- 
mer use. The venti- 
lators are available 
with wood and metal 
frames. 

Swatting the fly is 
good practice hut it 
is far better for your 
customers to keep 
these pests out. 
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Vonnegut Hardware Co., Indianapolis, Ind., use this novel 
rack to display screen doors, combination screen and storm 
doors, window screens, ventilators and the miscellaneous 
small hardware necessary for use on the screens. The doors 
hang on regular barn door track and any one model may be 
brought out for inspection. The panel display shows screen 
door guards, door pulls, fasteners, springs, hinges, bolts, door 
stops and automatic door closers and door checks. This rack 
makes a complete and compact department for these profitable 
and active sellers, shows them off to advantage and makes 
the selling easier. The picture tells the story. 
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Chart of American Hardware Exports 


Prepared by HArpwWarE AGE, using data compiled by the Hardware Sec- 

tion, Iron and Steel Division, Department of Commerce—Figures repre- 

sent dollar values of exports listed during the period of January to 
November, 1926, inclusive. 

































































































































































































































































| New- 
Irish United found- Barba- _ ‘|Trinidad) Other | Britis, 
Products Free | Kingdom| Canada jland and/Bermuda) qos Jamaica| and British India E 
State Labrador Tobago | West M 
Indies 
Abrasives, Misc. iene RS Ss each Kips | 3.731 | "683.228 735, 2: 236 1,095 ae 70 | 71 687 814 354 ; 
Abrasive Paper and Cloth. .. as ey reer: 737, 420, 296,690) 591 | 369; 49) 595| 19] 502] 
Sherine @ Ware. (Oise Ou ah i bis a | | | 7, 666 204 ,876| 6,169 2.262 | . 107° a? 452 3,944 1 ,366 
Augers ai and Bits ts (woodworking) . are eee | 1 060 | | 39 196 57 ,465 935 92 | 49 904 96 120 
Axes... deka eo ; rr ms | | 514 J 7,766) 5,005; 5,650 60 16 2,115 2,520 1,995 
Builders’ Hardware (see note) - . ; = - . | 2 540, ~ 301,228 : 943 , 231} 17 032. 10,951 1,529 6,255 3,526 | 16,040 
Cutlery, Table...............000- sees | veveee.} 13,040) 94.719) 1,331 | 1,220 164} 1,051 167 | 3,542 
Banmeted Ware = a | ot 7 yw ere 13,188; 208,868 : 7 ,066 4,055 | 195 1,910 1,737 4,230 
Files and Rasps. ie Pela 7 . aaa 14, 5/6 231,481) 120,116 5.004 7 206 as | 102 | 24,156 2,656 1,182 
Hammers and Hatchets verre e ere eee “_ 971 23 ,027 28,648| 512° - 292 - 28 826 | 753 573 
Lowen and Lemterne Terre TT Pee Te 5,987 | 51,164 7 93 ,916 5,569 1,415 | 432 8,985 3,100 5,182 981.8 1; 
Mechanic’s Tools (Miedo hededee wane 5,127 3 054, 381 656,705 10,676 2,782, = 487 6,188 7,461 | 11,209 135,11 . 
Reamers, Cutters, Etc. (see note)... ee eee 7 346 | 693.593 389.222 2 1,567 443 - 257 290 3,021 451 . - 40,78 oy 
Safety Razors and Blades....... mi hie : 2,323 | 58,850, 40, 716 1,167 1,869 7 357— 357 1,765 | 79,536 6,1 0 1 
| Saws, (woodcutting). . Saas 7 an S 3. 271 | 641) 19, 265 7 711 . 262 : 40° 935 318 1,617 _ 20,34 - 
| Scales and Balances ——s included).|........| 172,880 270,070, 2,256 | 3,141 | 2,538 | 6,405 | 3,670 | 4,809 | 51,35 
Solesore ama Geers. .................. | <r eye 7 ry 097), 50, 822 620 |.. b viva ama acti 51 1,391, iy 194 66 9,540 E 
Shovels, Spades, Hoes and Rakes........| 1,826) 9,124 19,108) 2,001; 215|........) 493/ 96] 1,125, i 
Stoves, Heaters, Demenens: Etc. (see note) 21. 505° 990. 921 730. 687 | 5.673 10.781 4.143 2,945 1,078 | 11 769 | ~ 10.518 . 
Tin -_ Galvanized Ware any Eis eas - ' 100° 6 968 286, 8.44 3,992, 9 319° 7 198 3,138 997 9,811 7 8,041 _ 
| Vises and Shawe.. ps oe . - ; : Set i oo o 42,301]. 68 210 ¥ 363° - ee _ 47 84 204 212 5,041 e4 
| TOTAL. .. ————_ To. bean taal aan tae | 7m 71,552 | 38,136 |155,781 |1,761,18 59: 
EXPLANATIONS 


Abrasives, Miscellaneous, includes: Wheels of emery and corundum; artificial abrasives, crude 
or in grain; other artificial abrasives; wheels of artificial abrasives and natural abrasives, bones, 


whetstones, etc. 
Builders’ Hardware includes: Hinges and butts; padlocks; door locks and door sets; cabinet 
and other locks, etc. 
Reamers, Cutters, etc., includes: Reamers, cutters, drills and other metal working tools. 
Stoves, Heaters and Furnaces, etc., includes: Heating stoves, warm air furnaces, gas stoves, gas 
ranges, gas water heaters, oil stoves, gasoline stoves, cooking stoves and cooking ranges. 


These classifications are taken from Department of Commerce records compiled by the Hard- 





ware Section, Iron and Steel Division. 
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34 , 639 
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to the English Speaking Countries 


Though British India, British Malaya and the Philippine Islands are not 
always considered English speaking countries, they are large consumers of 
American hardware and in their commercial life English is fast becoming 
the dominant language, so we include them in this chart. 
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Bitish British New British British 
Malaya | Australia| Oceania | Zealand a. — 
"7,348 | 173,134] 430 | 45,062 516 | 30,437 
~ 138 | 200,796.........| 31,126 |..... | 6,018 
1,588 | 50,889] 114| 18,154] 63| 6,623 
~ 9.624 13 ,353 76 7, 459° ; 325, 5, 314 
“53,792 254,043 8,398 ; 45 ,789 Y 2,820 16,382 
"31,376 395 316 2,608 87,749 2.671 ; 50,226 
‘gl 85 41,400 : 533 13,471 ; 280 5,307 
sa} 7,475} 249] 1,553] 63 | 2,362, 
“10,246 | 219 ,462 2,108 25,948 9,156 35 ,907 
~  s19 | 61,192/ 1,029 18,742 2,345 14.615 
“48,858 |’ 100,424] 12,085 | 12,446 | 34,704 | 37,666 
31,459 | 726,539 4,719 | 193,628 | 10,071 | 297,021 
HE 6.832 112, 019 1,264 | 12 ,950 3,061 17,733 
‘17,298 | 37,556, 1,521}  746|° 1,383| 77,818| 
= 174,244, 981 | 21,080 | 3,896 | 16,425. 
B28 349 147,901 | 1,882 26 , 000 wi 7167 , 74, 437 
‘M556 | 31,155, 1,723 | 2,883| 1,142| 3,934) | 
y 79 36, 285 a 645 7,633 - 225, 3,976 
2.635 72,659 516 34,525 4 676 84,545 
435 | 9,829, += 959 | 3,288| 23| 7,590 
2,860 | 13,431 i5| 2,306 |.........| 6,706. 
283, 586 |2,879,102} 41,855 | 612,538 74,187 | 801,042 









































Totals 


1 730, 2251... 


+ 286, 102 


328, 085 
143, 716 
453, 384 


1,819, 343|....... 


226, 148 
303, 085 
1 131, 426 
: 169, 893 


1, 497, 304 
3, 220, 619 


1 296. 756 


407, 529 


"387, 978 


840 ; 296 


111,270 


107 ,595 


2,011, 175 


British | Philip- 
West pine 
Africa Islands 
148 | 9,354 | 
= ae | 9, 491 
34 18, 922 
266 | 3,099. 
5,026 | 18,196. 
97 | 121,529 | 
aes 48, 367 
eG 20 | | 49,232. 
1,179 64 162 
113 | 13,863 
92,390 131 Jeneall 
2,790 | 64,263 
: 120 12,803 
698 | 6,862 
618 | 33,882 
618 | 43,220 | 
859 | 1,235 
Seve.) 24,669 
436 28, 163 
- : aed | 9, 194 
es ; ia eea - 6,421 
106,267 | 718,087 





353, 733 


118, 305 


+ OF 943, 967 
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Products 


Abrasive e Paper and | Cloth 


ee 2 2.8 Gore @ © 


_. Abrasives, Misc. (see note) 


Builder’ s Hardware ( see note) 


Cutlery, 


Enameled Wave 


Files ned 


‘oem 7 Hatchets 





a ee ee ee es Se Oe, Oe 


Scales ont Badenses (automatic included) 


a 


oa os aes Oo Ow aw: ore i€ 


a Saws (woodcutting) 


- Lamps and Lanterns 


Mechanic Ss Tools. 


-Reamers, Cutters, Ete. (see note) 





Tin — Galvanized Ware 





oe CF 6.4 6 2 oe * @.6 


oe fe, 6. ea. 4 


Stoves, Heaters, Peinants, Etc. (see note) 


Table 


Rasps. 











compared with 1923, 
cording to the biennial census of manufacturers, 


public by the Department of Commerce, 


Aluminum Industry Shows Gain 


HE 


aluminum manufacturing industry showed an 


increase, in values, of 17.5 per cent in 1925, as 


the previous census year, 


ac- 
made 


which an- 


nounces that, according to data collected at the bien- 


nial census of 
lishments enga 


manufactures taken 
ged primarily in the manufacture of 


in 


1926, 


estab- 


aluminum products reported, for 1925, aluminum 
ware, principally cooking utensils and household 
articles, valued at $30,616,853; castings, including 


motor vehicle accessories and parts, $28,362,548 ; other 
aluminum products, including rolled forms (bars, plates 


and sheets), 


$61,324,629; and miscellaneous products, 


$5,392,737 ; an increase of 17.5 per cent over 1925. 


1926 Exports Exceeded Imports 


OODS exported by the United States in 1926 were 


worth $377,869,970 more than 


merchandise 


im- 


ported from abroad, according to preliminary figures 
given out Jan. 17 by the Department of Commerce. 


While the favorable trade balance was little 


more 


than one-half the favorable balance in 1925, trade au- 
thorities estimated the United States exported in quantity 
a larger volume of goods than in any other year in its 
history with the possible exception of 1919. The excess 
of exports over imports in 1925 was $683,258,248 say 
The New York World. 


In 1926 the 
valued at $4,810,411,597. 
432,541,627. 


United States sold merchandise abroad 
Imports were valued at 4,- 


The exports fell off in value $99,435,914 


while what we bought from the other countries was 
worth $205,952,364 more than what we bought in 1925. 
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The Drawlet Lettering Pen 


The speediest lettering tool made 


By Joseph Bertram Jowitt 


interested in just how long it will take before he 
will be able to actually write show cards. In 
learning free-hand lettering the beginner’s progress and 
success depends to a great extent on getting the proper 
outht. Almost every town in the United States with a 
population of 10,000 or more have stores that sell show 
card supplies; most of the old-time writing ink firms 
now make show-card inks and brushes. Carter’s inks. 
Stafford’s inks, David’s, Devoe, Bissell and many others. 
The plainest single stroke Gothic letters, as illustrated 
herewith, black letters on white cardboard, is the easiest 
to learn and the best result-getter of all. There are 
numerous ways of enhancing the appearance of a show 
card without trying to see how fancy you can make the 
lettering. One suggestion is to cut out mat frames 
from dark-colored fancy cardboard, the width of the 
frame depending, of course, upon the size of the show 
card and the amount of lettering. If these frames are 
cut out of fairly heavy stock and not pasted too firmly 
to show card, they may be used many times over. In 
cutting out the center use the small blade of a penknife, 
keep very sharp and hold knife on slant. 
Price tickets do not have to be works of art so long 


\ BEGINNER at show card writing is naturally 


as the lettering is legible and the numerals are plain; 
$5.98 is what interests the customer and makes the 
sale, not how fancy and how artistic the price ticket 
may look. By this I do not mean that a cardboard box 
cover cut into small tickets and numerals made with a 
piece of black crayon will suffice; any extreme like this 
would only bring the merchandise down to the level of 
the price cards. These Egyptian numerals shown here- 
with are not difficult to make if the hardware salesman 
will only devote a few hours during the week practising 
them after first purchasing a modern “Perfect single 
stroke” drawlet pen. There is really no secret about the 
knack in learning this important business asset aside 
from securing the proper working tools and having a 
proper authentic alphabet to copy. The writer fully 
realizes just how awkward one’s first attempt to handle 
the lettering pen is, but it can easily be overcome with 
a little conscientious practice, and it positively does not 
require any artistic ability any more than it requires 
an artist to learn to write longhand. This department 
is always ready to answer any questions that will help 
the beginner. Questions written on a postal card will 
receive a prompt reply. 
(Continued on page 214) 
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Alphabet made with the perfect single stroke drawlet pen 

















Editor’s Note: 


We submit the following table of values of manufactured hardware and affi 
piled by Oliver Brothers, Inc., New York and Pittsburgh, for their clients and rep) 
cause of the valuable data given and which we know will be welcomed by our re 


This table of values applying to manufactured hardware will, we are sure, p1 
able supplement to the table of values of iron, steel wire and metal materials publi 
of Oct. 28, 1926, and which latter table can be obtained from Oliver Brothers, In 
Street, New York, N. Y.—Editor Hardware Age. 


Comments: 


The prices shown in this table of manufactured hardware a: 


represent the ‘price fluctuations over the period indicated, and we believe will | 


hardware merchants. 


from those indicated. 


Some manufacturers of special brands may have obtainec 

















































































































Item 
No MATERIAL Unit 
| ‘Steel SG Oe PEE Pe eT EE 100 Lb. 
2 Track NE Ee ee oe a en ee ne 100 Lb. , 
3 Crow ae i a i CRS eee eed eae eae ek og owns 100 Lb. 
4 Heavy amnenere end eledmes. S Wo. amd OVE... . 0... ccc ccc ccc ccc cv vcccesves 100 Lb. ; 
5 Railroad i. a gitthnge hie teu beb eh dea eis eee awd ed eas Doz a 
i se as eed eed nen eerainde te enednda sh 100 Pcs. 
7 iH¥ot pressed mute, equmre, thank, 546 ta... . won. c sc ccc ccc cc cccsccccccccccess 100 Lb. ; 
> ee ls © le tn IOS og Cs ccc erercerseecrceserereeccesens 100 Pcs. 
Be ae ee ee ee 1000 Pcs. 
er i a te ee hee ee edew nde eevee et ebeenesee< 100 Lb. : 
11 Upholsterers cut tacks. No. 4, blued, in bulk*....................... ccc eee 100 Lb. 
12 Ee ee ee ee Per Cent Off L 
Se) ey ED, cic eee se ee se eeWen eee bese eeeetesewes Doz. ; 
14. |Screw, hook and strap hinges, 22 in. to 36 Im... 2... ee ee eee 100 Lb. 
| ee I te i bos eweevrcececcsdedevcececesseces Doz. Pr. Ss 
16 i i... << wows 0. 00.6.06600.000 06006000 008 eeee wees Gross Pr. ; 
17. |Stillson ic hock be eee CER Seb eRe kad ores Keeeee uke Doz. 
18 Monkey wrenches, knife handle, 10 in............... 0... cc cece ccc eee eens Doz. 
EE Ee ee er ee Doz. 
20 Carbon twist drills, 4 in., round straight shank, Jobbers Lengths............ Doz. 
21 Chisels, plain handle and edge, 1 in socket firmer........................... Doz. 
er re Lb _ 
23 ee ee ere Doz on 
24 Ee ee ee en ee rae a Doz 
25 Wire rope, cruc. cast steel, 6 strand, 19 wire, 54 in. diameter................. 100 Ft. 
26 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven............. Roll of 600 “a 
27 Wire screen cloth, 12 mesh, black, less than carload quantities ............... 100 Sq. Ft. 
28 Galvanized water pails, 10 qt., light pattern, less than carload quantities....... | Gross 
29 Enameled cast iron sinks, flat rim, 18 x 30... 2... ccc cee cc cece cces Each om 
30 Finished brass compression bibbs, standard pattern, for iron pipe, 54 in........ Doz. - 
31 Axes, unhandled, first quality standard grade, single bit, base................ Doz. 
32 Plain tin wash basins, 13 in., stamped]................. cc. c cece eee ccceee Gross . 
33 act cekcvervesceesns  wencesesconeeees —_ 
34 Lawn mowers, 14 in., ball-bearing, medium grade........... .... .. ccc eeeee Each : 














*Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. 
¢June, 1926, and later prices on 13 in.; previous prices on 12% in. 
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TABLE of VALUES of MANUFACTURED HA 
March 1912 to December 1926 


Compiled by 


OLIVER BROTHERS, INC., New York, N. Y.,and Pittsburgh, 



























































































































































Mar. Dec. Mar. Dec. July Nov. Jan. Sept. Aug. Mar. Sept. Dec. 
Unit 1912 1913 1915 1916 1917 1918 1920 1920 1921 1922 1922 1923 19 
00 Lb. 1.35 1.50 1.35 3.40 5.00 3.90 3.60 5.00 3.00 2.10 2.80 3.15 a 
00 Lb. 1.90 2.15 1.70 4.75 7.00 4.90 5.50 7.50 4.15 3.00 4.05 4.00 Si 
00 Lb. 1.80 1.90 1.65 4.00 6.50 7.50 6.25 7.25 5.25 4.50 4.75 5.75 5. 
00 Lb. 4.26 4.74 3.54 7.50 10.80 10.80 9.23 10.80 7.88 6.41 7.29 8.75 8. 
Doz. 2.43 2.43 1.87 4.86 7.29 9.00 7.69 8.55 6.08 4.86 5.40 6.20 6. 
00 Pcs. 1.35 1.51 1.32 4.26 4.97 3.83 4.05 5.33 2.13 1.68 2.81 2.43 2. 
90 Lb. 2.30 2.60 2.20 6.30 6.50 6.50 6.50 8.50 3.77 3.25 5.10 5.20 4. 
00 Pcs. 28.59 27.80 26.34 45.58 57.20 57.20 61.60 70.40 50.16 39.60 48.40 39.80 41. 
00 Pcs. 0.42 0.44 0.41 0.78 0.96 1.02 0.78 1.16 0.70 0.52 0.65 1.05 0. 
00 Lb. 2.31 2.56 2.40 7.92 8.21 7.20 7.20 8.80 4.79 3.70 5.44 5.10 5. 
00 Lb. 4.22 5.20 4.96 11.60 16.25 15.10 17.15 18.15 13.00 11.75 12.75 12.40 12. 
ent Off List 0.9297 0.926 0.9198 0.82 0.784 0.784 0.82 0.784 0.8502 0.8847 0.8577 0.8335 0. 
Dos. 3.83 4.31 3.90 . 6.05 8.50 11.51 10.90 12.90 10.90 9.90 7.41 9.16 9. 
00 Lb. 2.30 2.20 2.00 4.00 5.00 5.25 4.75 5.50 4.75 4.25 4.25 5.00 5. 
oz. Pr. 0.55 0.64 0.61 1.32 1.75 1.75 2.20 2.20 is 1.70 1.55 1.55 1.90 1. 
ross Pr. 3.38 3.38 3.80 7.17 7.17 7.81 7.02 7.02 6.33 5.49 6.33 7.20 7. 
Doz. 4.87 4.87 4.75 7.70 9.00 10.00 10.00 11.81 9.87 8.78 8.78 9.00 9. 
‘Doz. 4.33 4.32 4.32 7.77 10.49 11.66 11.88 13.20 10.69 7.13 7.12 9.62 9. 
Doz. 1.13 1.13 1.13 1.89 2.09 2.73 2.39 2.66 2.27 1.70 1.89 1.75 1. 
Dos. 0.85 0.85 0.79 1.14 1.42 1.46 1.39 1.39 1.30 1.08 0.73 0.97 0 
Des. 1.97 1.97 3.71 4.01 4.70 9.35 9.35 5.49 5.49 5.49 5.35 5. 
“Lb 0.18% | 0.20%] 0.19 0.41 0.42 0.48 0.29 0.29% | 0.19 6.18%| 019% | 0.19 0 
‘Doz 4.75 6.00 5.00 6.00 9.00 12.50 13.00 17.00 12.50 10.00 10.00 11.50 11 
Doz 24.00 24.00 25.00 27.50 27.50 36.00 34.80 48.00 48.00 48.00 48.00 48.00 48. 
00 Ft. 5.32 4.79 4.41 9.98 11.90 11.55 9.28 9.28 8.68 8.68 8.68 9.58 9 
F 600 Sq. Ft. 1.97 1.97 1.69 3.47 3.47 4.13 4.13 4.13 4.13 3.51 3.51 3.76 3. 
) Sq. Ft. 1.10 1.10 0.90 1.60 1.75 1.95 2.05 2.05 2.05 1.80 1.80 1.95 1. 
Grose 18.14 28.74 33.60 45.97 40.32 50.40 24.19 22.98 22.98 24.19 24 
Each 1.80 1.80 1.80 2.57 3.35 4.45 4.55 5.00 4.10 3.85 3.85 4.05 4 
‘Doz. 3.58 3.67 3.59 6.30 7.18 8.60 9.58 10.77 6.80 5.67 6.30 6 80 6. 
| Doz. 4.50 5.75 3.50 8.50 11.50 13.50 14.50 16.00 12.00 12.00 11.00 10.75 12. 
Gross 6.03 10.44 10.44 10.44 17.16 17.16 14.60 13.90 13.90 13.90 13. 
| Each 6.00 7.00 7.50 8.00 9.00 9.00 7.50 7.50 7.50 7.691% 7 
| Each 2.90 3.60 3.60 5.00 5.50 7.50 6.40 6.40 6.40 7.00 7 
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TURED HARDWARE 
ber 1926 


,and Pittsburgh, Penn., U.S.A. 


Dec. 
1924 


7.00 6.40 








We have reduced lists and discounts to unit prices or unit quantity prices as the case may 
be, and in doing this we have taken into consideration the fact that the list prices on some items 
nave been changed from time to time and the net prices shown are based upon the lists and dis- 
‘counts in effect on the dates given. The figures opposite the subject Wood Screws represent the 
liscounts reduced to a unit percentage. The prices shown represent what would be recognized as 
a reasonable wholesale price allowed by the manufacturer to the wholesale merchant (the jobber). 


The lowest average prices will be found in column under “March, 1915,” although lower prices 
yn some commodities are to be found in other columns. 


The highest prices are to be found distributed between “July, 1917, and September, 1920.” 
Many of the highest prices were put into effect after the war had ended, during 1918, 1919 and 1920. 


We believe a study of the prices shown in this table of manufactured hardware, in conjunction 
with our TABLE OF MARKET VALUES of iron, steel, wire and metal materials, would be time well spent 
0 those who are familiar with the materials entering into the manufacture of the finished product. 


OLIVER BROTHERS, Inc. 
New York-Pittsburgh. 

































































































































































C. Apr. June Dec. Item 
5 1926 1926 1926 MATERIAL No. 
0 2.80 2.80 2.90 EE Ee ee ee re 1 
10 4.25 4.25 4.25 sO es dn wegndeewkseewenedeseeedewsnseen'en 2 
5 5.75 De 5.25 ee 5 io ole Vb O Re URES Dee A SORES eae aaeeene 3 
5 8.75 8.75 8.10 Fieavy hammers and sledges, 5 Ib. and OVEF...... 0... ccc ccc cece cceceees 4 
0 6.10 6.10 6.00 iis heehee eb bee ME aes ORS eS aeRO Ke eETS 5 
4 3.04 3.04 3.04 ee a ee eee ae ehale huaceaud yale een 6 
5 4.95 4.95 4.95 a eee ee ree 7 
0 49.50 52.25 55.00 ey ee. SO, Sie IS. gn ccc cccccccc onc esevceesecesveveves 8 
5 0.75 0.75 0.75 I Ms oc veo ede kwe eee cA ee ee Nerden bbe ene ete 9 
o 4.32 4.32 4.10 SO aed os thee de bbe wee ese esas beeeess 10 
. 12.64 11.58 11.255 {Upholsterers cut tacks, No. 4, blued, in bulk*................ ccc cc ccccccces 11 
7 0.882 0.8819 Ee ee ee eee ee 12 
7 8.47 8.47 8.47 Shovels. plain back. No. 2, 4th grade................ cece eee eee eee ween 13 
5 4.35 4.35 3.48 maree, Hooks aul elm Wie: BS Wes OO BO Thsn 5 oo cc ccc eee csc ececscsscns 14 
“-— 1.44 1.44 1.15 ey a: I OC DOG Dinca x cca cdveccecvessctovevcceeeeses 15 
0 7.20 7.20 7.20 EE ee ee ee eee eee 16 
0 7.50 7.50 7.50 es I gd eee eee ed NEN SRO R SEERA COR DEES ONCE RS 17 
2 9.62 9.62 9.62 ee I Es CO DP Os occ cao ees e bate sees ereedenseseuss 18 
> 1.89 1.89 1.89 I a ie i ee a i te ae eh a ae for 19 
S 4 1.11 1.11 1.11 Carbon twist drills, 44 in., round straight shank, Jobbers Lengths............ 20 
4 5.34 5.34 5.34 Chisels, plain handle and edge, 1 in. socket firmer ..................2000005: 21 
l 0.2144 0.21 REE TOOT eT TTT ET UT OCET TT OCT REPT T ET ETL 22 
0 11.50 11.50 11.50 es oi aes cores soe ieee esaceigaeseeeesrceceees 23 
) 48.00 48.00 48.00 TN OEE PET TESTE TT TEC Te TOT CT CETTE TE EETOCLE LTTE 24 
3 9.58 9.58 9.58 Wire rope, cruc. cast steel, 6 strand, 19 wire, % in. diameter................. 25 
3 3.33 3.42 3.08 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven............. 26 
) 1.70 1.65 1.50 Wire screen cloth, 12 mesh, black, less than carload quantities................ 27 
3 26.88 24.84 24.84 Galvanized water pails, 10 qt., light pattern, less than carload quantities ...... 28 
) 4.05 4.05 4.05 Rneeneied cast irom eile, Gat ried, 16 BDO... wc ccc circ cesses ccsccccne 29 
3 5.98 6.30 6.30 Finished brass compression bibbs, standard pattern, for iron pipe, % in........ 30 
4 10.50 12.00 12.00 Axes, unhandled, first quality standard grade, single bit, base................ 31 
! 13.21 12.20 12.20 Plain tin wash basins, 13 in., stampedy........ccccsccc veces ccccccccccccecs 32 
yy 7.69% 7.691% 7.6914 |Circular spring balances, 30 Ib. x OZ.......... cece cece cece cece eee ee ceceees 33 
¥ 6.40 6.40 6.40 Lawn mowers, 14 in.. ball-bearing, medium grade.................:-0eeeeeee 34 
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Hardware Trends Committee Reports 
to Hardware Council Jan. 20-21 


meeting of the National Hardware Council held Jan. 20 and 21 at the 


i coche: from the committee on hardware trends featured the fourth 


Hotel Roosevelt, New York City. N. A. Gladding, vice-president in 
charge of sales, E. C. Atkins & Co., Inc., Indianapolis, Ind., was chairman of 
this committee, assisted by H. P. Sheets, secretary-treasurer of the National 
Retail Hardware Association. The committee reported on subjects assigned 
at the recent session held during the Atlantic City convention in October. 
The reports were accepted in full and will be published complete and dis- 
tributed to all members of the manufacturers, jobbers and retailer’s asso- 


ciations. 


C. W. Asbury, Enterprise Mfg. Co., 
Philadelphia, Pa., chairman of the council, 
presided at the Jan. 20 session, but was 
unable to be present the second day due to 
serious illness in his family, which necessi- 
tated his immediate return to Philadelphia. 
Fayette R. Plumb, Fayette R. Plumb, 
Inc., Philadelphia, Pa., acted as chairman 
the second day. 

To fully appreciate the work of the 
Hardware Council it must be understood 
that this body is composed of members 
from the manufacturers, jobbers and re- 
tailers’ association, meeting at least twice 
a year to discuss problems affecting these 
three factors of the hardware industry 
and pledged to consider all problems from 
an industry and public welfare viewpoint. 
The findings and recommendations of the 
Council are entirely advisory and are 
offered to the hardware industry on that 
basis. The committee on hardware trends 
reported in part as follows: 


Selling Methods 


Question—In what ways and to what 
extent are present trends in distribution 
methods likely to affect the selling of 
hardware? 

Findings in part—Present indications 
are that the variety and number of out- 
lets will increase rather than decrease un- 
til the duplication of effort becomes so 
complex, confusing and costly that the 
trend will once more turn toward spe- 
cialization in distributive effort. 

Manifestly if the retailer is to be suc- 
cessful he must continually study chang- 
ing trends and adapt his business to the 
buying habits of the people. 


Chain Stores 


Question—What seems likely to be the 
chain store development, if any in the 
hardware field? 

Findings in part—Whether the chain 
store idea can be successfully adapted to 
the hardware business, with its multiplici- 
ty of items and wide range of prices is a 
mooted question, since price and service 
limits are chain store fundamentals while 
hardware selling has always involved a 
large measure of service. 


Distribution Through Specialized Channels 


Question—Aside from the effect upon 
various trade groups is the public interest 
better served by a reasonable confinement 








of distribution in specific trade channels, 
or promiscuous selling through varied and 
sundry outlets? 

Findings in part—It would seem that 
the distribution of any class of mechan- 
dise ought to be more efficiently and 
economically handled through specialized 
channels than through varied and sundry 
outlets, and that therefore the public 
would be better served through group ad- 
herence to such a policy. 

Among the reasons supporting this view 
are: 

1. A| more permanent and_ reliable 
source of supply for the consumer, since 
promiscuous selling often means “leaders” 
one week and no stock the next. 

2. Better quality through specialized 
channels, since general selling through 
numberless agencies usually means pres- 
sure upon the manufacturer for lower 
prices which often have their reflection in 
lowered quality. 

3. Less time will be lost by consumers 
in shopping around, which often involves 
intangible expense far in excess of pos- 
sible price saving. 

4. Such concentration should result in 
larger purchases by distributors, both 
wholesale and retail, and the expense of 
handling shipping, building, etc., should 
be proportionately reduced. 

5. Keeping the flow of merchandise 
through specialized channels should result 
in lower operating expense for all in- 
volved, and the rendering of more efficient 
service to the consumer, at a lower general 
cost. 


The Efficient Retailer 


Question—In a modern merchandising 
sense, what are the functions, and what 
should be the qualifications of an efficient 
retailer ? 

Findings in part—A. Functions—The 
chief functions of the retailer are to co- 
ordinate the needs or desire to buy with 
the opportunity to buy, to serve as the 
purchasing agent of his community. To 
carry out these functions he must 


1. Have an accessible location. 

2. Maintain adequate stock. 

3. Maintain clean and attractive surround- 
ings. 

4. Give quick, convenient and courteous 
service. 

5. Quote fair prices. 





6. Make a profit. 
. Devote more time to sales development. 


SI ON 


B. Qualifications— 


. Know merchandise and values. 

. Recognize the value of display. 

. Have a desire to serve. 

Be able to view himself and his business 

subjectively and objectively. 

5. Be able to maintain cordial relation 
with customers and store personnel. 

6. Know how to use experience as a guide 
to the future. 

7. Understand the relations of margin and 
expense. 

8. Be a good stock keeper. 

9. Be able to study and adapt his business 

to changing trends. 


wd 


Studying Retail Problems 


Question—How can manufacturers and 
wholesalers best study the problem of the 
retailer so as to cooperate with him for 
greater distribution efficiency ? 

Findings in part—Before they can effec- 
tively study the problems of the retailers, 
manufacturers, and wholesalers must have 
a thorough understanding of just what 
these problems are. 

Much of the information necessary to 
such understanding can probably be best 
secured through the agency of their sales- 
men who solicit retailers’ trade and who, 
by reason of their intimate contact and 
observation, should know the conditions 
under which their customers work. 

But it is highly essential that the prin- 
cipals themselves should from time to 
time visit the retail trade to secure that 
intimate knowledge which can be gained 
only through personal contact and study. 

Without such first hand knowledge the 
problems of the retailer cannot be correct- 
ly visualized nor their solutions de- 
termined, nor counsel and advice properly 
focused. 

By following distribution from _ its 
source to its outlet and getting acquainted 
with the retailers themselves, the scope of 
their functions and the varying require- 
ments and buying habits of the community 
they serve, manufacturers and _ whole- 
salers should be able to cooperate with 
dealers much more effectively for distri- 
bution efficiency. 


Limitation of Lines 


Question—Can more valuable service be 
rendered by a merchant concentrating his 
capital and effort in the lines he is best 
fitted to supply or by attempting to serve 
all the wants of his customers? 

Findings in part—As a general proposi- 
tion, it is reasonable to assume that the 
merchant can better serve the customers 
and himself by concentrating his capital 
and effort in the lines he can handle most 
efficiently and economically. Attempting 
to supply all the wants of his customers 
presents a difficult problem because, 
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1. He cannot carry adequate stocks of 
all the merchandise customers may 
want. 

2. He cannot have the necessary special- 
ized knowledge of the goods. 

3. He cannot buy as cheaply if he must 
spread his purchases through a large 
number of supply sources. 

4. His stock will inevitably become greatly 
out of proportion to sales, as he can- 
not give each line the attention neces- 
sary to keep it at the proper level. 


Unprofitable Turnover 


Question—When is turnover unprofit- 
able? 

Findings in part—In rather general 
terms, turnover becomes’ unprofitable 


when the cost of replacement is equal to or 
greater than the saving due to smaller 
investment. 

Cost or replacement includes such ex- 
penses as writing and mailing, or wiring, 
the order, accounting, extra cost of stock 
control and any additional cost which may 
attach to the packing and handling of the 
smaller and more frequent shipments. The 
additional expense incurred by the shipper 
is just as important as the additional ex- 
pense incurred by the buyer. 

Interest on investment is the largest fac- 
tor of saving with the smaller stock, to 
which may be added any slight differences 
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taxes and insurance, 
of serious conse- 


in rent, heat, light, 
but these are seldom 
quence. 

Suppose a dealer who has previously 
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The personnel of the Hardware Council 
is: C. W. Asbury, Enterprise Mfg. Co., 
Philadelphia, Pa., chairman; A. H. 
Nichols, Buhl Sons Co., Detroit, Mich., 


carried certain goods to the average | vice-chairman; N. N. Gladding, E. C. 
amount of $200 with a two time stock | Atkins & Co., Indianapolis, Ind.; Fayette 
turn, decides to reduce his average stock | R. Plum, Fayette R. Plumb, Inc., Phila- 


to $100. 

By cutting his investment in half his 
interest cost will naturally be reduced by 
half, or say $6, but if the extra cost of 
ordering and receiving the smaller quanti- 
ties is equal to or greater than $6, the 


delphia, Pa.; J. E. Stone, Stanley Works, 
New Britain, Conn.; Mark Lyons, Mc- 
Gowin-Lyons Hardware Co., Mobile, Ala. ; 
C. H. Ireland, Greensboro, N. C.; John 
Donnan (ex-officio), Donnan Supply Co., 
Richmond, Va.; R. J. Atkinson, Brooklyn, 


change would be unprofitable, even though | N. Y.; H. R. Beatty, Clinton, Ill.; R. O. 
the rate of turnover is doubled. Noojin, Noojin Hardware Co., Attala, 
There must also be considered the ques- | Ala.; L. H. Weber, Geo. Worthington Co., 


tion of whether or not the same sales 
volume can be maintained with the smaller 
stock. If it cannot the increased turnover 
is of no value. 

It is always to be remembered, too, that 
the completely assorted hardware stock in- 
cludes certain items of infrequent sale that 
can not be sold more rapidly and yet may 
not be omitted from stock if the store is 
to render full service to its clientéle. The 
average stock turn rate for some items of 
a given line may be impossible on other 
items within the same general line. 

Uniform stockturn rate for all items is 
a splendid goal for the retailer to aim at, 
but hardly one that he may expect to at- 
tain. 





Cleveland, Ohio.; Chas. F. Rockwell, 
secretary-treasurer, American Hardware 
Manufacturers Association, (ex-officio), 
Geo. A. Fernley, acting secretary, National 
Hardware Association (ex-officio) and 
H. P. Sheets (ex-officio) and secretary of 
the Council. D. A. Merriman, president 
of the Manufacturers Association and 
L. M. Stratton were guests of the Council. 
All members were present except Mr. 
Sheets and Mr. Rockwell. The former 
wired from the Texas convention, his 
greetings and his regrets. Mr. Rockwell 
is recuperating from an operation and was 
represented by Miss M. B. Francis who 
acted as Council secretary. 





The United States Has— 


OOUOIOH € 


of the 


orld’ s land 


w world’ s Sa, 
tion 





20% of the 25% of the 
world’s gold world’s wheat ps ~ Pog 
' production 











40% of the 49% of the 
world’s iron and world’s produc- 
steel tion capacity in 


pig iron 





70% of the 75% of the 
world’s copper world’s corn 
production production 


56% of the 60% of the 66% £of- = the 
world’s produc- world’s cotton world’s oil pro- 
tion capacity in production duction 


steel 





85% of the 85% of the 
world’s auto- world’s lumber 
mobiles production 
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Under the 





Magnifying Glass~ 


Ee ee 










ELECTRO 





INC-COATED 
Wire Screen Cloth 


This itllustration is 
from an actual unre- 
touched photograph of 
Apezx Electro Zinc- 
Coated Wire Screen 
Cloth under the magni- 
fying glass. 


AREFUL purchasers of wire screen cloth make a 
C thorough study before buying. Magnify the 
meshes of “APEX” to compare with other makes. 


Notice the uniformity of weaving—the evenness of the 
meshes—the heavy electro zinc-coating after weaving. 


Its uniform gray color and sturdy wearing qualities 
make a rare combination of beauty and utility. They 
also make staunch customers and increased sales. You 
can’t help but admire “APEX” features. 


Let your conscience be your guide, and enjoy the 
profitable satisfaction of joining the world-wide boost- 


ers of “APEX.” 
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—Quailities Are 





Convincing 


We are prepared to furnish in “Hanover” Brands for 
the export trade Green, Blue and Yellow painted wire 
screen cloth in addition to our regular Standard Brands: 





VULCAN—Black Painted 
APEX—Electro Zinc-Coated 
NEPTUNE—Bright Galvanized 
GOLDENROD—Golden Bronze 
ORIENTAL—aAntique Bronze 
CRESCENT—Bright Copper 
COLONIAL—Antique Copper 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: Export Sales Office: Factory: 
Old Colony Building, 30 Church Street. Hanover, Pa. 
Chicago, Ill. New York City, U. S. A. 
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Lamson & Sessions Company Opens 


New Offices in Chicago and Detroit 


H. W. Moulder to be associated with L. F. Cowell in Chicago territory— 
W. M. Olsen appointed manager of Detroit office 


HE recent merger of the Lamson & Sessions Co., Cleveland, with the Kirk- 

Latty Mfg. Co., also of Cleveland, has necessitated the opening of two new offices 
to better care for the bolt, nut, cotter pin, rope clip and special cold or hot upset 
business of the new Lamson & Sessions Co. 





H. W. Moulder 


A Chicago office has been established at 
1016 Straus Building, where H. W. 
Moulder, who has represented Lamson & 
Sessions in that territory for the past six 
years, is associated with L. F. Cowell, 
well known to the trade through his 
eighteen-year connection with Kirk-Latty 
sales. 

W. M. Olsen is manager of the Detroit 
office at 4-228 General Motors Building. 


Vincent L. Bradford Dies 


Vincent L. Bradford, secretary-treas- 
urer Townsend Co., New Brighton, Pa., 
manufacturer of rivets, wire and wire 


nails, died suddenly at his country home 
in New Brighton, Jan. 11. He was born 
in New Brighton 56 years ago and had 
been identified with the Townsend Co. 
since early manhood, having been elected 
in 1905 to the position he held at the time 
of his death. He was a son of the late 
Charles C. Townsend, who did much to 
advance the interest of the Townsend Co., 
which was founded more than 110 years 
ago. 





Bridge & Beach Mfg. Co. 
Holds Annual Meeting 


At the annual meeting of the stock- 
holders of the Bridge & Beach Mfg. Co., 
manufacturer of furnaces and humidifiers, 
4204 North Union Boulevard, St. Louis, 
held Jan. 18, the following seven directors 
were elected for 1927: Hudson E. Bridge, 
L. H. Booch, H. C. Hoener, G. L. Bridge, 
L. H. Reicke and H. C. Avis, president 
of the St. Louis Surfacer & Paint Co., 
and John F. Stanley, chairman of the 
board of the St. Louis Union Trust Co. 

The board of directors elected officers 
as follows: H. E. Bridge, chairman of 





L. F. Cowell 








W. M. Olsen 


Mr. Olsen has been with Kirk-Latty for 
fifteen years, the latter part of which has 
been spent with the Detroit trade. 

Present sales offices in other principal 
cities will be maintained, and the retention 
of the personnel of both organizations is 
an assurance to the industry of the same 
high standard of quality and close per- 
sonal touch which has always character- 
ized both organizations. 








the board; L. H. Booch, president; H. C. 
Hoener, vice-president; G. L. Bridge, 
vice-president; L. H. Riecke, secretary: 
A. F. Gammeter, treasurer. Robt. Metcalf 
was appointed as advertising manager and 
Walter F. Hoener as general director of 
sales. ' 

At the stockholders’ meeting, the history 
of the stove business as a pioneer indus- 
try in St. Louis was reviewed. Founded 
in 1837 by Hudson E. Bridge, father of 
the present head of the business, Bridge 
& Beach Mfg. Co., the first stove foundry 
west of the Mississippi, has made over 
a period of 90 years a vast variety of 
products representing the changing re- 
quirements of new standards in the home. 


Micone Hardware Co. Completes 
Branch Store at Belleville, N. J. 


The Micone Hardware Co., hardware 
and factory supplies, 169 Verona Avenue, 
Newark, N. J., has completed the erection 
of a new branch store on Washington 
Avenue, Belleville, N. J., with a floor 


space of 5000 sq. ft. 

John J. Donnelly and Edger Wells, of 
the down town stores, who have extensive 
knowledge of the hardware business, have 
become identified with the firm, which is 
specializing in builders’ hardware and fac- 
tory supplies, 
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Annual Banquet and Meeting of 
Connecticut Paint Salesmen 


Practically every member of the Con- 
necticut Paint Salesmen’s Club attended the 
annual banquet on Jan. 11 in the grand ball- 
room of the Hotel Mohican, New London, 
Conn. 

Leon Schwartz, the Paterson-Sargent 
Co., Cleveland, Ohio, president of the 
club, acted as toastmaster, and seated at 
the guest table were D. L. Chapman, 
president of the State Society of Master 
House Painters and Decorators of Con- 
necticut; William F. Nelson, executive 
board member of the International Society 
of Master House Painters and Decorators: 
L. C. White, first vice-president of the 
Nutmeggers, and the guest of honor, Roy 
F, Soule, editor of Hardware Dealers’ 
Magazine, who gave an interesting and 
instructive address on the _ subject of 
“Paint Salesmanship and Its Handling,” 
from all angles. 

Leon Schwartz, president of the club, 
was highly honored when he turned the 
meeting over to W. H. Roller, vice-presi- 
dent, who was to conduct a_ three-hour 
vaudeville show, when, in well-chosen re- 
marks on behalf of the club, Mr. Roller 
presented Mr. Schwartz with a handsome 
traveling bag as a token of their esteem. 

Following the banquet, the annual meet- 
ing took place, and officers for 1927 were 
chosen, as follows: W. H. Roller, presi- 
dent; William Paaschen, first vice-presi- 
dent; Wayland B. Palmore, second vice- 
president, and Earl Ellis, secretary-treas- 
urer. 


Sales Conference Held by 
Hunt-Helm-Ferris & Co. 


Salesmen for Hunt-Helm-Ferris & Co., 
Harvard, IIll., from all parts of the United 
States attended the recent sales conven- 
tion of that organization, held in the com- 
pany’s offices. 

In addition to the usual discussion 
covering the items manufactured and sold, 
considerable attention was devoted to the 
development of practical ideas for assist- 
ing dealers in marketing stalls, stanchions, 
pens, water bowls, etc. The convention 
opened with an address of welcome by 
B. B. Bell, vice-president and general 
manager. 

Discussions were also presided over by 
H. B. Megran, sales manager. Entertain- 
ment featured the evening sessions. 


——__ __ ___ 


Chicago Association Gives Party 


On the evening of Jan. 12 the Chi 
cago Retail Hardware Association gave a 
dinner dance at the Sherman Hotel in that 
city at which over 200 couples were pres- 
ent. Following the dinner and immediately 
preceding the dancing, the officers who 
were elected at the December meeting for 
the ensuing year were installed. The new 
officers are William Treisselman, presi- 
dent; E. G. Lindquiat, vice-president; S. J. 
Koehler, corresponding secretary; John 
Wallace, financial secretary; William F. 
Stewart, treasurer, and John Gormley, 
Richard Hesse and H. E. Gnadt, directors. 
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complete sets only. 


(1145-a) 


Slidetite is packed in complete 
sets for 3, 4, 5, 6, and 8 doors. 
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Slide the doors 


on the inside 


Slidetite—the best method for doorways of any width 


Any doors are as good, or as inefficient, as the hardware with which they are equipped. 
The hardware does the work. 


Slidetite garage-door hardware means good doors; that always work, with the least 


- fe we 4 4 al 


To insure satisfaction, buy 


When a garage is not deep enough to fold the doors inside—Slid- 
aside is the correct hardware. Doors so equipped slide around the 
corner, flat against the wall. 

Slidaside can be used for two car garages by sliding doors to 
both walls, and is — to any garage, regardless of distance 
from jamb to side wall. 

Both Slidaside and Slidetite equipment provide for an entrance 

oor—does away with expense of a separate entrance. 
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effort, and quickly. It puts an end to door-way problems for all time. 


Doors equipped with Slidetite 
slide and fold back againstthe walls; 
inside, where they belong. 

You see instantly the important 
advantages of the Slidetite method. 
The doors cannot be blocked by snow 
and ice; they always open easily; stay 
‘‘put’’; and close just as readily, 
solidly, weather-tight. The doors 
cannot blow shut, against car or per- 
son. They provide an opening the 
full width of the doorway; no posts 
or obstructions. And simple adjust- 
ments take care of any swelling or 
shrinking of the doors. 

Slidetite Hardware ismost practical 
for doorways with from two doors to 
ten doors; and providesa clear opening 
in any door-way up to 20 feet wide. 


_ 


_ 











AURORA, ILLINOIS, U.S.A. 


‘New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KanseaCity LosAngeles SanFrancisco Omaha Seattle 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. - Winnipeg 


Largest and most complete line of door hardware made 
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Barber & Ross, Inc., 
Reorganizes—Will 
Retain Firm Name 





| 


Samuel Ross Becomes Chairman of | 


Board—Harry Blake Elected Pres- 
ident of Old Established Wash- 
ington, D. C. Firm 


l‘stablished in 1876, the wholesale and 
retail hardware firm of Barber & Ross, 
Inc., Washington, D. C., has just been re- 
organized under that name, with control- 
ling interest in the hands of men 
have long been associated with the con- 
cern, Samuel Ross, the active head, being 
selected as chairman of the board of di- 
Other officers of the reorgan- 
ized company are Harry Blake, president; 
J. H. Johnson, Jr., first vice-president ; 
Joseph B. Thomas, second vice-president ; 
T. E. Rhodes, treasurer, and H. L. Light, 
secretary. , 

Among the members of the board is 
Kugene E. Thompson, of Crane, Parris 
& Co., Washington, which negotiated the 
The transaction involved 
the floating of $1,000,000 ten-year 6.5 per 
cent sinking fund gold bonds, the setting 
up of $500,000 in 7 per cent cumulative 
preferred stock with a par value of $100, 
all of which is held by Mr. Ross, and the 
creating of 50,000 shares of common stock 
with no par value, 32,000 of which were 
placed in trusteeship largely for the bene- 
fit of the officers. The remaining 18,900 
shares of common stock, sold at $37.50 
per share, were quickly absorbed by the 
public, including employees of the corpora- 
tion. The bonds also were taken by the 
public soon after being offered on the mar- 
ket. Application has been made to list the 
stock on the Washington Stock Exchange. 

In addition to its general offices down- 
town, where the concern is established in 
its hardware business, it is engaged also 
in structural steel fabrication, mill work 
for the building trades, and builders’ and 
contractors’ supplies. 

The organization, rated as the largest 
in its field within Washington and Mary- 
land, is well known. The five executives 
who have purchased a controlling interest 
in the company have been in active charge 
of the business for more than 20 years. 


who 


rectors. 


reorganization. 


the from Mr. 
formerly the sole owner, so that the old 


system of management bonuses is super- 


controlling interest 


seded. 

Net sales and net earnings for the year 
1926 up to Nov. 20 were at the annual 
rate of $3,600,000 and $445,000, respec- 
Average net earnings 
period, after interest and preferred divi- 
dends the capitalization named, and 
after Federal taxes on the present basis, 
were at the annual rate of $5.98 per share 
of this stock. 


tively. 


on 








| sales 
| manager 
The new financing permitted them to buy | policy and sales personnel. 
Ross, | 
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Alfred J. Wright 


Alfred J. Wright Resigns as 
President, The Lockwood Co. 


At the annual meeting of The Lock- 
wood Company, locks and builders’ hard- 
ware, held recently at the company’s offices, 
16-18 Reade Street, New York City, 
Alfred J. Wright resigned as president 
and was succeeded by George H. Lock- 
wood. 

Mr. Wright has served as president of 
The Lockwood Company since its organ- 
ization in 1906, and has many friends in the 
trade who will be very glad to know that 
he has gone south for a well-earned rest. 

He has announced no plans for the 
future. 


Geo. A. Beach Resigns 
from the Union Tool 
Chest Company 





Vice-president and Sales Manager 


Tenders Resignation, Effective 
Early in February 


George A. Beach has resighed as vice- 
president and sales manager of the Union 
Tool Chest Co., Inc., Rochester, N. Y., 
his resignation to take effect early in 
February. 

Mr. Beach came with the company after 
ten years with the Condon-Crawford Cor- 
poration, where he served successfully as 
correspondent, salesman, district 
and assistant director of sales 


In his connection with the Union Tool 


Chest Co., Inc., he has been instrumental 


in bringing about improvements in the 


company’s product and in increasing its 


| good will. 


He leaves with the best wishes 


of all in the organization. 


j 
| 


for that | 


Mr. Beach will go to Cleveland to close 
up an estate of which he is executor be- 
fore making further business plans. 

The Union Tool Chest Co., Inc., has 


consolidated the positions of general man- 


| ager 


i 
' 


i 


Reading matter continued on page 186 


and sales manager, and Wm. R. 
Moyes now heads the organization as gen- 
eral manager in charge of sales. 
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Eastern New York Club 
Holds First Regular 
Meeting Jan. 20 





John M. Williams, Secretary of 
Fayette R. Plumb, Inc., Principal 
Speaker—J. B. Foley Discusses 
Coming Convention 


Ninety guests, representing hardware 
jobbers, retailers and manufacturers of 
ten counties in the eastern district of New 
York State, were present at the first 
regular monthly meeting of the Eastern 
New York Hardware Club, held on 
Thursday evening, Jan. 20, at the Hotel 
Van Curler, Schenectady, N. Y. 

John M. Williams, secretary of the firm 
of Fayette R. Plumb, Inc., manufacturer 
of hatchets and hammers, Philadelphia, 
was the principal speaker, giving a most 
interesting talk on the manufacturing and 
marketing of the firm’s products. 

John B. Foley, secretary of the New 
York State Retail Hardware Association, 
discussed briefly an outline of the 1927 
New York State Convention, to be held 
at the Ten Eyck Hotel, Albany, Feb. 
8 to 11. 

The club was formed a few months ago, 
and the officers for 1927 are: President, 
E. A. Mahoney, Schenectady; vice-presi- 
dent, A. E. Mace, Albany; secretary, 
Howard P. Albright, 401 South Pearl 
Street, and treasurer, Kyran A. Fisher, 
Watervliet. 

Directors of the organization include: 
D. A. C. McDowell, Albany; F. M. 
Swarthout, Troy; W. G. Aubrey, Hud- 
son Falls; A. F. Lynch, Gloversville; 
A. P. Judd, Amsterdam, and Henry Meurs, 
Rensselaer. 





Modern Machine Works Buys 
Red-E Manufacturing Co. 


The Modern Machine Works, 192-194 
Milwaukee Street, Milwaukee, Wis., has 
purchased the Red-E Manufacturing Co., 
manufacturer of the Red-E line of power 
lawn mowers, also of Milwaukee, and will 
continue the manufacturing activities of 
the latter concern. 





Bemis and Call Co. Appoints 
Southern Sales Representative 


Bemis & Call Co., manufacturer of 
wrenches, Springfield, Mass., announces 
the appointment of the John K. Wilson 
Co., manufacturers’ representative, Balti- 
more, Md., as distributor of its line of 
manufactured products in the Southern 
and Southwestern States. 


Vernon W. Everett Joins Force 
of Chase, Parker & Company 
Effective Feb. 1, Vernon \W. Everett, 

for the past sixteen years associated with 

Tabot, Brooks & Ayer, Portland, Me., 

will be a member of the sales force of 

Chase, Parker & Go., Boston. 
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There is a reason for all things. Why has Columbian 7ape-Marked Pure Manila 
Rope gained its enviable reputation as a Leader—as a rope for which there is a tremen- 
dous demand among the hardware trade? The answer is, because it is made in 


The Columbian Mills 


the most modern cordage mills in the world. It is reasonable to believe that all during 
this era of mechanical improvement, many changes have been made in machinery and 
equipment for rope making. Each improvement in machinery has meant a correspond- 
ing improvement in rope. You can therefore understand what it means to the Dealer 
who is able to say: “This Rope was manufactured in the world’s most modern Cordage 


Mills.” 

Columbian Dealers have not only this advantage to offer their customers. They 
f also have the added benefit that they are selling the Rope containing the famous red, 
" white and blue 7ape-Marker, known everywhere as the Columbian Guarantee, the most 
tangible in the industry. ) 









Write for the name of the nearest Columbian distributor. 





By Invitation Member | 


Columbian Rope Company 
352-80 Genesee Street 


Auburn, “The Cordage City,” N. Y. 





Association 
é  emmaasaramamemiat Branches: New York Chicago Boston New Orleans 
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Ike Golding Dies 


Widely Known Sales Representative 
for Standard Stamping Co. 
Dies in St. Louis 


[ke Golding, affectionately known as 
“Goldie” to his many friends in the hard- 
ware fraternity, died recently in St. Louis, 
and was buried in Vahalia Cemetery, St. 
Louis County, Mo. For more than forty 
vears he had traveled for the Standard 
Stamping Co., St. Louis. He was a gen- 
eral sales representative and widely known 
among hardware jobbers. 

Mr. Golding was born in Leavenworth, 
Kan., about sixty-five years ago, and is 
survived by his wife, five brothers and a 
sister. 


George W. Stevens to Open New 
Store at Stafford Springs 


George W. Stevens, formerly of the 
Stevens Hardware Co., Inc., Stafford 
Springs, Conn., plans to establish a retail 
store of his own in that village on or 
about Feb. 1. A full line of builders’ and 
shelf hardware, radios, paints, oils, etc., 
will be stocked. 

Mr. Stevens was for four years treas- 
urer of the Connecticut Hardware Asso- 
ciation and is at present vice-president of 
the Winchester Club of New England. 


Larson Issues New Catalog 


The Larson Hardware Company, whole- 
saler, located at Sioux Falls, S. D., is dis- 
tributing to their trade a new type of 
catalog this year. The book, which con- 
tains many more items than any of the 
company’s previous catalogs, has _ been 
condensed into a much smaller volume. 
Included in it is a complete dealers’ price 
service. 

The Larson Hardware Company, which 
travels ten salesmen in South Dakota, 
southwestern Minnesota and northwestern 
lowa, is this year celebrating its fiftieth 
year in business, having been established 
in 1877, 


—_— ee 


Guy W. Finney Buys Business 
at New Hartford, N. Y. 

Guy W. Finney, 2 Hillside Avenue, New 
Hartford, N. Y., has purchased the hard- 
ware business of the New Hartford Hard- 
ware Co., 22 Genesee Street, in that vil- 
lage, from Charles .. Curtis and Nelson 
A. Leffler, assuming possession immedi- 
ately. 

For the past ten years Mr. Finney trav- 
eled’ for George Bowman, mill supply 
dealer, Utica, N. Y., which was later pur- 
chased by Finney & Fuller, Mr. Finney 
serving as president. 

Messre. Curtis and Leffler will continue 
to be identified with the hardware _ busi- 
ness. 
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Alban J. Lindblad 


Alban J. Lindblad Promoted 
by Wiebusch & Hilger, Ltd. 
Wiebusch & Hilger, Ltd., 106-110 Lafay- 


ette Street, New York City, announces the 
appointment of Alban J. Lindblad as a 
director and vice-president of the firm. 

Mr. Lindblad joined the organization 
almost a year ago and is in active charge 
of sales. A number of new lines have been 
added for 1927 and the firm reports an ex- 
ceptionally good volume of business com- 
ing in, with a good outlook for the year 
1927. 


Pratt & Lambert, Inc., 
Hold Sales Meetings 


The semi-annual sales convention of the 
Central, Canadian, and Industrial divisions 
of Pratt & Lambert, Inc., was held on 
Jan. 10-11, at the Hotel Statler, Buf- 
falo. A. D. Graves, president, was in 
charge of the meetings, and he reviewed 
briefly the organization’s accomplishments 
of the past six months, paying tribute to 
the men who helped make December the 
largest in point of sales ever enjoyed by 
the company, and 1926 the greatest year. 

In his address to the salesmen, H. E. 
Webster, senior vice-president, said he 
looked forward to another good year, not 
only for his company, but for the paint 
and varnish industry as a whole. The 
sound position of the fundamental trade 
factors, and the improved conditions in 


_ Europe, all tend to assure a year of good 


healthy business. 





Trade sales problems and new materials 
were discussed by R. W. Lindsay, general 
sales manager, and W. R. Fuller, technical 
director. 

\V. P. Werheim, treasurer, outlined the 
advertising program for the next six 
months. The extensive campaign was en- 
thusiastically received by the salesmen. 

Similar two-day meetings were held at 
the Blackstone Hotel, Chicago, on Jan. 
3 and 4, for the men of the western 
sales division; and the eastern sales divi- 
sion convened at the Hotel Astor, New 
York, on Jan. 7 and 8. 

Sessions for the industrial salesmen were 
held at the Buffalo plant on Jan. 10 
and 11. Technical discussions and dem- 
onstrations were arranged by T. E. Mur- 
phy, industrial sales manager. 
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Ernest W. Heath Dies 





For Many Years a Prominent Figure 
in Paint Manufacturing Circles 
—Dies in Chicago 


Ernest Warren Heath, prominent in 
paint manufacturing circles for more than 
half a century, died at the home of his 
daughter, Mrs. George T. Horton, Chi- 
cago, on Jan. 9. Mr. Heath, who was 
69 years of age, was the son of Monroe 
Heath, founder of Heath & Milligan. At 
the age of 17, after graduation from high 
school, he entered the employ of his 
father’s company where he served in vari- 
ous official capacities. 

He was general manager of the company 
in 1919 when it became a part of the Glid- 
den afhliation, and he remained with that 
organization until 1920 when he joined the 
Sherwin-Williams Company, where he was 
active until his health failed about a year 
ago. 

Mr. Heath was a widower and is sur- 
vived by his daughter, Mrs. George T. 
Horton, a brother, Arthur V. Heath, and a 
sister. 


Fred G. Houck Dies 


Following an illness of several weeks, 
I-red. G. Houck, prominent hardware mer- 
chant of Manchester, Mich., died at his 
home in that city, of paralysis, at the age 
of 58 years. He was born in Saline town- 
ship, coming to Manchester more than 
thirty years ago, when he took a position 
as clerk in the hardware store of Wurster 
Brothers. 

After.a few years he acquired the busi- 
ness and conducted an extensive hardware 
and implement business in the old stand, 
and a few years ago purchased the W. 
Kimble store property, also east of the 
river, and moved his stock there, where he 
continued to serve his patrons in a thor- 
ough and accommodating manner. 

Mr. Houck was one of the progressive 
merchants of the village, interested in civic 
affairs and was always ready to assist in 
public affairs. He had long been a director 
in the Peoples Bank, 


Attractive Book on Toy Center 


Elmer L. Allen, who specializes in ad- 
vertising promotion work for toy manu- 
facturers, with offices at 15 E. 26th Street, 
New York City, has sent us a very attrac- 
tive book, printed in two colors and en- 
titled “A Pictorial Introduction to the 
Manufacturers’ Permanent Sales Rooms 
at Toy Center,” illustrating and describing 
the completeness and variety of the lines 
shown in the Fifth Avenue Building, 
known as Toy Center, at Broadway and 
Fifth Avenue, New York. 


’ 
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George M. Landers Dies’ 





New York Manager of Landers, 
Frary & Clark and Prominent 
Connecticut Business Man, 
Succumbs to Pneumonia 


(george M. Landers, New York Manager 
of Landers, Frary & Clark, manufac- 
turer of cutlery, New Britain, Conn., a 
former president of the Connecticut State 
Senate, once mayor of New Britain and 
director of the North and Judd Co., of 
Connecticut, died Jan. 24 in New York of 
pneumonia. 

Mr. Landers was born in New Britain, 
educated in the public schools there and 
later was graduated from the Sheffield 
Scientific School of Yale University. He 
entered the firm of Landers, Frary & 
Clark in 1897 and served with it the rest 
of his life. 

In 1901 he was made president of the 
North & Judd Mfg. Co., also of New 
Britain, and served until 1918. Mr. Lan- 
ders was a director of that company at 
the time of his death. Beginning a politi- 
cal career in 1897, Mr. Landers served 
his city as councilman, alderman and 
mayor. He was elected to the State Sen- 
ate and served as president of that body. 
During the war he was assistant food ad- 
ministrator of Connecticut. Mr. Landers 
resigned his . offices with the Landers, 
Frary & Clark organization in 1911 to 
take up the management of the company’s 
New York office. 

His grandfather was founder and presi- 
dent of the firm of Landers, Frary & 
Clark. Later his father likewise served 
as president of the firm. The late George 
M. Landers became a director of Landers, 
Frary & Clark in 1895, secretary in 1897, 
treasurer in 1900, and on Jan. 4, 1906, 
combined the two latter offices and was 
made a vice-president, 


Manhattan and Bronx Banquet to 


Be Held Feb. 28 


The second annual dinner dance and 
entertainment of the Hardware and Supply 
Association of the Manhattan and Bronx 
Boroughs, Inc., will be held Feb. 28 at 
the Cornish Arms Hotel, West Twenty- 
third Street, near Seventh Avenue, New 
York City. G. Duncan MacLeod, chair- 
man of the entertainment committee, has 
full charge of the affair and promises 
wonderful entertainment, catchy music and 
plenty of dancing, along with a real ban- 
quet spread. 


Long Island Builders’ Supply 
Firms to Add Line of Hardware 


The Nassau Builders’ Supply Co., Inc., 
jobber and distributor of materials, 203 
East Merrick Road, Freeport, N. Y., is 
planning to install a line of builders’ and 
shelf hardware and is desirous of receiv- 
ing catalogs and price lists from manufac- 
turers. 
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P. E. Barth 


Western Cartridge Co. Appoints 
P. E. Barth as Sales Manager 


The Western Cartridge Co., manufac- 
turer of Western ammunition, East Alton, 
Ill., announces the appointment of P. E. 
Barth as sales manager, succeeding J. L. 
Donnelly, who for the past six years has 
been sales manager and secretary. Mr. 
Donnelly will continue his duties as sec- 
retary of the company. 

The new sales manager, Mr. Barth, has 
had many years of association with the 
hardware and sporting goods industry. 
For more than 25 years he was connected 
with the Simmons Hardware Co., 10 of 
which was occupied in daily road contact 
with dealers. 

Following the merger of the Simmons 
Hardware Co. with the Winchester Re- 
peating Arm Co., Mr. Barth served as 
president of the Winchester-Simmons Co. 
in Kansas City and subsequently in a sim- 
ilar capacity of the same organization in 
Chicago. For the past year he has been 
general manager of the R. M. Hollings- 
head Co., Camden, N. J. 





New York Toy Fair to Be 
Held Feb. 3 to March 10 


The New York Toy Fair for,1927 will 
be held Feb. 3 to March 10, with displays 
and exhibits at the Hotel Breslin, Im- 
perial Hotel, Fifth Avenue Building (Toy 
Center), Bush Terminal Sales Building, 
and the American Woolen Building. 

Exhibits will be made by the leading 
toy manufacturers from all parts of the 
world. These lines will be found in buy- 
ing areas for the convenience of the busy 
merchant. It represents an effort on the 
part of the manufacturers to provide buy- 
ers with the best possible opportunity to 
efficiently plan their business in this line 


for 1927. 





Star Brush Company Appoints 
Harry Wooden Sales Manager 


Harry S. Wooden has recently been ap- 
pointed sales director for the Star Brush 
Company, Brooklyn, N. Y. He started 
his career as a civil engineer and served 
with the Federal Government on _ the 
Panama Canal. Later he became interested 
in sales and advertising work. 


| 
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D. S. Cocheron Dies 


Veteran Salesman for Sickels-Loder 
Co. Found Dead in Hotel Room 
at Riverhead, Long Island 


1). S. Cocheron, salesman for Sickels- 
Loder Co., 56 Murray Street, New York 
City, hardware jobbers, was found dead 
on Jan. 26, in his room at the Long Island 
House, Riverhead, L. I. Death was at- 
tributed to a heart attack He was sixty- 
four years old. Mr. Cocheron has sold 
hardware on Long Island for thirty years, 
was well known and liked. 


_—--— 


Correction of Error 


Through an error the caption with ref- 
erence to the Remington Window Display 
Contest Award, on page 36 of the Dec. 30 
issue of HARDWARE AGE, read: “The other 
three pictures comprise a reproduction of 
C. T. Robertson’s winner of the $100 re- 
ward in Group Two. Mr. Robertson’s 
store is in Kalispell, Mont.” 

We have since been advised that this 
should have read the Kalispell Mercantile 
Co., of Kalispell, Mont., of which C. J. 
Robertson is window display and adver- 


tising manager. 





W. S. Leech Now Sales Manager, 
The P. Wall Mfg. Supply Co. 


W. S. Leech, formerly with the Robert 
Rawsthorne Advertising Agency, has been 
appointed sales manager of the P. Wall 
Manufacturing Supply Co., manufacturer 
of ice cans, blow torches and steel spe- 
cialties, 3126-3166 Preble Avenue, North 
Side, Pittsburgh, Pa., succeeding Mr. 
Leety, effective Jan. 1. 


_— 


Arthur P. Greene Opens Retail 
Store at Foxboro, Mass. 


After fifteen years with the Belcher 
and Loomis Hardware Co., and five years 
with the Congdon & Carpenter Co., both 
of Providence, R. I., Arthur P. Greene 
has announced the establishment of a re- 
tail hardware store to be known as the 
Foxboro Hardware Store, at 16 Central 
Street, Foxboro, Mass. 


—-—-+-—-—— - - 


Annual Beefsteak Dinner of 
Masback Hardware Company 


beefsteak dinner of the 
Masback Hardware Co., distributor of 
hardware, 80-84 Warren Street, New 
York City, was held on Saturday evening, 
Jan. 22, at Castle Cave, Twenty-seventh 
Street and Seventh Avenue, New York. 

The beefsteak dinner is a regular yearly 
function with the Masback Hardware 
Co. It is looked forward to with great 
anticipation by the entire selling force and 
by the inside organization and this year’s 
party, from all indications, proved to be 
the most enjoyable get-together the com- 
pany has held in some time. 


The annual 


Reading matter continued on page 190 
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Type GSX-112 
High power tubes 
for use in improv- 
ing tone and 
volume. 

List price $4.50 








Types GSX-20la 
and 


Gs-20la 
The popular gen- 
eral purpose type, 
for amplifier or de- 
tector. Long life 
andhigh efficiency. 


List price $2.00 





Type GSX-216B 
For use inbattery elimina- 
tors to rectify alternating 
current—advantageous in 
supplying the higher cur- 
rent required by power 
tube equipped sets. 

List price $7.50 





Type GSX-171 
High power tubes 
for useinlast stage 
of audio amplifica- 
tion giveincreased 
volume. 

List price $4.50 





GOLD SEAL ELECTRICAL CO.., Inc. 
25C Park Avenue, New York, N. Y. 


Gentlemen:— 
Please send me full particulars of the 
Gold Sealline and your attractive proposition 





Address 


City ——— 
H A. 2-27 
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4 Master of 
\~ the Air! 


Profit by the advantages which Gold Seal 





—superior quality, ins 
. ured by fines ials 
design and workmanship. 4 an 


—a guarantee that means 
what it says and 
is backed by a record of square ieatine van 


g 


—up-to-date dealer cooperation that really helps 


T ; ' 
bere, baer — and dealers are en- 
. ast selling line. Gold Se 
achieved national recogniti ; : ome 
gnition on real 
If you are not yet sharing in its laakeaaoene 


Mail this co t 
and get full pc hewad 
GOLD SEAL ELECTRICAL Co. 


INCORPORATED 


250 PARK AVE., NEW YORK 


Gold Seal 


Radio Tubes 





Jobbers—A few at- 
tractive territories 
still open — write 
for details at once. 
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Five Problems Retailers Have to Face 


—And thirty-three honest-to-goodness ways to 
tackle them. 


By Lester G. Herbert 


190 
Increase the Average Sale 
By showing genuine interest in the customer’s needs. 
By suggesting related articles and accessory sales. 
sy capitalizing the customer’s conversation. 
By calling attention to new goods. 
By offering to get just what the customer may require 


and to deliver it at his home. 

by showing the advantage of the /arger package. 

By showing the customer that you are in authority in 
your field, and willing to give reliable fact-information. 


Move Slow Stock 


sv bringing it out front where it will be seen. 

sy making up special priced combination-groups to 
sell at an attractive price. 

By asking the manufacturer for cooperation and using 
to the limit the aids furnished. 


By arranging a table or counter with a walkway 


around it so that customers may handle and examine 
voods, and make the prices of such goods right. 

sy planning and suitably announcing a sale. 

By exchanging goods with some concern which will 
vive salable stuff of a staple character. 

By making up, and offering combination groups of 
goods which contain several well-known staple items and 
one of the stock laggards, at an interesting price, and 
by limiting the time when such sale begins and ends. 


Regain Lost Customers 


By finding out frankly what is the trouble and ironing 
the difficulty out. 

By courteous letters of inquiry and personal calls if 
necessary. The telephone is not specially desirable in 
thisc onnection. 

By the announcement of a Complaint Department 
where old or new complaints will receive a fair hear- 
ing, and asking that an opportunity be given the man- 
agement at all times to straighten out anything which 
is wrong and insure satisfaction. 

By courteous recognition of such erstwhile patrons 


Display of Tool Cases 


| INI: out of ten men have tools but no place to 
L keep them, says G. 
Inc., Racine, Wis. They are all logical prospects for tool 
cases, but heretofore when the dealer suggested a tool 
case, Mr. Tool Owner immediately called up a vision of 
a big burdensome chest or trunk, so it 1s little wonder he 
was inclined to shy even at the suggestion. 

Now with the coming of symmetrical, portable tool 
cases, the ghost of old prejudice vanishes and we have 
before us a broad fertile market that requires only 
intelligent cultivation and it will yield a handsome profit. 

I-very day the hardware dealer has opportunities to 
increase his profit with a mere suggestion, a comment 
that the customer “protect the tools he is buying and 
those he has by adding a modern tool case to his equip- 
ment.’’ Displays of tool cases in the small tool depart- 


M. Pendell of Green-Case, 


when they are met on the street or elsewhere. Ly a 
cordial attitude when such people make an occasional 
and grudging appearance in the store. 


Meet Chain Store Competition 


By careful buying to meet chain store prices. 

By prompt elimination of slow sellers so as to release 
money for more active lines. 

By frequent or perpetual inventory systems, so as to 
keep close tabs on all stock details. 

By systematic training of sales people. 

By issuing to clerks, weekly bulletins of suggestions, 
direction, and store requirement. 

By selling the sales force themselves constantly on 
the store policies. 

By stressing individualized service and interest, and 
cashing in on personality. 


Train Salespeople 


By regular group conferences or classes on the store 
time, and which all sales people are required to attend. 
This can be done in two or three groups of an hour 
each per week. 

sy maintaining a current magazine and book shelf 
with a store librarian in charge who will submit to the 
group or class, a report of what has been drawn out and 
by whom,—these people being prepared to give a three 
minute digest of ideas gained from such reading. By 
private individual interviews with constructive sugges- 
tions and criticsms both favorable and unfavorable. 

By attendance of part or all of force at Business 
Institutes or conventions, as may be practical. 

By some system of recognition for sales supremacy, 
long time and faithful service, and customer-winning 
ability. 

By providing expert instruction by correspondence, 
through class instruction, or weekly bulletins of help- 
ful value. 

By clearly stated and thoroughly understood common 
sense rules which make for uniformity and the sys- 
tematic conduct of business. 


— i ee 


Will Bring Tool Sales 


ment will bring many sales of tool cases. Cases filled 
with small tools make attractive displays and add sub- 
stantially to the total tool sales registered on the cash 
register tape. 

Every householder is a good prospect. He has more 
or less of an assortment of tools usually scattered all 
over the house. This type of buyer especially will appre- 
ciate the suggestion that he purchase a satisfactory tool 
case so he can always find his tools. A tool case pro- 
vides a means of locking edged tools away from the 
inquisitive fingers of the children too. 

Sell your customers tool case protection. Protection 
from loss, theft and the deterioration of rust. Protec- 
tion for his children and saving of his own fingers and 
temper when he tries to drive nails with a cold chisel 
when he should use the hammer he cannot find. 


Reading matter continued on page 192 
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The above photograph pictures the wide area covered by the Roberts Multiple Spray Sprinkler—giving the same results 
as expensive underground installation at small cost. 


The multiple sprinkler set gives 
dealer and consumer greatest value 


One set of Roberts Multiple Sprinklers con- 
sists of 1 style A, 2 style B and 6 rubber wash- 
ers, price $3.75 set retail. Here is the equip- 
ment for a complete lawnsprinkling job, cov- 
ering bushes, flowers, lawns with a fine mist- 
like dew. No need to watch it—it covers a 
wide area—no great pools of water here or 
there. 

Above we illustrate its action by actual photograph. 
Our long experience in brass goods and water special- 
ties enables us to produce an item which will give the 
user years of service. Send for prices, discounts. Put 


in at ive di i nter card fur- | | 

up in attractive display boxes with counter card — a 
nished. Put up in sets of three 
Send for Circular NOW wane style “A” and 
Spring buying time is now. Before ordering your two “B,” with 6 rubber 
sprinkler stock—get full data on the Roberts Mul- washers. Same style 
tiple. heads as used in per- 
| manent underground 
THE ROBERTS BRASS MFG. CO. piping. A number of 


heads may be used. 


DETROIT, MICHIGAN 


ROBERTS 


MULTIPLE SPRINKLERS 
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Reduction of Taxes at Next 
Regular Session of Congress 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


EDUCTION in taxes at the next regular session of Congress 


beginning in December will be made at the extent of $350,000,000, | 
according to no less an authority than Representative Martin B._ 


Madden of Illinois. 


This prediction carries special weight. 


the House Committee on Appropriations, and it was made by Mr. Madden 
last week immediately after he had conferred on the subject with President 


Coolidge. 
White House. 


The proposed cut in taxes evidently has the approval of the 
Mr. Madden is not one of those politicians who, in order 


to further their propaganda, obtain an audience with the President and as 
they leave the White House give out some statement to correspondents 
in an effort to leave the impression that the subject dealt with was discussed 
with and has been given the 0. K. of the President when such was not the case. 


Mr. Madden’s statement confirmed the 
already well-established conviction that 
there would be no tax reduction at the 
present session of Congress, which has 
but about 22 working days remaining. 
While business interests of the country 
have been disappointed that no tax reduc- 
tion will be made at the session now draw- 
ing to a close, they have been “watchtully 
waiting” for the event to come about. The 
forecast of Mr. Madden is a reward for 
their patience. Moreover, by waiting till 
next session it is altogether likely that the 
cut will be greater than it would have 
been had the legislation been enacted at 
the present session. The cuts are expected 
to take a rather wide range, including sur- 
taxes, normal taxes, and the corporation 
tax. A number of “nuisance” taxes also 
are slated to go. Some of these are in 
the nature of excise taxes, such as those 
on automobiles. The Pullman surcharge, 
which goes to the railroads, unfortunately 
is not in the tax bill, but inasmuch as 
there will be general tax revision down- 
ward, it has been pointed out that those 
who travel might well ask Congress to 
repeal the surcharge legislation. 

Uncle Sam’s pocket is swelling with 
money and can easily afford a slash in 
taxes. Even with the cut predicted by 
Mr. Madden, there likely will be from 
$150,000,000 to $200,000,000 remaining as 
a surplus, so that Congress will have a 
broad basis to work on, and allow for in- 
creased appropriations, which may develop 
in the way of more money for the army 
and navy, deficiency items, etc. Mr. Mad- 
den said that the sentiment of the House 
is strongly favorable to tax reduction at 
the next regular session of Congress, and 
the same may be added with regard to the 
Senate. Business, Mr. Madden said, is 
not facing any real depression, so that 
revenues will continue to flow to the 
Treasury. The way it has been coming 
is indicated by the fact that total collec- 
tions for 1926 passed the two-billion- 
dollar mark, reaching $2,172,127,321.43, of 
which $1,256,793,285.95 were corporation 
and $915,334,035.43, showing the _lion’s 











share came from the corporations and 
further justifying the plea for the cut in 
this tax, now fixed at 13% per cent. The 
1926 taxes showed the substantial increase 
of $346,423,185.50 over 1925. 

Not only does Mr. Madden predict tax 
cuts at the next session, but that if there 
is not another one next year there prob- 
ably will be the year following. 


The name of Chief Justice Edgar Allen 
McCulloch of the Supreme Court of 
Arkansas has been sent to the Senate by 
the President to fill a vacancy on the Fed- 
eral Trade Commission due to the expira- 
tion of the term of Houston F. Thompson. 
Mr. McCulloch is a Democrat and is spon- 
sored by Senator Joseph T. Robinson of 
Arkansas, minority leader of the Senate. 
His appointment would fill the personnel 
of the Federal Trade Commission, al- 
though Abram F. Myers of Iowa, now 
serving as a recess appointee, has not been 
confirmed. There is a contest in the Sen- 
ate over Mr. Myers. 

The President also has sent to the Sen- 
ate the name of Lincoln Dixon, Demo- 
crat, of Indiana, to be a member of the 
United States Tariff Commission as a suc- 
cessor of H. H. Glassie, and it is not im- 
probable that there will be a row over his 
selection. Fighting presidential selections 
has become a habit with the present Sen- 
ate, the latest instance being the vote 
against Cyrus E. Woods of Pennsylvania, 
whom the President had named to be a 
member of the Interstate Commerce Com- 
mission. The fight over the appointment of 
Mr. Woods was one of the bitterest in the 
history of the Senate. The President is un- 
derstood to have been inclined to reappoint 
Mr. Glassie as a member of the Tariff 
Commission, but a number of Democrats, 
especially Senator Bruce of Maryland, 
served notice that they would strongly 
oppose him. Mr. Bruce’s objection to Mr. 
Glassie was based on the claim that the 
latter, while a Democratic member of the 
Commission, was an out-and-out high 


It comes from the chairman oi | 
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tariff man. And that was too much for 
the Jacksonian soul of the Senator from 
Maryland. 





The broadest survey regarding stand- 
ardization of industry, both nationally and 
internationally, has just been begun at the 
behest of some of the largest industrial 
leaders of the country, including men at 
the head of big steel companies, electrical 
manufacturing establishments, and others. 
The committee undertaking the gigantic 
task is headed by Secretary of Commerce 
Hoover, and, in addition, includes promi- 
nent industrial leaders, engineers, etc. 
W. Chattin Wetherhill, chairman of the 
National Committee on Metals Utilization, 
is secretary of the committee. It is ex- 
pected the committee will meet in Wash- 
ington in March to consider the findings. 





The Twinplex Sales Co., St. Louis, has 
received an order from the Federal Trade 
Commission directing the company to dis- 
continue the alleged practice of giving re- 
tail sales people cash rewards for selling 
its safety razor blade stroppers unless the 
sales people have full consent of their em- 
ployers. The Commission said that it 
found, in order to display the qualities of 
the Twinplex stroppers, the retail sales- 
men must demonstrate its use and give 
instructions to purchasers, and that to in- 
duce salesmen to devote time and care to 
the demonstration, the company, prior to 
Jan. 1, 1925, gave cash rewards for each 
stropper sold. Also, the Commission said, 
that in many cases employers were not 
only opposed to this practice, but unaware 
that their salesmen were receiving the pre- 
mium. After learning this, according to 
the Commission, the company on Jan. 1, 
1925, discontinued the practice of paying 
cash rewards except in cases where the 
salesman had the written consent of his 
employer. This method is now in effect. 
According to the Commission’s findings, 
the method of giving cash rewards prior 
to Jan. 1, 1925, tended to injure com- 
petitors of the company by depriving them 
of an equal opportunity for the sale of 
their products, and also tended to deceive 
that portion of the purchasing public 
which depends upon salesmen for advice. 





Including the entire group of German 
manufacturers of high speed steel, six in 
all, the United Steel Co. has been organ- 
ized, according to a cable received by the 
Hardware Section, Iron and Steel Divi- 
sion, Department of Commerce. The re- 
port says that it is expected that this con- 
solidation will result in much sharper 
competition in all fields in which this 
product is employed. : 


Reading matter continued on page 194 
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if You'll Help Us Dis! 


Here’s the story. A woman showed us this 
gold mine. She asked fora large size Gottschalk’s 
Metal Sponge (patented). We made it for her 
and she used 1t in place of a dish cloth—washed 
the dishes, glassware, pots and pans for an entire 
meal! 






Large Scale Mining Begins 


We Test the Ore 





Since then hundreds of other women have 
used this big metal sponge as a dish cloth. 


They say it’s wonderful! Makes the job 
easier. Does it more quickly. Does not 
scratch, rust, splinter or injure the hands. 
Rinses easily and keeps clean and sweet 
between washings They're through 
with dish cloths forever. 


Now we are ready to offer Gottschalk’s 
Metal Sponge (patented)—‘the sanitary 
dish cloth’’—to a national market of several 
million women. This interesting, new, 
proven idea will be advertised in national 
magazines and local newspapers. Other 
impressive publicity devices will be used 
to secure national acceptance. 





A Free Sample and a Share in the Earnings 


You will want to test the output of this gold mine yourself. Write today, 
on your business stationery, for a free sample of Gottschalk’s Metal Sponge 
(patented )—“the sanitary dish cloth.” It will be sent promptly together with 
details of an introductory offer that puts you in a position to cash in imme- 
diately on our sales and advertising investment. 


METAL SPONGE SALES CORP. 


2726 N. MASCHER ST., PHILADELPHIA 
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1927 Credit Foundation Firm and Substantial, 
Says J. Harry Tregoe 


Iife credit foundation of 
1927 inherited from its pre- 
decessor is substantial and firm. 
There has been no speculation 
among distributors of merchan- 
dise and our banking institu- 
tions have as a general thing 
held a strong grip on the loan- 
ing of funds says J. H. Tregoe, 
executive manager, National 
\ssociation of Credit Men in 
his New Year communication to 
members of that organization. 
\Ir. Tregoe continues in part: 
The credit foundation of 
1927 inherited from its pre- 
decessor is substantial and firm. 
There has been no speculation 
among distributors of mer- 
chandise and our banking institutions have as a general 
thing held a strong grip on the loaning of funds. The 
year was marked by careful buying, by well controlled 
receivables and an improvement in failure losses. Con- 
servatism and judiciousness as a rule have marked the 
production and the marketing of goods. Bank deposits 
in the leading financial centers of the country showed a 
material increase toward the close of 1926. This com- 
fortable situation is passed on to 1927. Our railways 
have continued to improve their facilities and equip- 
ment, with the result that goods have moved very freely, 
carloadings have been kept at a high peak, and with 
economies that have added substantially to their net 
operating incomes. Construction eased off at the close 





J. Harry Tregoe 


of 1926 though still maintaining a high peak. There have 
been funds available for construction purposes due in 
a large measure to conservatism in the merchandise field. 
In steel and motor production there was some letting 
down also toward the close of the year. Unemployment 
has been negligible throughout 1926; and although 1927 
will inherit some unemployment, yet it will not be, in 
my opinion, of a serious or disturbing nature. 

We added to our national wealth in 1926 a sum that 
I dare not estimate. The income of the nation and the 
profit of our factories will show larger figures than in 
the previous year. 

A great many individuals will start 1927 with debts 
they could not liquidate at once because of the ease 
with which certain commodities were bought on the 
deferred payment plan. We enter 1927, however, with 
an intelligent public scrutiny directed upon the instalment 
plan of selling and a disposition to exercise greater care 
than had prevailed formerly in exchanging commodities 
of any kind for a promise that had not back of it the 
basis of redemption. 

The savings of 1926 were not as large, in my opinion, 
as they might have been. There were extravagances, 
vet these did not consume beyond current income, as a 
rule. They{were not indulged to the point of using 
savings to satisfy them. 

The year 1927 finds in business and in credits par- 
ticularly a strong reproof of fraud and crime. High 
standards in the conduct of business, a true sense of 
honor in the handling of credit obligations, are recognized 
more than ever at the threshold of 1927 as necessary to 
our future welfare and progress. 





U. S. A. Toy Production Is Largest in World 


Country’s Total Trade Now Twice That of Germany—American Toys Are High Quality 


‘Tos toy industry of the United States produced 
$75,000,000 worth of toys in 1925, or more than 
twice the production of Germany, its closest rival and 
hefore the war the leading maker of toys in the world 
says the United States Daily. 

The Department of Commerce points out these facts 
in the introduction to its bulletin on “International Trade 
in Toys,” compiled by Jeannette M. Calvin of the special- 
ties division and made public on Dec. 18. The bulletin, 
which contains 38 pages and sells for 10 cents through 
the Superintendent of Documents, Government Printing 
Office, covers the trade in toys, from both the producing 
and buying angles, by countries. Twenty countries are 
studied, and exhaustive tables and summaries presented 
for these countries: 

United States, Canada, Cuba, Mexico, Argentina, 
Brazil, Chile, Uruguay, United Kingdom, Sweden, Ger- 
many, France, Italy, Spain, Czechoslovakia, India, Japan, 
Australia and New Zealand, South Africa. 

The official summary of the bulletin ‘is in part as 
follows : 


Growth of Industry 


“The growth of the toy industry in the United States 
during the last two decades—in which time it rose from 


a relatively insignificant position to that of the world’s 
leading toy producer—is revealed in a trade bulletin made 
public today. 

“Twenty years ago, the report discloses, Germany 
dominated the world’s toy trade. Outside of the United 
States this dominance still exists, but in this country 
German toys now account for only about 5 per cent of 
the domestic demand, although in 1904 the proportion 
was not far from 50 per cent. 

“In that year the value of toys made in American 
factories was only $5,578,000, while imports were valued 
at approximately $5,000,000. Last year American toy 
production reached a value of not far from $80,000,000, 
while imports had fallen to a position where they repre- 
sented only about 5 per cent of this country’s demand. 

“In 20 years, then, while the population of this country 
has increased 170 per cent, United States toy production 
has risen approximately 1300 per cent. At the same time 
the proportion of imports to demand has dropped from 
49 to a trifle more than 5 per cent. 


Best Foreign Markets 


The United Kingdom, Canada and Cuba are the best 
foreign markets for American toys, the report shows. 


Reading matter continued on page 196 
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GUARANTEE 


SATISFACTION GUARANTEED 
OR YOUR MONEY BACK 


REMOVE SEAL WITH 
WEI CLOTH 





















Decidedly Different om 


Four new Congoleum Rug patterns 


Novel in design. Novel in coloring! Four additions to the 
Congoleum Gold Seal Rug line that give you something 





CONGOLEUM-NAIRN INC. 


entirely new in felt-base patterns to liven up your Spring Hardware Division Headquarters 

sales and profits. Color reproductions will be sent on request. 1421 Chestnut St., Philadelphia, Pa. 
Get your order in early. Be sure you have these rugs for 

your Spring window displays. 
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Novel 
Display 
Ideas 


LARK HARD- 

WARE CO., 
Lexington Ky., use 
this display cabinet 
for batteries, flash- 
lights and sparkers. 
The manufacturers 
complete flashlight, 
bulb and_ battery 
stand fits the top. 
Three dozen No. 6 
dry cells use the 
upper shelf and on the bottom one dozen B batteries. 
The center shelf takes care of 10 sparkers. The stand 
is white pine, stained with dark oak finish. The di- 
mensions may be governed by available floor space. 





farmers and their wives appreciate this novel display 
rack shown below. It is used by Vonnegut Hardware 
Co., Indianapolis, Ind. There isn’t anything compli- 
cated to the construction of this stand. The old reliable 
two by fours form the frame work. Each shelf oper- 
ates as a drawer, may be drawn in and out for inspec- 
t10n. 


- 





HARDWARE AGE 





Kebruary 3, 1927 





Mill Supplies—a Profitable 
Line to Display 


HE Keith-Simmons Co., Nashville, Tenn., sells mill 
supplies throughout the city of Nashville and sur- 
rounding communities, and is popularly known as THE 


tool and supply depot of Nashville. The illustration 
above shows a typical window display of mill supplies, 
such as is frequently used by this enterprising Dixie 
firm. 

The line as carried by Keith-Simmons includes spur, 
helical, bevel, meter and worm gears, a full assortment 
of reduction units, silent chain drives, roller chain drives, 
attachable malleable chain drives, universal joints, pul- 
leys, pumps, flexible couplings, hardware and ground 
steel washers and reducing bushings. Among the items 
included in the allied lines are thrust bearings, annular 
hearings and journal bearings. 

Hundreds of sizes and kinds of grinding wheels are 
included in the stock of mill supplies in the Keith- 
Simmons store. Among them are to be found not only 
the ordinary types, but many odd shaped wheels, such 
as cup wheels and wheels for special grinding purposes. 

If you stock and sell mill supplies in your store, have 
you ever thought of utilizing your windows as a means 
for increasing your sales in this line? Such practice has 
proved profitable for the Keith-Simmons Co. and many 
other live wire dealers. Why not try it? 


This pipe rack shown below used by Whitney Alex- 
ander, Toledo, Ohio, enables the display man to show 
a full assortment of hammers, hatchets, hand saws, etc. 
The shelf at the half way mark provides space for tool 
chests. 





Reading matter continued on page 198 
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Draw Sales to You! 


NOT a slow seller 1n the group. 

Just two years on the market, Wagner fans 
have already made a national reputation. 
Starting from scratch with no old dies, fix- 
tures and traditions to hinder, Wagner, Qual- 
ity built a fan on scientific principles. The 
pitch of the blades is different. They slice the 
air instead of batting it noisily like the ordi- 
nary fan. They deliver a long, strong beam of 
air that can be directed wherever needed. 

Displayed on your counter, your customers 
will be amazed to see a fan deliver so much 
air so noiselessly. This is because of perfect 
motor balance and reduced magnetic hum. 

Fine appearance, sturdy construction, last- 
ingly trouble-free, Wagner fans are Wagner, 
Quality, throughout. They sell and stay sold. 

A wide range of size and type to satisfy 
every class of customer. And remember, nota 
slow seller in the group. 

Backed by a full guarantee and 25 Wagner 
service stations to maintain it, Wagner fans 
will bring sales to you this season. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue 


~~ 


Saint Louis, Mo. 


















LIST PRICES 
grinch, high-speed non 


oscillating $10.00 AC. only 
10-inch, high-speed 
oscillating 
(3-speed ) $16.50 A.C. only 
12-inch, high-speed non- 
oscillating $23.00 A.C. or D( 
12-inch, high-speed 
oscillating $30.00 A.C. or D 
12-inch, low-speed 
oscillating $30.00A.C.or D.C. 
16-inch, low-speed 
oscillating $35.00A.C. or D ( 
16-inch, high-speed 
oscillating $35.00A.C. or D( 
§6-inch ceiling 

fan $52.00 A.C. or D 

Ventilating Fans 

12-inch $27.00 A.C. or D. 
16-inch $31.00 A.C. or Dt 


Above prices cover fans 
° for 110-volts 60 cycles, or 
110-voledirect currentonly 

as noted. 
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McCarter Vise Has Universal 
Feature 
The Bel-Kel Mfg. Co., manufacturer of 
light hardware, 740 E. North Street. De- 
catur, IIl., marketing the McCarter 
Universal Vise, a special feature of which 


1S 


is a ball and socket arrangement that makes | 


it possible to shift the vise instantly to any 
desired position. The principle of locking 
the vise in position is positive and designed 
so that it cannot slip. 

When the lever is tightened the vise will 


stay in the desired position, regardless of 





Even oil can be 


what the angle may be. 
poured over the ball and yet the vise will 
not slip out of position, according to the 
descriptive literature of the manufacturer. 

It is made of strong malleable iron and 


steel; all parts fit accurately. The McCar- 
ter Universal Vise is available in four 
sizes and can be furnished with or without 
the screw in the base. With either type 
provision is made for bolting base of vise 
to bench. 


National Mfg. Co. Issues 
New Catalog No. 20 


The National Mfg. Co., manufacturer of 
builders’ hardware, Sterling, IIl., has re- 
cently mailed out to the trade an inter- 
esting 128-page catalog (No. 20), descrip- 
tive and illustrative of the complete line 
of builders’ hardware manufactured by the 
concern. 

The new catalog is printed on high 
quality paper and contains many faithful 
reproductions of the firm’s line of build- 
ers’ hardware, including door hangers, 
garage door sets, door pulls, butts, push 
and pull plates, bolts, etc., and should 
make a valuable addition to the hardware 
merchant’s reference library. 


Acme Pencil Holder 


The Acme Pencil Holder, recently 
brought out by the Jas. A. Gaffney Co., 
Inc., manufacturer of hardware special- 
ties, 35 Warren Street, New York, can 
be attached to any divider or compass for 
marking a circle. It is adjustable to any 
size divider. A _ carefully made _ pencil 
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holder with spring action tube, which holds 
pencil firmly. Positive lock thumb screw 
sets holder in any position of compass or 
divider. 

The Acme Pencil Holders are packed 
one dozen on a descriptive card in order 





to bring this tool before the mechanic and 


to help the dealer increase his sales. It 
furnished in nickel-plated finish on a 
highly attractive show card in _ colors, 


1S 


orange and black; size, 10 x 12 in. 








American National Announces 
New 3-Wheel Velocipede 


The American National Co., Toledo, 
Ohio, has brought out a new high-speed 
three-wheel, tubular chain drive, . bicycle 
gear velocipede, outstanding features of 





which are the modern, smart lines, splen- 


did design and perfect balance. It has a 
bicycle appearance that no doubt will cap- 
ture many a keen-eyed youngster who sees 
it in the dealer’s window. 

Another feature of this new item is its 
strong, substantial construction, as the 
illustration appearing above clearly shows. 


Issues Book on Store Planning 


“The Warren Blue Book” is the title of 
a handsome comprehensive and valuable 
book on store arrangement and store plan- 
ning that has just been issued by the J. D. 
Warren Manufacturing Co., 159 N. State 
Street, Chicago, and which will be sent to 
any hardware dealer upon request. 

The book is in no way a catalog but is 
rather a text book on store planning. It 
discusses such subjects as accessibility, 
open aisles, personal contact, impressing 
customers, open display, increasing turn- 
over, increasing average sales, women cus- 
tomers, inducing customers to shop around 
the store, departmentizing, store fronts and 
display tables. There are some fifty illus- 
trations. 

Several pages are devoted to store plans 
and layouts of actual stores, ranging in 
size from 20 by 55 ft. to 50 by 185 ft., 
each plan showing the arrangement of stock. 
Although the firm does not manufacture 
store fronts a number of pages in the book 
are devoted to modern store front and 
window arrangement. 
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Brown & Sharpe Vest 
Pocket Speed Indicator 


The Vest Pocket Speed Indicator, No. 


746, recently brought out by the Brown 


& Sharpe Mfg. Co., machinery and tools, 


Providence, R. I., is an ingenious device 
_for testing the speed of shafting, etc. 


| maximum service. 


Because of its simple construction, it 
gives long satisfactory service—there are 
no delicate adjustments to get out of or- 
der and the parts are made rugged to give 
Aiter the tool has been 


set at zero, merely place your thumb di- 





' rectly on the small dent in its side and 
' apply the rubber point to the center of the 
wheel or shaft whose revolutions are to 


be 


determined. Every hundred revolu- 
tions the steel plate lifts beneath your 
thumb, as if breathing. Count for one 
minute the number of lifts, each of which 


represents 100 revolutions. The r.p.m. 


_in either direction are obtained by adding 








to the number of 100 revolutions the read- 
ing in units of 5, which appears in the 
slot at the top of the tool. If the r.p.m. 
are less than 100, the reading in the open- 
ing will give the r.p.m. direct. 

It has only four major parts, is light 
in weight, weighing only 1% oz., and 1s 
accurate. 


Peli-Can Sanitary 
Waste Can 


The Central Stamping Co., manufac- 
turer of hotel wares, enameled wares, tin 
wares, etc., 206-208 Broadway, New York 
City, is marketing a most handy sanitary 





receptacle for waste materials in pantry, 
office or lavatory, known as the Peli-Can 
Improved Sanitary Waste Can. 

It is light in weight and has an auto- 
matic cover control, operated by foot 
pressure, leaving both hands free. 


Reading matter continued on page 200 




















February 3, 1927 HARDWARE AGE 199 


Areal 100% 
Can Opening, Machine 


*-@ 
- 
“* 





















Turn the | — 
thumb-piece 
and. tops. of 
cans are off— 
leaving edges 
smooth and 
contents undis- 


The BLUE STREAK will earn 
PROFITS for you 


The Household Blue Streak Can Opening Machine is a real 
seller. Strong and sturdily built, it represents the best there is 
in its line. Housewives want and ask for the Blue Streak. 








¥, 
Has blade made of same high 
grade tool steel as those on 
$2.00 and $6.00 Blue Streak 
Machines. Revolving parts 
have solid brass bushings. 


Equipped with an efficient 
bottle opening device. 


Operates equally well on 
large or small cans—round, 











The master size Blue Streak 
machine saves many precious 
minutes for housewives. 














a 
square, oblong or flat cans. 
All are opened in the same 
easy, quick, sanitary, satis- 
factory way. 


Fully guaranteed. Endorsed 
by Priscilla Proving Plant 
and Good Housekeeping 
Institute. 
































carton. 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 


Individually packaged 
packed one dozen 
attractive counter 
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Spring Lines Show More Activity— | Some Improvement in Steel 
Staple Lines Increase in Demand 


—Collections 


Reported as Good 


| ARDWARE business during the latter part of January grad- 
ually gained impetus for the spring trade, which is heing 
eagerly looked forward to by all branches of the trade, according 


to reports from the various market centers. 


Salesmen are report- 


ing sizable increases in orders for spring lines and also a better 
volume of fill-in orders from retailers. 


Few important price changes 


have been made during the past 


week, notably wrought steel goods of all kinds, on which the lead- 
ing manufacturers have announced approximately a 10 per cent ad- 


vance. 


A new price list on dry cell batteries also took effect Feb. 


1, showing higher prices on some items. 
In general, collections and credits seem to be improving in most 


districts. 


In commenting on the outlook for spring trade, factors 


in most territories are very optimistic and anticipate a satisfying 


volume. 


Chicago Prices Firmer 


With the gradual resumption of buy- 
ing in the Chicago territory, prices are 
developing a firmer tone. The only 
actual change, however, is a 2 cent 
per pound advance on sash cord, which 
brings it back to the level from which 
it dropped two weeks ago. 


Kiddie Kars Lower in the 
Boston Market 


New season prices on Kiddie Kars 


and Skooters have been issued, which | 


are about 5 per cent lower. Lower 
prices also have been made on compo- 
sition square bevel locks, Speedaway 
sleds and wringers, and all of the Bos- 
ton jobbers are now quoting manila 


year ended June, 1926, with a total of 
$90,029,590. The only calendar year 
aside from 1926 in which exports of 
agricultural implements exceeded $80,- 
000,000 was 1920, when they amounted 
to $81,422,090. 





“That, however,” said the statement, 
“was a year of abnormal demand and 
high prices, whereas the present figure 
|is the result of consistent and rapid 
_[volume] increase since 1922.” The 
largest item exported during 1926 was 
wheel tractors, numbering 49,984, with 
a value of $28,281,602. This is an in- 
crease of approximately 5000 tractors 





'and $2,000,000 over exports:of 1925. 


——___— 


Puts Nation’s Credit Loss at 


$500,000,000 in 1926 


Buying in Pittsburgh 

The past week has brought some bet- 
terment in steel business in the Pitts- 
burgh territory, but outside of heavier 
bookings in automotive steel, the im- 
provement is ascribable to a greater 
pressure to sell rather than to any pro- 
nounced increase in demand. The auto- 
mobile builders appear to have definite 
plans for larger production in February 
and accordingly are not only ordering 
out material that they had asked to 
have held up, but also are placing more 
new business than for the past three 
months. As against weakness in the 
common finishes of sheets, automobile 
body sheets are holding well at the price 
to which they receded a fortnight or so 
ago. There seems to be no stability 
in strips, either hot or cold rolled. 

The price situation in wire products 
is not as uniform as it has been recent- 
ly, with definite weakness noted in mill 
prices of nails in the Chicago district 
and in the secondary market in the 
East. All makers of steel pipe are not 
adhering to the quoted discounts, and 
even in the tin plate, despite a bright 
prospect for sustained consumption, the 
increase in productive capacity has 
been attended by increased competition 
and a widening of the preferential 
terms to tonnage buyers. On a recent 
order in the Pittsburgh district for ap- 
proximately 250,000 boxes, the base 
price was shaded by about 30c. 

No appreciable increase in_ steel 
works or rolling mill schedules has ac- 
companied the gain in orders. Seem- 
ingly, large orders were necessary to 
sustain the recent rate of output, and 
it is well established that a good deal 
of the steel now moving to the automo- 











tive industry was made up on receipt 
of the order and since has been wait- 
ing for releases. Ingot output in this 
and nearby districts is still estimated 
at around 70 per cent of capacity, with 
the Carnegie Steel Co. somewhat above 
and the independents somewhat under 


The nation’s credit losses of all kinds 
|in 1926 were placed at about $500,000,- 
000 by J. H. Tregoe, executive manager 
of the National Association of Credit 
| Men, who said that the 1926 total is at 
least $100,000,000 under the 1925 figure. 


rope on the same basis, whereas here- 
tofore some were higher than others. 
New prices have been issued in the 
Universal line of vacuum goods, which 
show advances and declines, changes 
being about equally divided. 





New High Export Record in 


Agricultural Implements 


Aggregating $85,666,570, exports of 
agricultural implements in 1926 estab- 
lished a calendar year record, accord- 
ing to a statement issued by the Agri- 
cultural Implements Division, Depart- 
ment of Commerce. Implements ex- 
ported in 1925 were valued at $77,565,- 
153. The only time the 1926 figure was 
exceeded in 12 months was in the fiscal 


Referring to the figures of R. G. Dun 
& Co., who place the number of last 
year’s commercial failures at 21,773, 
with a total indebtedness of $409,232,- 
278, Mr. Tregoe said that the compila- 
tions of mercantile agencies do not in- 





clude a source of heavy failure losses 
in the handling of receivables. 

“This is the cost of collecting slow 
accounts,” he said. “It amounts to 
many millions annually; and there is 
also the loss occasioned by throwing 
upon the markets large amounts of dis- 





tressed merchandise.” 





that level. 

The belief commonly held recently 
that there would be no change in coal 
mine wage scales was shattered last 
week by an announcement by a large 
commercial producer of a reduction of 
approximately 20 per cent, which was 
followed by other large commercial pro- 
ducers, but not as yet by the steel com- 
panies operating their own mines. 
There are now three district wage 
scales at coal mines and coking plants 
of the Pittsburgh district. 


Reading matter continued on page 202 
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Center Gauges Steel Rules and Straight Edges 


Compare Them For 
Accuracy, Workmanship 


and Finish © 


The more searching your inspection is the 
better Goodell-Pratt Precision and Machinists’ 
Inside Micrometers Tools will look to you. 





You'll find surprising accuracy, sharp, clean 
etched graduations, expert workmanship and a 
beautiful, enduring finish. 


Compare them item by item with other simi- 
lar lines. There are few as complete or that 
show the nicety of design and knowledge of 
what the toolmaker and machinist really want 
in fine tools. 


There are over five hundred items in this fine, 
comprehensive line. 


Goodell-Pratt Company 
Loolomniths, 


Speed Indicators | GREENFIELD, MASSACHUSETTS, U. S. A. 
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Steady Improvement Noted in Chicago 
District—Prices Remain Firm 


(Chicago office of HARDWARE AGE) 


HE usual seasonal recovery from the post-holiday and inven- 
tory slump is developing gradually but steadily. Fill-in orders 
for staple items, a growing demand for spring and summer 
goods and a fair amount of future orders for fall and winter mer- 
chandise are all forming a very satisfactory volume of orders at 


this time. 


Taken as a whole, the total business being placed com- 


pares favorably with the same period last year. 

As is to be expected, this renewal of buying activity has had a 
tendency to firm prices, and while there is only one change reported 
this week, it is rather significant of the market trend. Sash cord, 
which dropped in price only two weeks ago, is restored to its former 
level by a manufacturer’s advance of 2 cents per pound. 

Possibly the most important feature in the general market sit- 


uation in the-Chicago area is the activity in the steel industry. 


Rail- 


road buying is especially heavy with orders placed for 10,000 cars 


and 35,000 tons of rails. 
until it is now about 83 per cent. 


Operating capacity has been increased 


The money market is reported as easier with a better borrowing 
from the grain and packing interests. Collections are averaging 


fair. 


AUTOMOBILE ACCESS ORIES.— 
Sales are seasonably light. Prices 
show no change. 
We quote from 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, for Fords, 
50c. each: regular 58c. each; Cham- 
pion X, ‘45e. each: Champion Blue 
Rox line, 53c. each; A. 53c. each: 
lots of 100, 50c.; A. C. Spec ial Ford, 
36c. each. 
Spot Light. 
$6.50. 


jobbers’ stocks, 


— Appleton, No. 3280, 


air lots, 





35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 
$1.85. 

Tires and Tubes.—30 x 3%, oversize 
cord tires, $8.75 each; regular cord 
$6.60 each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.50 each. 


BUILDERS’ HARDWARE.—In spite of 
the reported advance by manufactur- 
ers of butt and hinge prices, Chicago 
jobbers have not yet made a corre- 
sponding advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.68 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2.40 per 
dozen pair: heavy steel bevel inside 
sets, $5.50 per dozen sets: steel bit 
keved front door sets, $1.50 per set: 
wrought brass bit-keyed front door 
sets $3 per set; cylinder front door 
sets, $7 per set. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Sales are _ seasonably 
slow. There are no price changes. 


1% in. cylinder, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise. — No. 14 


rubber covered wire, $6.50 ~~ ~— 
ft.; in 1000 ft. lots, $6.0 

lamp —- ba 25 _, 1000 ft.: + 1000 
ft. lots, $13 % in. brush brass key 
sockets, icine: each; ren -way plugs, 


45ec. each; in lots of 10, 40c. each: 
two-piece attachment plugs, 12c. 
each; dry cells, boxes of 50, 32c. 


ee 





each: less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766. $1.40 each: No. 767, $2.62 
each: No. 770, $3.33 each: No. 772, 
$3.62 each: No. 486, $3.85 each. 

Battery Charges. — Apco line, 
of less than 10, $13.50 each. 

Loud Speakers.—Western Electric 
No. 522 W $2.50 list. Discount, 30 
per cent. 


GALVANIZED WARE.—Jobbers are 


lots 


offering specials on tubs. Otherwise 
the prices are firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, : at. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.80. One gallon, all galvan- 
ized oil cans, $2.35 doz.; 2 gal., $4 
doz.: 3 gal., $6 doz.; 5 gal., $6.75 doz.: 


1 bu. galvanized baskets, $6.20 doz.: 
No. 26% bu. bailed galvanized meas- 
ures, $4.50 doz. 


HANDLES, TOOL.—Prices are firm, 
with a good demand. 
We quote from jobbers’ 


f.o.b. Chicago: 

Axe Handles. — No. 1 hickory, $4 
doz.; No. 2, $3 doz.: second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz. finest second growth 
hickory, $1.80 doz. 


HINGES.—Jobbers have not yet fol- 
lowed the lead of the manufacturers in 
advancing prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 80c.; 5-in., 90c.; 6- 
in., $1.00; 8-in., $1.70; 10-in., $3.60 per 
dozen pairs; extra heavy T eK Tt 
in bundles, ;- in., $1.20; 5-in., $1.2 
6-in., $1.26: 8-in., $2.10; 10- -in., $3. 6 
per doz. 


ICE SKATES.—The heavy demand for 
skates continues and jobbers’ stocks are 
getting broken. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men’s and Boys’ bright finish, 75c. 


stocks, 





pair. Half key Clamps, Rocker, 





Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and _ Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40 pair; Tu- 
bular Skates, Men’s or Women’s, 
Racer or Hockey, $5.50 pair. 


PAINT AND OILS.—Prices are un- 
changed this week. Sales are seasonal. 


We quote 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 9lc. 
per gal.; 5 barrel lots, 88c. per gal. 

Linseed Oil.—Boiled barrel lots, 94c. 
per gal.; 5 barrel lots, 9lce. per gal. 

Turpentine.—Drum lots, 98c. 

Denatured Alcohol. — Barrel lots. 
42c. per gal.; steel drums extra, $6 
returnable. 

White Lead.—500-lb. lots, $13.73 per 
100 Ib., net; 100-Ib. lots, ot: 50-Ib. 

$3.65; 12%4-lb. 


lots, $7.25; 25-Ilb. lots, 
lots, $1.85. 
Shellac. —(41%-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
ew Paste.—Barrel lots, 


from jobbers’ stocks, 


7c. per 


SASH CORD.—Leading manufacturers 
have advanced prices 2 cents per pound, 
putting them back to the level of two 
weeks ago. 


We quote 
f.o.b. Chicago: 
$7.40 per doz. hanks; No. 
hanks. 


SCREWS.—Prices are firm and the 
demand good. 


from jobbers’ stocks, 
No. 7 standard brands, 
8, $8.45 doz. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent: round 


head blued, 721%4-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent. 


STOVE PIPE, COAL HODS, ETC.— 
Future orders for fall delivery are 
reaching a very satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 12c.; 28 gage, 13c.; 26 gage, 
15%c. per joint. Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


WIRE PRODUCTS.—Sales are increas- 
ingly good. Prices are very steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 Ib.: catch weight spool galvan- 
ized cattle or hog wire, $3.75 per 100 
lb.; 80-rod spool of galvanized hog 
wire, $3.25 per spool. Polished fence 
staples, $3.50 per 100 Ib. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting; Gal- 
vanized before made, 57%-5 per cent 
discount; galvanized after made, 
52%-5 per cent discount. 


WRENCHES.—Prices are unchanged 
and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 


discount off new list; Trimo, 65-10 
per cent discount. 
Snap-on Wrenches. — Radio and 


electrical set, in metal cases, $2.75; 
No. 101 Master Service Set, $13.75: 
No. 202 Heavy Duty Set, $8. 80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 900 Square Socket Set, 
$3.70; No. 1878 Giant ‘‘Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on wrenches less 33% per cent 
discount. 


Reading matter continued on page 204 

















February 3, 1927 HARDWARE AGE 203 








7Innouncing_— 


A Practical and 
Attractive Display 
for your | 
Carborundum and 
Aloxite Wheels 


ESIGNED to carry all of 

the sizes and grits of Car- 
borundum and Aloxite Wheels 
that are in most demand—a 
quick selling stock that gives 
you a quick turnover of wheels 
for the garage and repair station, 
the small machine shop and the 
general mechanic. 
On the display board you will 
also find wheels in the right 
sizes for replacement on Carbo- 
rundum Hand Power Grinders. 


The display panel is a sturdy 
panel with a felt covered back- 
ground and gilt moulding. The 
wheels are mounted on special 
holders with a nickle clamp al- 
lowing for their quick easy re- 
moval. 


The display comes equipped with 
a complete set of wood bushings 
for refitting of the wheels to 





various shafts or arbors. COHE Grinding Wheel Pe 
a 2 ° Display Panel complete is ; 

And remember it is a display iahalin ieencmnatie memees 
from which you can sell—an ment of Carborundum 

- ; and Aloxite Grinding 
attractive, handy display that Wheels No. 4675. For de- 
will certainly stimulate sales. taile use the coupon. 

° The 
You can set the display up on P< 
the floor by means of the sturdy fo Company 
ee Niagara Falis, N. Y. 

easel and legs or remove the easel fo . 
and legs and hang it from the Pi penne tae 
wall by the heavy screw eyes. alt regarding grinding wheel 


display panel offer. 


o ; Name ities 
THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. o 
Reg.U.8. Pat. Off. Py 

SALES OFFICES AND WAREHOUSES IN New York, Chicago, Boston, Philadelphia, Cleveland P Street___ — 
Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids ° 


oo Goace 
The Carborundum Co., Ltd., Manchester, Eng. / City__ State 








af. My Jobber is__ wdtiteieinn 
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Optimism Prevails in Pittsburgh Territory 
Prices Generally Are Firm—Stocks Normal 


(Pittsburgh office of HARDWARE AGE) 


but the orders to a large extent are for fill in quantities of 


PH out tie good business is being done in this hardware market, 


seasonal goods with only moderate interest on the part of the 


retailers in goods for another season. 


As one jobber expresses it, 


“the business is not of such great volume or urgency as to require 
us to keep any of the force working at night to get out the orders.” 
It begins to look as if retailers will continue to place entire reliance 
upon the ability of the manufacturers and jobbers to provide sup- 
plies at short notice and to carry a minimum stock until the con- 


sumptive period arrives. 


The downward drift of steel prices since the first of the year has 
not escaped notice and it may be that distributors not only are rely- 
ing on their ability to get what they want at short notice, but that 
the decline in steel prices may eventually filter through to the prod- 


ucts made from steel. 


There has been a drop of $2 a ton in prices of 


sheet steel out of warehouses and the market is not very stable even 
at the lower level, since the mill prices do not yet appear to have 


gone as low as they will. 


ALARM CLOCKS.—tThere is usually a 
good demand for alarm clocks, but 
lately it has been especially brisk and 
jobbers are having trouble in main- 
taining stocks to the level of sales. 
Jobbers quote: 
Westclox line, America, $1.05 each; 
Blackbird, $1.76; Sleepmeter, $1.40; 
Jack O’ Lantern, $2.10; Big Ben, 
$2. 29; Big Ben luminous, $3.16; Baby 


Ben, $2.20; Baby Ben luminous, 
$3.16; Pocket Ben, $1.00; Glow Ben, 
»Jo, 


BATTERIES.—Steady demand still is 
noted with prices unchanged. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
i eer $1.05 $0.97 
 _ Bae ae 1.22 1.14 
Ree 1.32 1.22 
No. 766 1.40 1.30 
Se Cer 2.62 2.44 
a I teakd as deees 2.62 2.44 
OE OES 3.00 
 _ wr .42 .39 
eaves .40 .3D 
No. 6 dry cells, ignition type unit 
packages, 32c. each. 


Flashli ight. —No. 935, 9%c. each: No. 
950, 101%4c.; No. 790, 22c.; No. 705, 
21i%c.: No. 750, 18c.: No. 751. 24c 


Hot Shot.—No. 1461, $1.70; No. 1682, 
$2.35. 
BOLTS, NUTS AND RIVETS. 
the viewpoint of the jobber, the situa- 
tion is without change, demand being 
for small lots, but with a fair degree of 
frequency in such sales. Manufactur- 
ers continue to work on the new price 
list, which it is now expected will make 
its appearance in a week or so. 





We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 


and 10 per cent off list; nuts, hot 
pressed square, tapped in 3 lb. boxes, 
4 — - per 100; 5/16 in., $14; 3% in., 
$11; 1% in., $10; 5% in., $10; % in., $8; 











% in., $7.50; rivets, — eae and 
tinners, 60 per cent off |! 


FERTILIZER.—Quite a anit demand 
lately has develeped for farm and gar- 
den fertilizer. Jobbers quote: 


Old Gardener, 1-lb. cans, $2.05 per 

doz.; 5-lb. pails, 45¢c. each; 10-lb. 
buckets, 70c. each, 

ICE CREEPERS.—Some demand still 

is coming out for creepers, but it lacks 

the urgency noted earlier in the winter. 

Jobbers quote: 


Instep, $3.25; 
$3.75; 


$3 per doz.;: 
Blue Ribbon, 


Security. 
Newark, $3.60: 
Fit all, $4.50. 


SHEET STEEL.—Weakness in the mill 
prices of sheets has been followed by a 
drop of $2 per ton in prices out of local 
warehouses. 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
$4.85 base per 100 Ib.; corrugated No. 
28 gage, 2% in., $4.50 per square; one 


pass cold rolled black, No. 24 gage, 
$4.10 base per 100 lb. Armeo ingot 
iron galvanized flat, No. 24 gage, 


$5.70: Toncan metal galvanized flat, 
No, 24 gage, $5.70; all for lots of one 
to nine bundles. 
SLEDS.—Prices for this year on the 
leading makes of sleds will be the same 
as during the past year. Jobbers quote: 
Flexible Flyer, No. 1, $3. 7 ary 
No. 2, $4.75; No. 3, $6; No. $6.5 
subject to dealer's discount , Saag 
- Lightning Guider, No. 19, 
$1 each; No. 20, $1.20: No. 21, $1.40; 
No. 22, $1.60 net. 


WEATHER STRIP.—tThere is some de- 
mand for weather strip, but it is for 
small lots. Jobbers quote: 


Wood and felt, % in., $1.80 per 100 
ft.; % in., $3; cushion, all felt, % in., 
; & in., $2.80; % in., $3.25; all 
% in., $2.40; % in., $3.25; 1 


Home Comfort, in 100-ft. car- 
tons, $5.50 per carton, in 100-ft. reels 
$5 per 100 ft. 


WINDOW GLASS.—The market is 
quotable at 85 per cent off list for single 





strength A, 86 per cent off list on single 
B, 80 per cent off list for double 
strength A and 80 per cent off list for 
double B. 


WIRE PRODUCTS.—The mill situa- 
tion in nails is weakening, with the 
regular resale prices of $2.95 to $3, 
base, per keg, very unrepresentative of 
what is being done. One large jobber 
is selling nails in car lots at $2.67, 
base, per keg, and others are finding 
it necessary to meet the competition. 
Other wire products show a fair degree 
of steadiness, but the weakness of nails 
is disturbing. 


We quote from Pittsburgh jobbers’ 
stocks: 

Fence Wire . 

(Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
DIM i <s eide de eceeee 3.05 3.50 
ners 3.10 3.55 
OS err ae 3.65 
'* aaa 3.80 
OO er ey eee 3.35 4.00 
4) ore SS 4.25 
OS ee ee 3.75 4.45 

Barbed wire (per 80-rod spool): 

cca cedbheseceee 3.00 

ET - /vvceeeetcvseeoecesaee Me 

DE + 14 ose k dee ebeves soot 3.20 

DCC . chiiwegeedcdneeess0¢es'e re 

2-point cattle (special) ........ 

eld Woven Wire Fence (per 700 
rods): 

I eg ed $39.00 
NE ao a ae ald alae, Goin lia 54.75 
CE iia Coe eee Dears: cole 27.10 

EE ot Ore i wit Be. ie ee 36.15 
RES SOA RR Pil ame 35.00 
oe tee Ce art ek ee 48.25 

Poultry 

DE? écc¢bu spiced d cuales cess $35.60 

IS aida ia Re Salat a a a re a 43.00 

Sr ee ee 48.50 

Steel Fence Posts: Galvanized tu- 

bular. 

eee ree 

iia le rhs i ahaa 55c. each 

th ie ee de hele pe eee cle 65c. each 
base, per keg, $2.95 


Bright nails, 
to $3. 


INCUBATORS AND BROODERS.— 
There is the usual lively interest in 
poultry supplies common to this time 
of year. Incubators are not selling 
with much freedom, but there is active 
call for brooders, fountains and other 
chicken raising supplies. Jobbers 
quote: 

Incubators, No. 1, $26.25 each; No. 
$40.43; No. 4, $47.60: 
No. 14 E, $11.55: No. 16 

E, $25. 73; brooders, 
portable, No. $8.23 each: No. 21, 
$10.85; No. 22, ais 30: blue flame, No. 
80, $1 4. 00; No. 81, $15.75; coal burn- 


ing, No. 117, $15.05: No. 118, $18.55; 
No. 119, $21. 


PAINTING SUPPLIES.—Business has 
not yet begun to show much life either 
for current or future requirements. 
Prices show no special change except 
for turpentine, which has dropped 4c. 
per gal. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; white lead, 
14%%c. per lb. in 100-lb. lots; 10 per 
cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 9$6c. per gal. 
in barrel lots; raw linseed oil, 12.3c. 
per lb. in barrel lots. 


Reading matter continued on page 206 
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The above ads are the begin- 
ning of a sensational series 
of color page ads that will 


appear in— 


NATIONAL MAGAZINES 
During 1927 
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Color— 
And Its 
Effect on 
Your 
Business 


for 


1927 





Write today 


for complete  in- 
formation on this 
interesting subject 
and the facts about 


the 
LUCAS 
SPECIAL SALES 
CORPORATION 
FOR 1927 
Address Dept. H-2 
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olor— 
And Its Effect on 
Your Profits in 1927 


Color is the dominant note in today’s household decoration. 
LUCAS is meeting this demand and creating further demand with 
Lucas Luco-Lac—a brushing lacquer that— 

— Dries in half an hour without brush-marks. 

— Will stand weather exposure. 

—Is unaffected by hot or cold liquids. : 

— Actually improves with cleaning. 


Thus you can offer in Lucas Luco-Lac a most unusual product and 
this is backed by 

— Extensive national advertising. 

— Lucas promotion of prospects that insures speedy turnover. 

— Newspaper advertising in cooperation with dealer. 

— Brand new and attractive window displays. 
With such a winning combination you can surely make 1927 a 
most profitable year. Write for full particulars on “Color and 
Its Effect on Your Business for 1927.” 


Address Dept. H-2 


John Lucas & Co..inc. 


Paint and Varnish Makers Since 1849 
PHILADELPHIA 


PITTSBURGH CHICAGO 


30 BOSTON OAKLAND 
And Local Distributing Points 


NEW YORK 
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New England Hardware Business Just 
About on a Par with That of Last Year 


(Boston office of HARDWARE AGE) 


HE Edwards & Walker Co., Portland, Me., jobbers, has the 


following to say regarding the business situation: 
from the standpoint of orders, started off well. 


“January, 
Prices as a 


whole, we believe, will not advance, though we do not look for any 


unusual declines. 


Orders as received from both our mill and dealer 


customers are for immediate requirements only; therefore, they 
are running about the same as they have for the past few years.” 
In connection with this statement, one of the largest shelf hard- 


ware jobbers here says: 


“We are reasonably certain that January 


sales, although not quite as large as those for January, last year, 
are quite satisfactory, everything considered. As for prices, we 
are inclined to believe the general trend will be downward in 1927, 
but we anticipate no changes that can upset sentiment in wholesale 


or retail circles.” 


These two statements coincide with 
most of those issued by other New Eng- 
land jobbers. Retail dealers apparent- 
ly have made up their minds they will 
not change their method of purchasing. 
In other words, they intend to buy only 
as goods are required except on a few 
special lines. Experience the past two 
years or more has taught them it is 
comparatively easy to secure goods on 
short notice, consequently they see no 
need of tying up a lot of money in 
stock that will not be sold until later 
in the year. The average retail dealer 
is doing a very good business for this 
time of the year. And while the aver- 
age dealer has confidence in 1927, he ap- 
parently is more conservative than 
ever. Most retail dealers are reported 
as better off financially than they were 
a year ago, and the general credit sit- 
uation, according to jobbers, is healthy. 


BASEBALL GOODS.—<Although most 
of the local jobbing houses will not 
start their baseball goods selling cam- 
paign for another week or two, some of 
the largest retail buyers already are 
evincing interest in such merchandise. 
Interest centers mostly in baseballs 
and bats, however. 
We 
stocks: 
Bats.—Crack-A-Jack, $2 
net; Junior League, $3; King of 
Fields, $7.20; burnt oil finish. $10.80; 
Bing-Go, $12; Louisville Slugger Jr., 
$5.40. 
Baseballis.—Per doz. net. Dandy. 
7T5e Boys’ Favorite, $1.50; Young 
Americ an, $2; Junior League Special, 
$2; Junior League, $2.75: Boys’ 
$3.50: Dollar Lively, $6; Pro- 
fessional League, $8; National 
League, $14.50. 
BATTERIES.—All kinds of batteries, 
but more especially those adaptable for 
radio sets, continue to move out of job- 
bers’ stocks in good volume. 
far this year are ahead of those for 
the corresponding period of 1926 and 


1925. 


quote from Boston jobbers’ 


per doz., 


Le ague, 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 60, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net: No. 1562M, 








| 
| 


$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M. $2.45. 

Radio. —Dry cell, in lots of 50, No. 
7111, 35c.; each net; in smaller lots. 
-% a? net. B batteries, in units 
of No. 764, $1.14 each net: No. 
760, 7 30; _ 771, 39c. Storage bat- 
teries, 6 to $9. 75 each net: 6 to 11. 
$11.10: 6 to +9 $13.05. 


BOTTLES.—Leading manufacturers of 
vacuum bottles are out with new prices 
on bottles, which show minor impor- 
tant reductions and advances. New 
prices follow: 


We quote from Boston jobbers’ 
stocks: 

Bottles. Steel shell, with folding 
handle, nested drinking cups, No. 
521, $12 per doz. net: No. 522, $20; 
No. 571, $16; No. 572, $24. Brass 
— folding handles, nested cups, 

5191, $20; No 5192, $30; No. 591, 
$21: No. 592, $30. 80: No. 581. $22: No 
$32. Half pints, for school kits, 
70, steel, $12. 
$9: quart, $17.50. Assortments, util- 
ity pint, $7; utility quart, $11. 

Fillers.—No. 00, $8 per doz. net; 

No. 01, $8; No. 02, $14. e 


CUP SETS.—New price lists issued on 
cup sets by makers of the Universal 
line of goods disclose no change on cup 
sets. 





Columbia, pint 


We quote from Boston jobbers’ 
stocks: 

Cup Sets.—lUniversal line. No. 364, 
$1.50 per set net; No. 366, $2.15. 


FOOD JARS.—A slight change has 
been made in No. 811 Universal food 
jar, but quotations on other numbers 
remain as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Food Jars.—Universal line. No. 711. 
$2 each, net; No. 712, $2.70: No. 811, 


$2.80: No. 812, $3.50. 


GUNS AND AMMUNITION.—Among 


the new things being shown the retail 
trade by local jobbers is a Hamilton .22 


| rifle with bolt action, known as No. 43, 


Sales so | 


which costs the retail dealer $2.60 each 
net. It is the first time the Hamilton 


interests have made a rifle like this, and 





it is proving popular with New Eng- 
land retailers. 


LUNCH KITS.—Landers, Frary & 
Clark, New Britain, Conn., have issued 
new prices on lunch kits, which show a 
fairly large advance on the Columbia 








style. The cost of workingmen’s kits 
to the retailer remains as heretofore. 


We quote from Boston jobbers’ 

stocks: 

Lunch Kits.—Workingmen’s, No. 
. net: No. 420, 

Columbia, No. 2011, $16.80. 


ROPE AND TWINE.—AII Boston job- 
bers are now quoting manila rope at 
24c. a lb. net base. That price, in the 
case of some jobbers, represents a drop 
and in other cases an advance. Prices 
on sisal rope, yarn and twine remain 


unchanged. 

We quote from Boston jiobbers’ 
stocks: 

Rope.—Manila, 24c. per Ib. base; 
sisal rope, 18%c.; hay rope, 19c.; cot- 
ton rope, 50c. 

Lath Yarn. —Sisal, C130, 18c.; D200, 
19c. per Ib. 

Twine.—Hemp in a lb. balls, No. 
12, 47c. a Ib.: No. 18, 42c.: No. 24, 
400. ; No. 36, 38c.: No. 48, 37c.: Yazoo. 


24 10-oz, balls, $0c. a box; Bison, 12 
2-oz. balls, 80c. a box. Cotton cones. 
44c. Jute 2-ply, Marlin. 2-ply 
in 1-lb. balls, No. 4%, 27c.; No. 6 
24c.; in 2-lb. balls, No. 8, 22c, 

Yacht Marlin.—Tarred, 48c. per Ib. 
RULES.—tThere appears to be slightly 
more doing in rules of late, presumably 
due to the fact that numerous retail 
dealers, having taken account of stock, 
are balancing up on those styles and 
makes in small supply. 


We quote from _ Boston 
stocks: 

Rules.—Stanley line, Zig Zag, yel- 
low, No. 805, $3 per doz., No. 806, 


jobbers’ 


$3.44, No. 806F, $3.44, No. 808. $4.85. 
White, No. 855, $3.32, No. 856, $3.83. 
son” No. H806, $3.83, No. H856, 
4.21. 


SLEDS.—Makes of the Speedaway line 
of sleds are out with new prices for 
1927. These prices show a moderate 
decline as compared with those previ- 
ously quoted. The new prices follow: 


We quote from Boston jobbers’ 
stocks 
Sleds. —-Spectawsy, No. 99. $10.80 
per doz., net; 00, $12: No. 150, 
$14.40: No. 200, $18: No. 250, $20.40: 
No. 300, $25.20. 

STAPLES.—Along with orders for 


fencing, posts, etc., being taken by job- 
bers, the average retail dealer placing 
an order is taking a good supply of 
staples. There is every indication that 
retail stocks in general are small. 


We from Boston jobbers’ 
stocks: 

Staples.—Galvanized, from stock. in 
full kegs, $4.60 per cwt.: less than 
keg lots, $5. From factory. in car 
lots, $3.40 per cwt., net; in less than 
ear lots, $3.65. 


WAXES.—Advance spring orders for 
waxes, mops and the many other house- 
hold articles carried by the retail trade, 
are beginning to flow through jobbing 
channels in fairly large volume. Con- 
trasted with a year and two years ago, 
jobbing quotations on waxes remain un- 


quote 


changed. 
We quote from Boston jobbers’ 
stocks: 
Waxes.—Butchers, 1-lb. contain- 
ers, 50c. and 5lc.; 2-lb., $1.02; 4-lIb., 


$3.84. Staples.—In 1-lb. 
Old English, in 1-lb. 


$1.92; 8-lb., 
containers, 43c.; 
containers, 57c. 
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WHITING’S 
CELEBRATED BRUSHES 


ADAMS 
SUPERIOR BRUSHES 


The quality of the bristles 
in Whiting-Adams brushes 
is an advantage all around. 
It makes them wear longer 
| and work better. 


() TRADE 


a oO 
ZW MARK 


WHITING-ADAMS | 


| BOSTON 
BRUSH MAKERS FOR II8& YEARS 
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Spring Lines Show More Activity 
in New York Wholesale Hardware 
Market—Some Price Changes 


market is 


about as good as can be expected for this time of the year. 
Salesmen report a better volume of fill-in orders from re- 


(U, sbout ac business in the New York wholesale 


tailers and also an increasing demand for spring lines. 


Taken as 


a whole, retailers’ stocks, upon completing inventories were light, 
which evidently accounts for the increasing fill-in orders as reported 


by salesmen. 


A few important price changes have been noted during the past 
week, principally on sash cord, which, as predicted a week ago, ad- 
vanced two cents per pound. A revised price list on dry cell bat- 
teries, showing prices on some items to be higher, is also in effect. 
On wrought steel goods new lists of leading manufacturers showing 
an advance of approximately ten per cent are in effect. 

Collections and credits are reported generally good. 





Good Demand for Bolts, Nuts 
and Staple Goods 


Local jobbers are beginning to ex- 
perience a brisk demand for bolts, nuts 
and kindred staple items. Local whole- 
sale stocks are considered adequate and 
prices are holding firm, no changes 
being anticipated. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Machine bolts, % x 4, and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % x 6, and 
smaller, 40 off list; larger and longer, 
40 off list. 

Stove bolts, 80 off list. 

ag screws, 50 and 7% off list. 


_-—-- --——— 


Serew Sales Improving in 


New York Market 


A somewhat better demand for 
screws is reported by jobbers in the 
Metropolitan area, due principally to 
the increasing fill-in orders from re- 


tailers. New York stocks are consid- 
ered adequate and prices remain 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Discounts on wood screws: Iron 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72% 
per cent; Iron Blued, Round Head, 
72% per cent; Brass, Flat Head, 72™% 
per cent; Brass, Round and Oval 
Head, 70 per cent, 

These discounts apply to revised 
list of June 24, 1922. 

EXTRAS—20-10-10-5 per cent. 


—_——— -- 


Sash Cord Advances 2 Cents 
Per Pound 


As predicted in this column last week 
sash cord has advanced 2 cents per 
pound. The advance is a resumption of 
the former price on which a two-cent 
decline was recently made. 





Weatherstrip Still Active; 
Stocks Are Adequate 


Sales of weatherstrip continue active 
in the New York wholesale market. 
Jobbers say this season has been a par- 
ticularly good one for this line. Stocks 
are adequate and prices are holding 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW pnt 
Home Comfort, 500 ft. reel, 


maroon, $48.50 per 1000 ft. White. 
~~ i 1000 ft. 
Ner ve rstrip, 500 ft. on reel, 


$36 aor 1000 f 

Economy A weatherstrip, 
x 36 in. x 36 in. for windows, $27.36 
per case and $1.14 per carton. Same 
42 in. x 42 in. x 42 in., $31.68 per 
case and $1.32 per carton. Each car- 
ton contains sufficient equipment for 
one window. A case contains 24 car- 
tons, 

Same for doors, 36 in. x 84 in., 
$28.30 per case and $1.20 per carton. 

me, 42 in. x 84 in., $30.96 per case 
and $1.29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons. 


36 in. 


Wire Nails Continue at $3.35 
to $3.45 in N. Y. 


Actual trading in wire nails seems to 
continue at $3.35 to $3.45 per keg base, 
in the Metropolitan wholesale hardware 
market, although the published prices 
on nails show a figure of $3.50. 





Sled Stocks Depleted; 
Demand Still Brisk 


Stocks of sleds in the New York area 
are very much depleted. Several job- 
bers report no stocks on hand at all. 
A brisk demand for sleds is still ‘ap- 
parent. Prices for the coming season, 
which are the same as for last year, 
are holding. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Sleds, Flexible Flyers, No. 1, $2.50; 
No. 2, $3.17; No. 3, $4; No. 4, $4.33; 
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$5.83. Junior ae $3.50. 
. Prices are each. 

po. 9, $1.14; No. 10, $1.37; 

No. 12, $1. 90. Racer, $2. 

Prices are phony 





Lawn Fence Shows More 
Activity; Prices Steady 


Local jobbers report increasing sales 
in lawn fence and ornamental gates for 
delivery during March and April. Ade- 
quate stocks are on hand and prices are 
uniform. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW YORK: 
Flower Bed Guards.—16 in., $8.18 
roll; 22 in., $9.66 per roll. (165 


per 

ft.) 

Lawn Fence.—Single, 36 in., $1. 88 

per roll, 42 in., $13.37 P+ roll; 48 in., 
ft. 


$14.85 per roll. (165 
Lawn Fence.—Double, 36 in., $16.34 


per roll; 42 in., $17.82 per roll; 48 in., 
$20.80 per roll. (165 ft.) 
Ornamental Gates.— 

Single Opening Each net 
36 in 3 ft. $3.00 
42 in 3 ft. 3.12 
48 in 3 ft. 3.24 
36 in 3% ft 3.12 
42 in 3% ft 3.24 
48 in 3% ft 3.40 

Double Opening Each net 
36 in. 8 ft. $6.95 
42 in. 8 ft. 7.10 
48 in 8 ft. 7.20 
36 in 10 ft. 8.15 
42 in 10 ft 8.30 
48 in 10 ft 8.40 





Wrought Steel Goods Are 
Advanced About 10 Per Cent’ 


As announced a week ago, prices on 
wrought steel butts, brackets, T and 
strap hinges, and garage hardware 
were advanced approximately 10 per 
cent. New York jobbers have fallen in 
line with this advance and prices are 
being quoted at the new figures. 





Rope Sales Continue Fairly 
Good—Prices Are Holding 


Throughout the metropolitan terri- 
tory, rope business continues fairly 
good. Prices were advanced one-half 
cent for the January-February period, 
as was previously reported in this 
section. Manila rope, first grade, is 
quoted at 24%c.; second grade at 
22%c., and third grade at 20%c. 





Wire Cloth Active in New 
York Market Area 


The call for wire cloth continues 
active in the metropolitan area, for de- 
livery during March and April. Prices 
vary somewhat and stocks appear to 
be adequate. 


JOBBERS, QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Wire Cloth.—Black, 12 mesh, $1.80 
to $1.85 pe 100 sq. ft.; galvanized. 14 
mesh, $2.45 per 100 Sd. ft.; copper, 
14 mesh, $485 to $4.90 per 100 sq. ft.; 
16 mesh, $5.30 per 100 sq. ft.: golden 
bronze, 14 mesh, $5.35 to $5.40 per 
100 sq. ft.: 16 mesh, $5.80 to $5.85 
per 100 sq. ft.: 
$5.50 to $5.55 per 100 sq. ft.; 
$5.95 to $6.00 per 100 sq. ft 


dark bronze, 14 mesh, 
16 mesh, 
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More ice refrigerators will be sold this spring than ever 
before. You should get a share of this business. Many hard- 
ware dealers are handling the Challenge line with profit. 

We have a broad and popularly priced line, starting with 
an inexpensive box and grading up to an all porcelain re- 
frigerator with 18 walls of insulation, including pressed cork 
board one inch thick. 


We have been specializing in ice refrigerators for over 40 
years, and our factories cover 20 acres and include our own 
porcelain plant. 


Write us or your jobber for catalog. 


CHALLENGE REFRIGERATOR COMPANY GRAND HAVEN, MICHIGAN 


————— 


4 


—“ 


FCHALLENGE] 


=) Refrigerators 2 
a ne — Hp~ 








—Z 


ust 





—————— 











210 


HARDWARE AGE 





February 3, 1927 


Fluctuation in Price Outstanding 
Feature of Cincinnati Market 


(Cincinnati office of HARDWARE AGE) 


ALES by the local jobbing trade ir January were only fairly 
satisfactory, but nevertheless compare favorably with the 


bookings in the same months last year. 


in ordering spring merchandise, 


Retailers are slow 
and the normal requirements for 


delivery in March and April probably will not be placed in its 


entirety for another month. Meanwhile, 


to be active. 


jobbers expect business 


Fluctuation in prices has been an outstanding feature of the local 


market. 


Hack saw blades have been increased about 10 per cent, 


the advance being necessitated by a corresponding increase in the 


schedule of manufacturers. 


Denatured alcohol has been marked 


up 2c. a gallon by manufacturers, but the jobbing quotations prob- 
ably will remain undisturbed. Automobile inner tubes have de- 
clined about 5 per cent, and competition on sprayers has been so 


keen that -concessions have been 


made to obtain orders. Jobbers’ 


prices on window screens, screen doors and poultry netting will be 


announced in the next two weeks. 


All sales made to date have 


been taken on a basis of shipment from manufacturers’ stocks. 


AUTOMOBILE ACCESSORIES.—Sales 
of winter items have fallen consid- 
erably below those in January, 1926. 
Absence of a sustained period of cold 
weather has been responsible for the 
decreased activity. Changes in the 
prices of a number of commodities are 
attracting attention. Inner tubes have 
been reduced somewhat, and _ spark 
plugs are being offered at special con- 
cessions, provided that purchases are 
made before April 30. Dry cells and 
hot shots now are being sold on a basis 
of f.o.b. dealer’s shipping point, instead 
of on a basis of f.o.b. jobbers’ ware- 
house. 
We quote from Cincinnati jobbers’ 


stocks: 
TIRES 
Cheap Medium 
Grade Grade 
SOa SB Gabric ....+<. $5.35 $6.35 
30x3% fabric....... 6.25 7.25 
30x 3% cord ........ 6.75 9.75 
SP vcstseuecewn 10.60 13.75 
32x 4 cord .......... 11.15 14.50 
DE cencetenus 11.75 15.25 
34x 4 cord .......... 12.35 16.20 
32x 4% cord ........ 15.20 19.75 
33x 4% cord ........ 15.80 20.50 
34x4% cord ........ aha 21.25 
29 x 440 balloon ..... 7.55 9.65 
TUBES 

se aaa ree .99 1.25 
SID: . uo cen ee eae 1.20 1.45 
| oF re re 1.65 1.95 
> Se es 1.76 2.05 
ft 72a er 1.80 2.15 
29 x 440 balloon...... 1.51 1.85 

Spark Plugs.—Special lot prices 
quoted herewith are good only — 
April 30. 50 A. C. plugs, $25.50; ; 
A. C. plugs and 20 No. 1075. $22. 30: 
100 A. C. plugs, $48: 70 A. C. plugs 
and 30 No. 1075, $43.80. 

Batteries.—Dry cells in case lots 
of 50, 32%c. each; 4-cell hot shots in 
ease lots of 12, $1.67 each. 


AXES.—Sales for the spring season 
are beginning to reach sizable propor- 
tions. 


We quote from Cincinnati jobbers’ 
stoc 

Dre aid single bit base w eight 
handled axe, $19.50: Dreadnaught sin- 
gle bit base weight unhandled axe, 





$14.75: double bit base weight handled 
axe, $24.25: double bit base weight 
unhandled axe, $20. 


BOLTS AND NUTS.—Quotations are 
the same as two weeks ago, and de- 
mand from the retail trade is consid- 
ered fairly satisfactory. 

We quote from Cincinnati jobbers’ 


stocks: 
Machine Bolts. — Large. 50 and 


10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off: small, 50 
and 10 off: stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller. 75 
off; larger sizes, 65 off. 


BUILDERS’ HARDWARE. — Every 
evidence of a healthy condition is re- 
flected in the local building industry, 
and the numerous improvements under 
way and in the making warrant a con- 
tinuance of this favorable condition. 
Permits to the number of 21,350, aggre- 
gating in cost $36,945,000, were issued 
in 1926, compared with 18,646 permits, 
aggregating in cost $34,414,000, in 
1925. Construction work under way is 
holding pace with that in the early 
part of last year, but has been ham- 
pered by inclement weather. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy strap hinges, 5-in., 
95c. per doz. pair; heavy strap, 6-in., 
$1 per doz. pair: heavy strap, 8-in.,. 
$1.70 per. doz. pair; extra heavy Tee 
hinges, 5-in., $1.19 per doz. pair; 
extra heavy Tee, 6-in., $1.20 per doz. 
pair: extra heavy Tee, 8-in., $2.20 per 
doz. pair. 

70 «off: 





Prices have not been disturbed. | 


Hasps.—Common Hinges, 
safety hasps, 3-in., 60c.; single, per 
doz., 4%-in., 80c.; 6-in., $1.40 
Butts.—Steel, dull brass and an- 
tique copper case lots, 3% x 3%, 
l4c. per pair net; 4 x 4, 20%c. Less 
than case lots, 3 x 3%, 15c.; 4 x 4, 
21e 


Sash Weights.—Sash weights, $1.90. 
| inside Sets.—Square bevel inside 
sets in case lots, $4.50 per doz. 


FILES.—The situation is unchanged. | 
Business is being placed in moderate 
'volume and 
-warehouses have been fair. 

We quote from Cincinnati jobbers’ 


' 
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stocks: Black Diamond files. 40. 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—Bookings are 
holding up well for this time of the 
year. Prices are unchanged. 

Re A, quote from Cincinnati jobbers’ 


stoc 
Galvanized Pails.—10 at.. $2. 7 per 
at., 


doz.; 12 qt., $2.55 per doz.: 

$2.90 per doz.; 16 qt., $3.40 per doz.; 

galvanized tubs, No. 1. $6.50 per doz. 
GALVANIZED SPRINKLERS. — The 
schedule of prices for the spring trade 
has been announced and is printed be- 
low. 


We quote from Cincinnati jobbers’ 
stocks: 4-qt. sprinkling pots, $5.50 
per doz.; 6-qt. sprinkling pots, $6 per 
doz.; 8-qt. sprinkling pots, $7.10 per 
10-qt. sprinkling pots, $8 per 

; 12-qt. sprinkling pots, $9.50 per 
; 16-qt. sprinkling pots, $11.75 
per doz. 


HACK SAW BLADES.—In line with an 
announcement of an increase in the 
price by manufacturers, local jobbers 
have advanced their quotations approx- 
imately 10 per cent. 


PAINT.—Business is quiet at the mo- 
ment, and improvement probably will 
be gradual in February. Bookings for 
future delivery are light, with the pos- 
sible exception of linseed oil. 

We quote from Cincinnati jobbers’ 
tocks: 

Ready mixed house paints, $2.75 
per gal.; linseed oil in single barrels, 
S6c. per gal.; turpentine in two-bar- 
rel lots, 86c. per gal.; white and red 
lead in 500-lb. kegs, 14%¢c. per Ib. 
less 10 per cent. 

SCREWS.—There has been some discus- 
sion of changes in prices, but no al- 
teration of local jobbers’ schedules will 
be made in the immediate future. 
aE. quote from Cincinnati jobbers’ 
Flat-head bright screws. 85 and 
12% off listffi flat-head blue screws, 
85 and 7% off list; flat-head brass 
screws, 80 and 25 off list: round-head 
blue screws, 85 and 2% off list: 
round-head brass screws, 80 and 15 
off list; bright wire goods, $5 and 25 
off list. 
WINDOW SCREENS AND SCREEN 
DOORS.—Jobbers are taking orders on 
stock for delivery direct from manufac- 
turers’ stocks. Prices for delivery 
from local warehouses, however, are 
expected to be prepared in the next two 
weeks. 


WATER COOLERS. — Announcement 
has been made of the schedule of items 
for the spring trade. The new quota- 
tions are published below. 


st 





shipments from jobbers’ 


We quote from Cincinnati jobbers’ 
stocks: 2-gal. cooler, $1.80 each; 3- 
gal. cooler, $2.05 each; 4-gal. cooler, 
$2.40 each: 6-gal. cooler, $2.90 each; 
cooler, $3.90 each: 10-gal. 
$5 each; Twentieth Century 
cooler with bottle, No. 50 in mahog- 
any finish, $10.80 each: Twentieth 
Century cooler with bottle and stand, 
No. 500 in mahogany finish, $13.75 
each; Twentieth Century cooler with 
bottle. No. 50 in white finish. $11.25 
each; Twentieth Century cooler with 
bottle and stand, No, 500 in white 
finish, $14.50 each. 


8-gal. 
cooler, 
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Stock 


the (P) Brand 
for a Bigger, 


and More Profitable Ammunition Business 


ERE’S a quartet of shells headed by the now famous HIGH VE- 
LOCITY that plays the cash register for a song of sales and profits, 
repeat business and turnover, the like of which you’ve never heard before. 














Backed by a large campaign of advertising it acquaints itself with hunters 





Loading—Quality components loaded by and shooters everywhere—in such a way that they simply must try out 
the exclusive Peters method assure uni- ‘ , ‘ ; 
form fast game getting loads. the ® Brand. And once they try it, the quality of this line can be de- 


pended upon to bring them back for more. 





This holds true, not for just Peters Shot Gun Shells, but for the entire 
Peters Line of Metallics as well — a line that includes such famous names 
as Tack-Hole .22 Long Rifle Cartridge; Peters .25-20 and .32-20 High 
Velocity Expanding Cartridges; the .30-06, .30-40, .270 Winchester, 
PI po ntmncete ase A eo .250-3000, and the .300 Savage with the Peters Patented Protected Point 
head construction assure maximum pro- Expanding Bullet; and the new .30 Remington and .30-30 M. C. Hollow 
tection and highest efficiency. . 2 
Point Expanding Bullet. 

















There’s a real treat in store for you when you stock a complete line of 
Peters Ammunition — a bigger, more profitable, more satisfying ammuni- 
tion business. Write for the details of the Peters Dealer Plan. No obligation. 


THE PETERS CARTRIDGE CO. 














Wadding— Wadding in all Peters shells 


isgenuine hairfelt, making for high stand- Dept. B-22 
Cincinnati, Ohio 
~ New York Los Angeles 


SY mvITATION 
“cece OF 


ards of velocity, pattern and uniformity. 








DELERS 


AMMUNITION 














Crimp—Peters watertite bevel crimp as- 
sures smooth working in all guns, under 
every shooting condition. 
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Hardware [rade lmproves in Northwest 
Territory—Few Price Changes Noted 


(Minneapolis office of HARDWARE AGE) 


ITH the advance of the month, business is gradually gain- 
ing impetus for the spring trade, which is being eagerly 


looked forward to by every branch of the trade. 


Jobbers’ 


salesmen are out on their territories and are beginning to write 
up the future orders for spring delivery. 
The Northwest tributary to the Twin Cities is optimistic for the 


year 1927. 


It is believed that with a fair crop the return to better 


business is assured. Many districts suffered during 1926 from 
light or no crops, and a change toward improvement for this year 


is eagerly looked for. 


Prices are being revised for this year, and some of these changes 


are recorded below. 


AXES.—-Sales are holding up well, with 
stocks in good condition. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50: double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


BOLTS.—Demand in a retail way is 
rather light. Dealers are filling their 


stocks, after the annual _ inventory. 
Prices are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Carriage bolts at 
45 per cent: machine bolts at 50 
per cent; stove bolts at 75 per cent 
—_ lag screws at 55 per cent from 
sts. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Dealers are starting 
to fill in their stocks, ordering for later 
delivery. Demand is light at the pres- 
ent time. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities, 28 ga. slip joint 
single bead 5 in. eaves trough, $5.50 
per 100 ft.: 28 ga. 3 in. conductor 
pipe, $5.40 per 100 ft.: 3 in. conductor 
elbows, $1.73 per doz., net. 


GLASS AND PUTTY.— Demand is 
fair, with stocks being held down by 
dealers. Prices of glass show a change, 
with putty prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 87 per cent; 
double strength, 88 per cent, and 
strictly pure putty in 50 Ib. drums at 
$4.85 cwt., net. 


HAMMERS AND HATCHETS. — De- 
mand still is not heavy, awaiting the 
opening of the building season. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12: Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 


OIL HEATERS.—Sales are fair. Deal- 
ers are anticipating their sales when 
the weather changes to milder tem- 
peratures. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Nesco Perfect 
oil heaters, No. 12, $5.50: No. 

$7.00: No. 016, $8.25: No. 0190. 
$10.50; No. 151, $7.50; No. 0161, 


























No. 


$8.75; 0191, $11.00; No. 505 Giant, 
$11.25; No. 605, $12.75 each, with dis- 


count in quantities less than ten, 30 
per cent; ten or more, 30-5 per cent. 


OIL STOVES.—Occasional sales are 
recorded at present. The real demand 
will start with the opening of spring 


building operations and warm weather. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: 
NESCO— 

Sk ee cheese evceues $9.50 
a. 2 oe 8 cc coe seeds 17.50 
BOO, BLS © WUMIGTO cc cccccccccce 2.00 
BNO. BLE G4 DUPMOTD .ccccccccvces 28.00 
eh re ee oa kc ceoees 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


With vitreous enameled stove tops 
and splash backs: 
ee CS co ecw eeeed oss. - 
INO. B64 € DUPMOTS. occ cccccccsece 
Nesco dealers’ discount, lots a, ta 
than 10, 30 per cent, lots of 10 or 
more, 30-5 per cent. 


Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount, 30 and 5 per 
cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—De- 
mand for finishing materials is low, 
with the exception of interior finish- 
ing. Stocks are light with dealers, but 
spring stocks will soon be moving for- 
ward. Prices are unchanged, but white 
lead is lower. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1 gal. cans, 
and white lead in 109 lb. containers 
at $12.64 cwt., net. 


ROPE.—Demand is steady, with stocks 
ample for the call. Prices have not 
changed on sisal, but manila is half a 
cent higher. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25c. lb., base, and best grade 
sisal rope at 18c. Ib., base. 


SANDPAPER.—Demand is holding up 
well, considering the low point of the 
construction business. Stocks are am- 
ple for the demand, with prices firm. 


cook 








quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream: second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


steady, with 
stocks well assorted. Prices show only 
one change—that of an additional 5 
per cent on flat head bright wood 
screws. 


We quote from jobbers’ 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20-5 per cent: flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent, 
77%-10 per cent; 
75-10 per cent 


We 





stocks, 


flat head, brass, 
round head, brass, 
from lists. 


SNOW SHOVELS.—Sales are still very 
good in this line, with stocks being re- 
duced. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $19; steel blade 
straight handle, $4.50; galvanized 
steel blade, D handle, 15% x 17, 
$10.75: 16 x 21, $11.26 doz. net. 


STEEL GAME TRAPS.—Demand is 
steady, with the first of the selling sea- 
son well past. Prices are steady as. 
quoted. 
We quote from jobbers’ stocks, 
ee Twin Opne: Victor traps, No. 
gs 10; No. $1.38; No. 1%, $2.44; 
2, $3.56: ‘Oneida jump, No. 0, 
317 59; ‘No. 1, $1.83; No. 1%, $2.81 per 
doz. ‘net. 
Gibbs ‘“‘Two Trigger” noe ss 35 $5; 
doz., = 


Single Grip No. 1, $1.88; 
No. 3, $5.50; No. 4, $6. 70 
with freight allowed 


f.o.b. factory, 
in barrel lots. 
TIN.—-As with steel sheets, the demand’ 
is rather light. Prices are slightly 


changed. 





can” quote — jobbers’ stocks, 

Twin Cities: Furnace coke, 

cL. 20 x 28 oS at $14.50 per box and 

) od 20 x 28, 8 lb. coating, roofing tin 
at $15.75 per box, net. 


WEATHER STRIP.—Demand is grow- 
ing lighter as the season advances. 
Stocks are being graded down, with 
prices still unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, 
$1.85; $1.85; 1 in., $2.60; 


ome Comfort, $4.85, and Bosley’s, 
$1.25 per 100 ft. 


WIRE.—Sales still are comparatively 
light, with stocks being gradually built 
up for the spring demand. Prices are 
steady as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
per 80-rod spool; smooth black wire 
No. 9, $3.25 cwt., and galvanized 
smooth wire No. 9, $3.70 cwt. 


WRENCHES.—There is a fair demand 
for wrenches, with stocks well assorted.. 
Prices shows no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; Coes 
wrenches, 45 per cent, engineers’ 
wrenches, 50-10 per cent, and Trimo. 
pipe wrenches, 65 per cent from list. 


Reading matter continued on page 214 
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Surface-Type Operator 
Operates either wood or metal casements through the screen. A 
slight pressure on the handle releases the positive lock and allows 
you to swing the casement to any position between full-closed and 
90° open. Release of pressure allows the lock to take hold again, 
positively. Cannot loosen or rattle. Very inexpensive and easy to 
install on new or old buildings. Fully guaranteed. 











Flush-Type Operator 
An equally effective method of controlling casements under the 
screen. Can be used with both wood or metal casements and is par- 
ticularly adapted for use with metal—frame or roll-up type of screens. 
Operation is the same as for the surface type operator. Almost invis- 
ible because the pivot plate is sunk into the stool—flush! 





New Geared Operator 


This handsome new addition to the Win-Dor line offers advantages 
never before available. Only four turns of the crank are needed to 
swing the casement full open. The action is exceptionally easy and 
is free from play. Bearings and gears are completely enclosed and 
cannot “‘freeze’”’ because one member of any two working parts is 
always made of non-corroding bronze. The most compact, the most 
beautiful and the longest-wearing geared operator now on the market. 


HARDWARE AGE 


Win<Dor 


Modern Casement Hardware 











Automatic Stay 
Where screens are not necessary this one-hand-operated 
automatic locking stay holds the casement securely in 
position even in a high wind. Positive lock in any posi- 
tion. An exceptionally neat and inexpensive casement 
stay that can be used with both wood and metal case- 
ments on new or old construction. 
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Screen Hardware 


Simplest to use and quickest to install, on the market. 
Screens “‘snap-in, snap-out’’ with a minimum of effort. 
Spring-clip handles with corrugated contact surfaces 
snap over round-headed screws at each side of window 
frame. Top of screen slides behind angle plate at top of 
window frame. Very inexpensive. 





Cam-Action “Bolt-Fasts” 


A new development to meet the demand fora combina- 
tion bolt and fastener which will close a casement tight 
enough to exclude wind and rain. Win-Dor “Bolt-Fasts”’ 
draw a casement so tight that letter paper is firmly held 
between sash and frame and cannot be withdrawn. 
Made in five sizes, all finishes. 


Send for full information. Special attention to foreign inquiries 


THE CASEMENT HARDWARE COMPANY 
406A North Wood Street, Chicago, U.S.A. 


FROM CASEMENT HARDWARE HEADQUARTERS 
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The Drawlet Lettering Pen Comp lete Line of 


(Continued from page 180) 


The Egyptian numerals are about the easiest to learn | 
and present a very neat appearance and are to be rec- 
ommended where speed is essential. Each figure is com- (3 a r eC 4 O O 
posed of a series of short, quick strokes, as the arrow | 
points show and numbers indicate. [or instance, in ; 
making the numeral “2” the first stroke taken is a short, Spading Forks Whee! Barrows 
arched stroke, at the top from left to right. The next 


stroke, two, joins stroke one, as the dotted lines indicate Rakes Weeders 
in the second row of numerals. The final stroke, three, Spades Hand Plows 


is horizontal and finishes off the numeral. 


The top and bottom of the numeral “3” are the same Hoes Culti vato rs 


arched strokes as at the top of numeral “2.” The dotted 


lines in figure below show these strokes completed. Specially Priced 





The figure “4” is just three single strokes to complete. 

The first stroke is a left oblique stroke. The second 

stroke crosses stroke three at right angles, about the 

center. The graceful numeral “5” is constructed in just 

four single strokes, the dotted lines below show the 

os mplete Course Of construction. , just touching the nickel ferrule). The numeral “6” is a 
lhe beginner will observe that stroke three is the “Q” upside down. 

The figure “7” is next in simplicity to the numeral 
“1,” it requiring but two strokes. The numeral “8” 1s 
formed on the principle of the letter “S,” it being the 
most difficult of all the numerals. The top should be 
the smaller loop; it is sometimes made by placing one 


S p R | N GG small zero on the top of a larger one; this is probably 
the easier way to construct it but it will not look as 
well as if done according to the rule as shown on the 

plate. 


€ 
In forming the zero, the same principle of construc- 
O U Se e a mM | N tion is used as in making the letter “‘O,” only the lines 
of an oval are used instead of a circle. 
\Vhile these ten numerals are all constructed in the 


S p F ( | A | S manner of the single strokes mentioned this 1s not meant 

| e 

in the Basement. R \j 
principal arched or curved stroke used in forming nu- ( onsoles 


merals 5,6 and 9. This stroke, which is the only real 
difficult stroke to master, is executed by rolling the with built-in 


handle of pen with the thumb toward you (always keep 


the thumb and first two fingers well down on the handle. Speaker 


Spadin 2748 


Forks 


























to imply that they are absolutely finished. Each numeral 
will require a finishing touch. 





There are seven different sizes, giving a wide variety 
oft thickness in strokes; will fit in an ordinary pen 
holder, and cost around one dollar for complete set. 


The Drawlet pen is an absolutely fool-proof single- 
stroke lettering tool; it will not spread under pressure, 
holds sufficient ink at one dipping to write several words, 
is very simple in construction and easy to keep clean. 
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Kawneer 
Resiliency 
Means 
Plate Glass 
Protection 


























Dotted lines in illustration show how 
KAWNEER construction absorbs 
vibration from traffic and wind pres- 
sure, thus avoiding breakage. This 
flexibility (resiliency) is a feature 
exclusive in KAWNEER 


See reverse side for store fronts suitable for your line of business 4 





Were Last Year’s Profits Satisfactory? 


Inventories are Completed and January Sales are Over 


WILL inadequate show windows handicap 
your plans for larger sales and increased 
profits for 1927? Many merchants tell us 
how they attracted more buyers to their 
stores after installing a KAWNEER SrToRE 
Front. This well known display window 
construction has been used by more than 
300,000 merchants, in every line of busi- “ 
ness, since KawNEER originated it more 
than twenty-two years ago. 


You, too, can increase your profits with a 





/ 
KAWNEER Front planned to fit the needs | | A 
of your store. The problem of better dis- | VA 
play in your line of business is authorita- | He (The 
tively described in the free booklet, “How | rd Company 
to Display Merchandise to Sell It”. Send J 3tt7 From & 


4 NILES,MICHIGAN 
4 Send free book for my 
line of business. 


Kawneer <—- 


OLID COPPER iron 


STORE FRONTS 


for it. 
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4 
/’ Kind of Business 
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Plate Glass 


Protection 


The patented Kawneer re- 
silient (flexible) metal grip 
on the plate glass windows, 
prevents danger of break- 
age caused by vibration and 
wind pressure. This metal 
grip not only seals the joint 
but allows the plate glass to 
bend naturally under wind 
or other pressure. 
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KAWNEER INSTALLATIONS 727 
Hardware Stores 


Whether your trade demands heavy hardware or shelf 
goods, modern window display facilities are a vital 
need. Telling is selling and showing your merchandise 
to people that pass your store is telling them your sales 
story in the most profitable way. The installations 
shown on this page are all typical Kawneer Store 
Fronts. They indicate the various designs selected by 
these merchants as best suited to volume sales and suc- 
cess in their location. 


THE 
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The Cost is not 
Prohibitive 


Good display is essential to 
volume sales. The better the 
display, the more attractive 
is the merchandise. Lack of 
display facilities therefore 
is costly. It pays to invest 
in a Kawneer Store Front, 
because it pays for itself in 
extra sales in a short time. 
The cost is not prohibitive. 
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The Bright Star Super Power 
Combination B & Battery 
—of variable voltage—Four 
sitions, screw terminal 
eversible for either Bor C 
service. 





The Bright Star Super 
(im Power B Battery con- 

im tains extra large Bag 
im type cells and highly 
im active elements, which 
provide the extra 
— power and long life 
necessary for the eco- 
nomical operation of 
receiving sets of five 
tubes or more—Costs 
much less per opera- 
ting hour than small 
B batteries. 














A More Powerful 
Battery for Your 


Radio Customers 


That’s exactly what you can guarantee when you sell 
Bright Star Radio Batteries. Month after month in tests 
for staying power—these heavy duty batteries led against 


the field. 
The Quality Line 
; Bright Star Radio Batteries (Bag Type construction) by their EME ww EVERY res 
consistent performance are known among Radio Experts as “The ro mens 3,08 Sueeee | 
Quality Line.”’ rest memaL SEAN | 


“FE UTiniZzEO 
) e T Stan BATTERY Co 
M 


Nationally Advertised 


A big expansion in the Bright Star Advertising Program for 1927 
will bring in more Bright Star business—They are nationally ad- 





vertised in such publications as the Saturday Evening Post, Lib- ad! 4h 
erty Magazine, etc., and in metropolitan newspapers of large struction Dry fae 
. ° uprem 
circulations. and service for ail 
. e668 . ° standar ry Cell or 
Increased manufacturing facilities and modern equipment permit A Battery require- 
2 


us to extend our distribution. If your jobber will not furnish eae 


Bright Star batteries—drop us a line and we'll see to it that you 


‘BRIGH STAR 


< Radio Batteries 


Supreme <s cee "Tx Every Test 
Hoboken, N. J. San Francisco, Cal. 


Chicago, Iil. 
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Why Not? 


When you can get the highest quality without 
paying more for it—Why Not? 





These are quality goods. They cost 
your dealer more, but they cost 
you the same as inferior goods, 
because’ your dealer is honest and 
has given you ‘‘The greatest quan- 
tity of quality at the price.” “When 
you get a good thing, remember 
where you got it.’ 
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Note copy of insert to be found in each pack- 
age. Ours are quality goods and carry our guar- 


antee for both Quality and Quantity. 
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ATLAS TACK CORPORATION 


Fairhaven, Massachusetts, and St. Louis, Missouri 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- , 


ers ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 9, 1927. Hotel 
headquarters, New Peabody Hotel, 
Memphis. Charles F. Rockwell, secre- 
tary-treasurer, 342 Madison Avenue, 
New York City. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, IIl. 


IowWA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 


1927. S. H. Sale, secretary, Shreve- 
port, La. 
MICHIGAN RETAIL HARDWARE ASSO- 


CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 


ager. 





MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H. P. 
Sheets, secretary-treasurer, 
Washington St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 


130. E. 





Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, °INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building 
Los Angeles, Cal. 


SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 9, 1927. Ho- 
tel headquarters, New Peabody Hotel, 
Memphis. John Donnan, secretary- 
treasurer, Richmond, Va. 


SouTH DAKOTA RETAIL HARDWAR} 
ASSOCIATION CONVENTION, Coliseum. 
Sioux Falls, Feb. 22, 23, 24, 1927 
Chas. H. Casey, manager-treasurer 
Nicollet Avenue and 24th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARI 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19. 
20, 21, 1927. Walter Harlan, secre 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 


VIRGINIA RETAIL HARDWARE ASSOCIA. 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St.., 
Richmond. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 


1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 


treasurer, Stevens Point. 
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ey In this truck Nie = 





24 everything your truck % 
customers want! 2 


Strength? Yes—in an Anchor 
Truck there is strength to 
spare! : ‘ 





It’s made of steel throughout. 
Every part rigidly constructed. | : 
= No wood to splinter or break. | 


Lightness? Yes—an Anchor ; 
All-Steel Truck is light as wood! 
Balance? It’s perfect! 





Your customers will be sure 
to like this unusual truck. It 
means longer truck life—lower ; 
truck maintenance. Ask your | 
jobber for complete informa- 
tion or write to us for Catalog 
No. 101. 


Anchor All-Steel Trucks are 
made in a wide variety of types 
and sizes. 


ANCHOR POST FENCE 
COMPANY 


Formerly Anchor Post Iron Works 


9 East 38th St., New York, N. Y. 




















Branch Offices in Principal Cities 
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Better Torches 


Guaranteed to Please 


SIMPLEX 


Automatic 


Drop forged burner head. 
Gives more heat. 

Burns longer. 

Will not clog. 

The master torch of them all 
—Nationally known—Univer- 
sallv used. 

Operates 2 hrs. on one filling 
of denatured Alcohol. 


List Price $3.00 





SELFBLO 


The Best Two-Barrel Torch 
Money Can Buy 


A Chain cap covers gas ori- 
fice. 

B Spring Clamp easy adjust- 
ment. 

C Leak proof filler plug. 
Made in two sizes 7%” and 
1” barrels. 


List Prices $1.00 and $1.50 


DEX 


A full size—Heavy duty— 
More for the money. Rubber 
tube Alcohol Torch. Comes 
completely equipped and with 
side filling opening, eliminates 
removing wick when filling. 


List Price $2.00 





Dealers:-—These torches 
are stocked by the ma- 
jority of leading jobbers. 
Order by trade name. Be- 
fore accepting substitutes 
order direct from us. 

















Imitated But Not Duplicated 
Order by Trade Name 


LASHER-PEERBLOW CO. 


231 Harrison Ave., Boston, Mass. 
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A Few Thoughts on World-Wide 
Selling 
(Continued from page 139) 


of almost all Oriental countries. No one knows how the 
news spreads, but everything about you and your busi- 
ness is known. You cannot make a move without having 
what you do passed along through these underground 
channels of information. That is why China has always 
been a country very subject to propaganda. If you get 
your propaganda going right through this network, all 
is well for you, but this propaganda, by word of mouth 
from one Chinese to another, is an invisible power that 
has frequently bewildered foreign merchants seeking 


Chinese business. 
ok * * 


Then, if you happen to send out your own salesman 
to travel in foreign lands, just study your geography a. 
little. You must be prepared for great delays in going 
by ship from one country to another. For instance, has 
it ever occurred to you that it is farther in time from 
Sydney, Australia, to Christchurch, New Zealand, than 
it is from New York to London? Most of us, in our 
minds, think of Australia and New Zealand as being 
two islands adjoining and almost within a stone’s throw 
of each other. Very few of us have ever taken an atlas 
and compared the geographical area of Australia with 
states in our own country. If you wish to gather an 
idea of enormous distance, just turn to a globe of the 
world and then notice the distance from the American 
continent to the nearest continent westward agross the 
Southern Pacific Ocean. 

* *K > 

Since the World War even the smallest foreign coun- 
try is boiling over with the nationalistic spirit. This 
spirit has led these countries to the idea of building up 
their own manufacturing. In the general dissemination 
of knowledge in the world, they have gathered the fact 
that the large profits made by some of the greater nations 
of the earth have been in manufacturing. They now 
wish to keep these profits to themselves. They have, 
therefore, passed very stringent laws that have been a 
decided check upon imports. Their whole idea is to 
build up their own factories. In some countries the 
duties and the restrictions are so onerous that on staple 
items it is next to impossible to profitably sell any goods 
direct to these countries. These laws have led American 
manufacturers who have built up a business in these 
countries to establish their own factories in these coun- 
tries. These American factories in some instances have 
been very troublesome competition to our foreign 
friends, and therefore we are now being treated to new 
manufacturing laws that will make even the manufac- 
turing of our goods in these foreign countries still more 
difficult. 


K ok * 


In France, for instance, on many lines, the laws are 
so drastic that it is almost impossible for a foreigner to 
profitably manufacture goods in that country. Doing 
business has become so enmeshed in officialism and red 
tape, and taxes since the war have been so high, that 
{frequently a business established in such a foreign coun- 
try is more of a liability than an asset. 

x * x 

Notwithstanding these handicaps, the exports of the 
United States have been steadily increasing. Some of 
our great New York banks have established chains of 
branch banks in almost every civilized country in the 
world. These banks in New York have well-managed 
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foreign departments with experts at the head of them, 
who are glad and willing to given American merchants 
information and assistance in buying or selling goods in 
any part of the world. These banks publish pamphlets 
and booklets covering almost every conceivable subject 
about packing of goods, foreign declarations, consular 
invoices, collections and credits. 

If any manufacturers wish letters of introduction to 
any of our New York banks handling foreign business, 
the writer will be very glad, upon application, to give 
them introductions to the managers of the foreign de- 
partments of these banks. 

. 6 4 

I know this article is very sketchy. The subject is 
too vast. A whole book could be written on the per- 
sonal approach and the social side of foreign selling. 
Foreigners attach the utmost importance to all social 
forms. For instance, there are certain accepted and well- 
established forms of courtesy, even in a letter of intro- 
duction, and if these forms are not carefully followed 
a very unfavorable impression is created. 

es <4 

In China, for example, it is exceedingly bad form to 
be ina hurry. The Chinese consider that a broad leisure 
indicates a man of importance. Therefore it follows 
that if a man must hurry he is not important! 

x *« x 

In a number of foreign countries, when you arrive, 
you make calls on those people you wish to meet. You 
leave your card. If you are acceptable, they will re- 
turn your call. If you are not acceptable, you wait, 
and if they do not call you might as well leave the 
country. You are ostracized. 

» + 

An attractive, tactful wife with social instinct is of 
great help to a foreign representative. On the other 
hand, when the wife does not have these qualities she is 
a millstone around the neck of her husband, and is 
frequently the cause of his failure. Here in the United 
States a man’s social life and his business life are usually 
two entirely separate worlds. In foreign countries, how- 
ever, especially in the Orient, this is not true. Social 
and business contacts are so intermingled that, to be suc- 
cessful, a salesman and his wife must be as interesting, 
as knowing and as tactful as a well-trained diplomat. 

es 

In traveling abroad, if you wish to be comme il faut, 
it is proper promptly upon your arrival in a foreign 
capital to call on the American Ambassador. Not later 
than the next day he will leave his card at your hotel. 
A call from the American Ambassador will, to say the 
least, help your standing with the Concierge! 

x *« Ox 


This reminds me that the etiquette of visiting cards in 
Europe is as fixed as the law of the Medes and Persians. 
A book could be written just on this subject. A lady, 
for instance, in foreign countries is never supposed to 
leave her card for a gentleman with her address on it, 
She may leave a card with an address for some lady 
friend, but never, never for a gentleman. To be per- 
fectly frank, pretty ladies who promiscuously scatter 
their cards over Europe with their addresses on them 
are known to be members of the demi-monde. Probably 
this hint may be of some value to American women about 


to sail for Europe. 
e.6 @ 


In South America an American friend of mine, with 
his beautiful young wife on his honeymoon, visited a 
fashionable Bohemian café in a large city. .My friend 
left his wife for a few moments and when he returned 


(Continued on page 227) 
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Wets the Lawn—Not the Walk 


The Adjustable (3 in 1) Rain Drop Sprinkler is 
unequalled for lawns, terraces, flowers and bushes. 
Answers many purposes—meets every requirement 
—a quick seller. 


Covers a Wide Area 


Gives a fine mist spray covering an area of 20 to 
30 ft. Can be instantly adjusted to spray at any 
angle without wetting sidewalk or people passing. 


Fine for Gardens and Trees 


Hose nozzle can be quickly attached in place of the 
spray, when desired for watering gardens, trees, 
narrow strips of lawn, etc., and stream directed in 
any direction. 


Removable Rose Spray Top 


The rose spray can be attached to the garden hose 
and safely used as a beneficial spray for rose bushes, 
delicate flowers, shrubs, etc. 


New Combination Rotary 
Sprinkler 
For large lawns, parks, golf courses, estates, etc. A 
combination of our Rain Drop Spray with two Re- 
volving Arms that throw two fine streams, also one 
larger stream, in a fifty-foot circle. Rose spray in 


center gives fine gentle mist which mingles with 
larger streams for spraying large lawns. 






Jobbers Dealers 
supplied supplied 
direct— through 
promptly Jobbers 


Alsteel Manufacturing Company 
Battle Creek, Michigan 


et 
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Stability of Last Year Seen for 1927 








World Wide By New York Financial Writer 
7 . CCORDING to Paul Willard Garrett, financial 
Reputation 40.88.16 editor of the New York Evening Post, more goods 
——— were produced in this country last year than ever before, 
| and more were consumed, but what made 1926 the most 
ming meager pea A Shear prosperous year in history was the steadiness and full- 
Ee ae oe P- of Great ness of the flow into consumption. Large profits do not 
forged crucible steel. . spring from the production of things not wanted but 
Outlast the ordinary Capacity from efforts to satisfy a demand for a product or ser- 


vice that is sustained. For a year the country’s absorp- 
tive power has held on a high level without so much as 


snips in splitting large Great cutting 


force is ob- 











sheets or on _ regular 
bench work. 












tained in the No. 
30 Bench Shear 
through the applica- 
tion of the compound 
lever principle. Blades 
of solid 7/32” crucible 
steel. Easily cuts 12 gauge 
steel straight 
through to 
the point. 







No.” 30°Bench Shear 
Right and Left Hand Cut 


BARTLETT 


TRACE 


COMB2END 


PRODUCTS 


No. 777 
Lopping Shear 





PRUNING TOOLS 
AND TREE TRIM- 
MERS FOR’ TELE- 
PHONE AND TELE- 
GRAPH LINEMEN 





The Bartlett Line of Jointed 
Tree Trimmers and Pruners in- 
cludes a large variety of types 
and sizes. 
Of particular value are the No. 
777 two-hand Pruners of high- 
grade drop-forged steel. 
Priced very low. 
Economical to the buyer is 
the special Bartlett Aluminum 
Sleeve Joint which allows poles 
to be made any desired length. 
The Tree Trimmer may be had 
in the insulated style for pro- 
tection when working around 
high-voltage lines. Note the 
Bartlett Pruning Saw at the 
right with pole 8 to 16 ft. long. 
Bartlett offers a long-estab- 
| lishéd and thoroughly depend- 








Telephone able line. 
Type > 4 
hy Let ua quote you prices. _—- a 
Trimmer Saw. 


BARTLETT MFG. COMPANY 


430 E. Lafayette Avenue, Detroit, Michigan 











a downturn in summer. While 1926 was not so spec- 
tacular a year as was 1925, producing neither the latter’s 
setbacks nor forward adjustments, it brought a pros- 
perity far wider and more abundant. This new stabilized 
position in business is what gives real hope for 1927. 

Steadily the wide swings in industry from high to 
low are disappearing. Progress in that respect has been 
pronounced since the restoration of peace permitted the 
Federal Reserve system to perform its normal functions 
as a central bank. A greater degree of stability in 
business was achieved in 1926 than any previous twelve- 
month period. Never has the maximum fluctuation 
from the best to the poorest months in the steel industry 
been so small. Even in the general business curve a 
variation of 5 points for 1926 covers the extremes in 
fluctuation. 

Moderate gains in production have been turned into 
corporate profits greater by far than those for 1925 
or for any other peace-time year. The 1926 total net 
income of 167 leading industrial concerns will exceed 
a billion dollars as against 790 millions the year before. 
That indicates better than a 25 per cent increase. In 
similar fashion the railroads of the country will earn 
9 per cent more and the public utilities, as judged by 
the important ones, 12 per cent more than in the year 
previous. These profits were not paper profits such as 
made 1917 in some respects so remarkable. They were 
genuine profits. They could not have been accumulated 
in any ordinary year. It took the steady flow of goods 
into consumption, big volume of business and freedom 
from disconcerting price movements to produce them. 

Falling commodity prices have encouraged dealers 
everywhere to keep inventories down but the gentle- 
ness’ of the decline has inspired new faith in the price 
structure. For the first time it has been demonstrated 
that falling prices and prosperity are not necessarily 
paradoxical, especially when the recession is not so sharp 
as to offset the advantages gained through a moderation 
of the swings. Except as it staves off speculation and 
thus prevents inflation a shrinkage in commodity values 
is a handicap to business but this has been overcome by 
the introduction of more efficient methods in production 
and distribution. 

At $6,800,000,000 the construction volume for 1926 
topped the previous high of 1925 but that was about all. 
Except for the enormous gains of the initial months it 
would not have done that. In the statistical records 
1926 will go down as a new peak but building actually 
has been on the decline for months, even if ever so mod- 
erately. The industry can scarcely expect stimulus in 


the new year from a favorable trend in rents or from 
an underbuilt condition in the country. 

No better guarantee of sustained good business even 
if at a pace somewhat slower than the 1926 rate could 
be found, indeed, than in the freedom from credit strain. 
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Trading Down Brings Rising Costs 


(Continued from page 139) 


other places when you have better grades that would | 


be worth the difference in money to him. This easy 
course builds up neither reputation nor profits. 

How many hardware men have figured what happens 
to their ratio of expense when they trade down on quality 
to cheap prices? We recently had an illustration of this 
in the case of a customer who shifted from our $1.50 
hammer to our $1.00 hammer. His net profit on the sale 
of the $1.50 hammers after deducting all his expenses, 
was about 80 cents per dozen. His carrying charges, 
for interest on the difference in cost and insurance for 
a whole year was less than 20 cents per dozen lower 
for the dollar hammers. His margin on the dollar ham- 
mers was the same percentage of the sales price as his 
margin on the $1.50 hammers, but while it was the same 
percentage, it was actually $1.00 per dozen less. | 
pointed out to him, therefore, that he had reached what 
Llew Soule calls “the vanishing point of profits.” You 
see the $1.00 difference in gross margin just equals 
the 80 cents net profit plus the 20 cents per dozen dif- 
ference in carrying charges. I asked him to think what 
would happen if his average selling price should be re- 
duced through trading down 33 1/3 per cent. It would 
mean that to keep the same sales in dollars he would 
have to sell 50 per cent more merchandise. The gross 
margin would provide no more dollars to meet all ex- 
penses. He agreed that the increase in handling charges 
would make a big hole in his net profits. 

He had been induced to place quite a heavy order for 
the $1.00 hammers and intended to have his salesmen 
carry samples of them and make a drive to sell them 
to his retail customers. He bought them because thev 
looked good and superficially appeared to be an even 
better value at the price than the first grade. Actually, 
they were not, as the user would find out when he tried 
to pull a nail out of a tight place, and as the retailer would 
find when he discovered certain inaccuracies in work- 
manship that had to be accepted in a grade at this price 
and which did affect the use of the hammers in which 
they occurred. 

Another of our good customers told us of the great 
increase in their sales since they had stocked a cheap 
grade of aluminum ware with which their retail cus- 
tomers could meet the prices of department stores. 
These sales may be profitable, I do not know, but I 
wonder if that jobbing customer of ours and his retail 
customers lump all their expenses of doing business to- 
cether, determine what percentage this is of their sales in 
dollars and figure that if they can deduct this percentage 
from their sales price of any article, that whatever re- 
mains between that and what they pay for it is net profit ? 
That’s an easy way to show that cheap grades of mer- 
chandise turned over quickly are more profitable than 
the higher grades. Such a method of figuring, however, 
does not take into consideration that whether it is a 
cheap hammer or a cheap frying pan—it costs just as 
much to unload it, haul it from the freight station, put it 


into stock, repack it, ship it and deliver it, as it does for | 


the highest grade. It also costs just as much to enter the 
order, make out the bill and collect the account. The 
packing case which the wholesaler uses to reship it costs 
as much whether it carries cheap goods of a low sales 
value or high-grade goods worth twice as many dollars. 
The space occupied by each in the warehouse or the store 
is just the same. This means repairs to and deprecia- 
tion on the buildings, heat, light, water, power, interest 
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SELF-FLUXING 


SOLDERS 


: ADE by specialists with many 
* years experience in mixing 

metals. We use the latest im- 
proved machines, an entirely new meth- 
od which produces uniformly high 
grade Solders having an absolutely even 
distribution of flux and a perfect mix- 
ture of high quality metals. 


THREE SIZES OF WIRE 
No. 11 is {° diam. No. 14 is 3 diam. 
No. 16 is ;,; diam. 
Put Up on 1, 5 and 20 pound Spools 


Acid Fiux Special Flux Rosin Flux 
Solder Solder Solder 
for for that for 
Metal Goods Great Variety of Work All Radio Work 
Heavy Electrical Work On Which and for 
and General Repairing Rosin Is Too Slow All Fine Electrical 


In the Home and Acid is Too Strong Operations 


EASY and SIMPLE to USE 


“THE FLUX IS IN THE SOLDER” 


HRU our wide experierice and 
success as manufacturers of Bar 
Solder and Solid Wire Solder we 
have developed a method of making 
solders that melt quickly, flow fast and 
make tight joints. At the same time 
our Chemical Laboratory has produced 


fluxes that are clear, snappy, quick act- 
ing and leave the work clean. 


SEND FOR FREE SAMPLE 
GARDINER METAL CO. 


Makers of Quality Metal Since 1901 
1360 WEST LAKE ST. CHICAGO, ILI... 


Jobbers and Manufacturers 


ADDRESS DEPARTMENT F 
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on the value of the store and warehouse, or rent, cost 
just as much for a dozen $1.00 hammers as a dozen $1.50 
hammers. Figure it out yourself on your wash boilers 
or coffee pots or wash tubs or axes—it 1s all the same. 

About the only thing you save when you substitute 
a cheap grade for a high grade i is the interest on the dif- 
ference in cost for the stock you carry and insurance. 
What you lose is your reputation as a source of supply 
for dependable merchandise. If price and show are 
your chief appeals, you must expect to be placed in 
competition with chain stores, department stores and the 
catalog houses. You must decide whether you want to 
compete with them for all the trade or whether you want 
to attract to your store the best trade who will appre- 
ciate the value of your expert knowledge of hardware 
and the service you can render them by sound advice. 
It is through such service that you earn a profit. You 
can’t make money when the cost of handling and selling 
an article is more than your gross margin. Perhaps the 
loss you don’t see on cheap grades is eating up the profits 
you make on high grades. The more you turn over a 
loss the more you lose. 





Foreign Trade Prosperity in 1926 Highly 
Satisfactory as a Whole 


HE foreign trade of the United States in the year 

just closed has been, on the whole, highly satisfac- 
tory, though the lower prices of major agricultural 
exports have held down total values and worked hard- 
ship to the producers of these commodities, says the 
recent issue of Commerce Reports published by the 
Bureau of Foreign and Domestic Commerce, of the 
Department of Commerce, from which source the ac- 
companying chart was also obtained. Eliminating the 
effect of price changes, total exports increased about 5 
per cent, marking the highest record in our history, not 
excepting the war period. Exports of manufactured 
voods continued their steady upward swing, gaining at 
least 8 per cent over 1925. Imports also reached record 
proportions, the value surpassing that of the previous 
year by ‘about 5 per cent. with little change in average 
price levels. This diagram shows the trend clearly. 


Changes in Exports and Imports of the United States 
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EITH-SIMMONS CO., Nashville, Tenn., uses this un- 

usual display rack in its downtown retail store. Each 
panel has two display sides measuring about three feet 
square. These are suspended in the regular way on barn 
door track. The panels are fastened on swivels and may be 
twirled or turned at will. Two-inch pipe forms the frame 
work. The floor space consumed by this device is approxi- 
mately four feet wide and twelve feet long. Ten swinging 
panels offering twenty display surfaces enable the company 
to put on display many useful everyday items not always 

displayed in hardware stores. 


A Few Thoughts on World-Wide 
Buying 


(Continued from -page 223) 





he was astonished to see a distinguished Latin-American 
occupying his chair, addressing his wife fluently in Span- 
ish and meanwhile affectionately patting her hand! She 
was so astonished that she was speechless and helpless. 
My friend, of course, wanted to fight. However, an- 
other American present came to the rescue and explained 
to him that his wife should not have come to this res- 
taurant bareheaded. It seems that it is customary for 
virtuous ladies, when attending these restaurants, to 
always wear their hats. 
2 

Another friend who made a trip down the East coast 
of South America told me that he was invited to motor 
out to the race course near the city. There was a large 
crowd present. The grandstand was filled. There was 
cheering and great excitement. The results of the races 
were posted in the usual manner, but there was not a 
horse in sight. “Where are the horses?” inquired my 
friend. “Oh,” said his Latin-American host, “there 
are no horses here. The actual races are being run fifty 
miles away, and only the results are reported here by 
wireless, but, you see, the crowd are all betting and 
having all the thrills, even if the horses are absent!” 


* 4 * 


Ollie has just announced that the pipes are thawed 
out and the water is running from the taps. I have writ- 
ten little that is worth while, but my thoughts have 
traveled to many odd corners in foreign lands, and 
memory has brought back numerous curious and amus- 
ing experiences. Altogether, I, at least, have had 
very pleasant morning! 
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DON’T SUBSTITUTE — 
SELL THE WITT 


Why try to substitute or “pass the buck”’ 
when your customer asks for a Witt 
Corrugated Can? When you try to 
sell him an ordinary can, he is likely to 
believe the other store sells a higher 
quality of goods—and trade there. 


You have a strong incentive to sell Witt 
Cans: the profit is three times what you 
usually make on an ordinary can, and 
you cater to a high grade of satisfied 
customers. Every Witt Can is guaran- 
teed to outlast from 3 to 5 of the ordi- 
nary kind, and the guarantee tag is 
wired to the handle. You cannot rec- 
ommend them too highly. 


Join the army of Witt dealers and 
watch your sales and profits increase 
on ash and garbage cans and pails. I[f 
your jobber cannot supply you, write 


THE WITT CORNICE CO. 
2111 Winchell Ave. 
CINCINNATI OHIO, U. S. A. 


Manufacturers of 


Wihih 


CORRUGATED 
*CANS and PAILS»®: 


For a sales booster, ask about the Brighton Line of Cans 
and Pails. This is a medium weight line that is above the 
average in everything but price. 
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Have You Ever Counted 
the Clothes Closets in 
Your Territory ? 


Every home contains from two to six closets— 





and every home needs a K-V Clothes Closet 
Fixture for each closet. 


Here is an enormous field which we are develop- 
ing for you by means of a wide-spread advertising 
and selling campaign to housewives, realtors, 


builders, and architects. 


K-V Clothes Closet 
Fixtures 


will make every closet neater and 
more sanitary 


—-and they double the capacity of closets wher- 
ever installed! This is the message we are 
bringing to your customers, in their favorite 
magazines. 


It will pay you to carry at all times a representa- 
tive stock of K-V Fixtures. Every old home— 
every new dwelling, apartment or hotel is a live 
prospect. The investment is small. The turn- 
over is quick, and your profits certain and steady. 





Get This Free Booklet 


oy the coupon now for our catalog and instruction 
boo 





Gives complete selling and installation in- 
formation. Tells how to interest architects and 
builders and pave the way for big supply contracts. 
Act at 


Be ready for the spring building season! 


once! 











Knape & Vogt Mfg. Co. 
DEPT. 72 | GRAND RAPIDS, MICH. 
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- Mail me my copy of your free instruction book, together with ' 
: suggestions fer increasing my building hardware business. 1 
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Good Display Racks Help to Sell 
Hardware 


Pg properly displayed are half sold, according 
to Troxel Brothers of Denver, who are noted for 
striking and original methods of bringing their stock 
of hardware to the attention of the public. 

Here is a movable display rack, contrived by the 
genius of the organization, which is readily adapted to 
seasonable changes in trims. During the winter season 
it is adorned with ice and roller skates; in summer with 
baseball bats, golf clubs, fishing tackle, tennis rackets, 
etc. 

It is made of nicely dressed and varnished pine lum- 
ber, is 6 ft. wide and stands about that high. The first 
30 in. from the bottom is used in front for stock skates, 
while a detachable section, 6 in. deep, on the back, 1s 
used for air rifles. Above this is a shelf 12 in. wide, 
covered with green plush, which holds in winter an 
assortment of ice skates attached to shoes. It is re- 
moved’ during the summer season to make room for 
hall bats, etc. A few inches above is another plush- 
covered board, placed vertically, with a row of hooks 
upon which samples of ice skates alone are hung. Still 
higher is a horizon 8-in. shelf, trimmed as the others 
and carrying a variety of roller skates. The few inches 
from this shelf to the top are occupied by skate straps. 

Upright parts of the rack are of 1 x 3 in. lumber. 
Small rollers underneath permit the rack to be easily 
moved to points of vantage, where it seldom fails to 
catch the eye of incoming customers. 





Watch Your Toolchest 
By Marshall Starr 


“IT know my cold chisel,” said Thomas McGraw, 

‘My trusty screwdriver, my vise and my saw, 

A little screw here and a nail driven there, 

Keeps this loose-jointed world in a state of repair, 
A hammer in place and a file handy, too, 

Makes life run the smoother for me—and for you, 
Now take my advice and buy only the best, 

You can face any trial with good tools in your chest!” 
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Hardware Store Logical Medium 
For Sale of Floor Coverings 


N the western New York city of Dunkirk, N. Y., a 


town of 25,000 population, there is a hardware mer- 


chant, John Weingart by name, proprietor of the 
Weingart Hardware Co., who has enough forethought 
to take advantage of an opportunity when he sees it. 
Several years ago he realized that the hardware store 
was a logical medium for the sale of floor coverings and 
linoleum and accordingly put in a minimum stock of 
linoleums and small rugs, valued at fifty dollars. While 
he anticipated that the experiment would prove suc- 
cessful, he was more than amazed when the results en- 
tirely exceeded his expectations. 

Mr. Weingart tells us that he turns his stock of floor 
coverings about five times per year. He has found this 
line a satisfactory one to handle, for it is one that is un- 
usually attractive and sure to attract the attention of 
prospective purchasers. Therefore, in his opinion, the 
merchandise is practically self-selling. As he told us 
when we visited his store in December, it does not re- 
quire much in the way of expert salesmanship to keep 
the line moving, but being a good salesman, he does not 
make the mistake of not using his selling ability when 
opportunity presents itself. 


In addition to his store display, Mr. Weingart every 
now and then devotes a window exclusively to the dis- 
play of floor coverings and because of the attractive 
color effects that are possible, it has been found that the 
line is well adapted to window displays. 

When we asked him what he would advise a retail 
hardware merchant, desirous of taking on a line of 
floor coverings, to get in the way of an initial stock, Mr. 
Weingart said that judging from his own experience a 
merchant wanting to start in a small way, gradually ex- 
panding his business could start with a stock of a dozen 
rugs, comprising three or four attractive patterns, and 
a small assortment of yard goods, calling for an expendi- 
ture of not much more than one hundred dollars. 

As to patterns, it is Mr. Weingart’s advice to let the 
jobber’s salesman make the selection as he, having sold 








other retailers in the particular territory, would be morc | 


familiar with the requirements of the trade. 





Floor covering display by J. A. Mahoney, Deming, N. Mex. 


| 
' 
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EVEREDY 
No. _— Capper 


All eel construction. 
Heavily” nickeled. Padded 
Steel base. Spring — 
lift. Retails at $1.5 
Other models $1.40, $1. +4 
$1.2 


EVEREDY | j/ 
eed — 
et 


Consists of Stand, Strainer 
Bag and Filter Bag. Fits 
any size kettle or crock. 
Folds up when not in use. 
In TRH carton. Retails 
at $] 


EVEREDY 
Siphon Filter 

Filters and siphons § at 
same _itime. Consists of 
metallic float, filtering cloth 
dise stretcher ring and hose 
guide (hose not included). 
Metal parts tinned. In dis- 
play car- LE 

ton. List 
$1.00. 
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We couldn't 
improve the 
Capper, so 
improved the 
finish and re- 
duced prices 


There’s a lot of satisfac- 
tion in being able to de- 
velop a product to a degree 
of perfection that leaves 
nothing else to be desired. 


The Everedy Capper has 
strength to withstand 
years of hard usage. 

It is light enough to per- 
mit easy handling and 
compact enough for easy 
storage. 

It is easy to use. A 
single downward thrust of, 
handle completely — seals 
bottle. Grape Juice, Hires 
Root Beer, Ginger Ale, 
Catsup, etc., are preserved 
indefinitely. 

The spring handle lift 
on Models 100S and 1018 
automatically re- 
duces effort. 

Thus, with strength, con- 
venience and effectiveness 
about all that can be im- 
proved is its looks, and 
we’ve done that by improv- 
ing the nickel finish. 

Write for dealer help 
plan and free cut sheet. 


THE EVEREDY 
COMPANY 


Frederick, Md. 


Customers 


to distribute to customers. 


sent in. 
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Recipe Book FREE to Your 


Write for supply of request cards 
Book 
will be mailed to each address 
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DESOLVO 
Clears the Way 
for S teady Profit 


A can of Desolvo will clear the clogged drain pipe 
of soap, hair, grease and ice. All of them melt 
quickly before Desolvo. 


Desolvo is the clear way to steady sales and profit 
for you. Once a housewife uses Desolvo, she al- 
ways wants a can handy to keep drain pipes sani- 
tary and clean and to meet emergencies. 


Every house can use a can a month. 
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ALWAYS THE SAME 
GOOD QUALITY 


Universal Hose Clamps can always be de- 
pended upon. They are always of good qual- 
ity—good workmanship—and behind these is 
a selling policy that the Trade is entitled to 
and gets—the Square Deal. 


Combined with these protections are the 
“Scores Between Holes” and the “Bead,” two 
patented features that make Universal Clamps 
different from all others and that provide ad- 
vantages users need and look for. 








The “Scores The “Bead” 


Between Holes” 
This original, patented fea- 
ture provides a quick, clean 
break-off. No rough edges. 


Another original and pat- 
ented feature that makes a 
leak impossible. This bead 
is located on the nut and 


bolt end of the strip and 
the pressure of the overlap, 
as it is tightened, on this 
bead provides a permanent 
leak-proof connection. 


No wasted time. Simple 
but extremely efficient. 
These little scores save a 


Also stock Kloset Klean—the easy way to keep 


water closets sweet and sanitary. lot of time and speed up 


every hose job. 














Write for trade prices. 








4 


Universal Hose Clamps are Electro-Galvanized—not 
heat treated. They are made from steel ribbons cold 
rolled. They are rust proof throughout. Their edges 
are smooth. No pieces project to catch in the fin- 
gers. One size—1l to 3 inches—is adjustable to fit 
any size hose. For occasional needs of small hose 
we also make a Junior clamp % to 1% inches. 


Specify Universal Clamps and be sure you get the genuine. The 
name is on every clamp and every box. 


Not Sold to Grocery Trade 










DEULMREX 
Sewer and Drain 


Pipe Cleaner 


Man. foctu od bY 
nufactur 
The CHAMBERLAIN COMPANY 


age TTS BURGH. PA._— 


THE CHAMBERLAIN Co. 
Terminal Way, 


Universal Industrial Corporation 
Hackensack, New Jersey 





























HOSE 
CLAMP 


Adjustable to Lit arvy Lose of ari st? 


Pittsburgh, Pa. 
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No. 1. Miller Champion 
Gun Metal, 2'4 in. case, 6 
Lever Mechanism. Suggest- 
ed retail price, $1.50 each. 
No 7. Same as No. 1 but 
with Elongated Shackle. Sug- 
gested retail price, $1.50each. 





No. 127. Miller Champion 

Cast Brass, 2'{ in. case, with 
Elongated Shackle, 6 Lever 
Mechanism. Suggested re- 
tail price, $1.25 each. 


MARK 





No. 125. Miller Champion 
Cast Brass, 2'{ in. case, 6 
Lever Mechanism. Suggest- 
ed retail price, $1.20 each. 


For the Customer who wants a 


hard usage Padlock—suggest 





Miller “Champions” 


ILLER Champion “Secure Lever’’ Padlocks have enjoyed 50 years of 

popularity. They sell because the customer knows they are dependable, 

sturdy locks which do not get out of order and retain their ‘‘new’”’ appearance 
almost indefinitely. The Miller Champion line has these advantages: 








Push-key, that is, automatic action. Rust-proof cases, cast- 
bronze or brass, matrixed by heavy pressure for strength, rugged- 
ness and endurance. Tumblers and levers of rolled, hard, wear- 
resisting brass. Phosphor bronze springs. Extruded brass shackle. 





he a 





No. 07. Miller Champion 
Gun Metal, 2 in. case, with 
Elongated Shackle, 4 Lever 
Mechanism. Suggested re- 
tail price, $1.25 each. 





No. 01. Miller Champion 
Gun Metal, 2 in. case, 4 
Lever Mechanism. Suggest- 
ed retail price, $1.10 each. 


A profitable line that you can sell and sell and sell. 
All Miller Champion 6 Lever Padlocks are marked ‘‘ MILLER” 
on the reverse side of the case. 


Miller Lock Works . 


of The Yale & Towne Mfg. Co. 
Frankford, Philadelphia, Pa. 








No. 80. Springlatch 


The New Miller Rim Springlatch No. 80 has a japanned 
iron case, 234 x 35 in., with a brass bolt and improved 
pin-tumbler cylinder and new keys. The bolt can be held 
back by the thumb-turn on inside and deadlocked by thumb- 
turn against both end pressure and key from outside. It can 
be furnished master-keyed or keyed alike. It is a good gen- 
eral purpose latch to sell at a popular price. Suggested retail 
price, $2.00 each. 
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Armstrong Spring Cutting 
Off Tool 


The Armstrong Brothers Tool Co., 317- 
357 North Francisco Avenue, Chicago, IIL., 
is marketing a spring cutting off tool 
designed to simplify the work of cutting 
off in a lathe, to eliminate chatter and 
breaking of blades. 

According to the manufacturer, the 
“goose-neck” form of this new tool gives 
the cutter a resiliency that takes up any 


chatter and keeps the work from climb- 
ing up on the tool. As the cutter is ad- 
justable to any desired clearance, the great- 
est possible support is obtainable under all 
conditions. 

The cutters are beveled on both sides 
and are held at an angle, giving the side 
clearance and top rake needed to obtain 
a clean, smooth job. 

Each tool is boxed separately and in- 
cludes wrench and one high-speed cutter. 
Available in straight shank and right-hand 
off set. 


—_—_ 


Built-up Steel Push- 
cart Wheel 


French & Hecht, manufacturer of metal 
wheels, Davenport, lowa, has_ recently 
placed on the market a new type of built- 
up steel pushcart wheel that is very light 
in weight and yet very strong, as the 
spokes are so formed at the end as to be 
forged while hot into the hub and through 
the tire. The tire is % in. thick, is 
grooved with flanges, and is ™% in. in 
height. 

The typical barrel cart wheel illustrated 
here has a diameter of 36 in., with a tire 


2 in. wide and with 10 spokes each % in. 
in diameter. The axle hole through the 
cast iron hub is 1 in. in diameter by 5 1n. 
long. 

Considering the wheel as a whole, the 
weight is but 17% lb., carrying a load of 
more than 600 lb. In a test the barrel 
being full of water, the wheels showed 
absolutely no deflection when bumped over 
a 2 x 4 timber, as the cart was pushed as 
fast as possible for a distance of 12 feet. 

A distinctive feature of the wheel is 
the fastening of the spokes at the hub 





| side chain links. 








HARDWARE AGE 


and tire. 
while hot into the hub, and have heads 
formed on the inside of the hub with 
shoulders on the outside. This produces 
a spoke fastening similar to that of a 
boiler rivet. The spokes are firmly headed 
and shouldered into the tire, and, as they 
are in a trussed position (not straight), 
a wheel is produced that is light in weight 
yet very strong and sturdy. 


Tire Chain Service Tool 


Designed to eliminate lost motion in 
servicing tire chains and to enable the 
owner of the Hodell Tire Chain Sales and 
Service Station to make a set of tire chains 
from continuous length chain stock in a 
few minutes, the Chain Products Co., 


Cooper Avenue and Pennsylvania R. R., 
Cleveland, Ohio, has introduced a service 
tool on which patents are pending. 

Made of fine tool steels and forgings, 
the Hodell service tool is compact and 
small, yet very strong. A long handle in- 
sures powerful leverage with little effort. 
The cutter jaws can be used on the hard- 
ened cross chains as well as for cutting 
Opening links is very 
simple, two spurs meeting when the handle 
is pulled down forces open the eye-end of 
the side chain connector hook. A similar 
motion of the lever closes the eyes of the 


.| connector by the descending die on the 
| handle. 


The service tool is mounted on the 


| Hodell service station workbench, or can 
_be obtained separately for use on counter. 


Only four bolts and nuts are required for 


_ installing this service tool, since it comes 
assembled, ready to go to work. 


New Catalog on Locks and 
Builders’ Hardware by Corbin 


P. & F. Corbin, manufacturer of locks 
and builders’ hardware, New Britain, 
Conn., has mailed out to the trade an 1n- 
teresting 486-page catalog, fully illustra- 


tive and descriptiye of the line of build- 


ers’ hardware and locks manufactured by 
the concern. 

The new catalog, which is known as 
Catalog No. 27, is printed on high quality 
paper, is cloth bound, and contains many 
faithful reproductions of the company’s 
line of locks and builders’ hardware, in- 
cluding butts, push and pull plates, door 
and drawer pulls, bolts, sash lifts, flush 
rings, numerals, coat and hat hooks, etc., 
and should make a valuable addition to 
the hardware merchant’s reference li- 


| brary. 


The steel spokes are forged | 








0015 to .025. 
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New Starrett Thickness Gage 
Has Twenty-six Leaves 


A compact but complete Thickness or 
‘“Feeler” Gage, No. 66, has recently been 
placed on the market by the L. S. Star- 
rett Co., Athol, Mass. This new gage 
gives a complete range of thicknesses from 


By using leaves in combina- 
tion, an almost unlimited variety of thick- 
nesses may be obtained. 

The new gage contains four sizes not 
found in previous combinations, namely, 
0015, .002, .0025 and .003. With these 
thinner leaves the No. 66 gage covers 
practically every requirement. Leaves are 
3 1/16 in. long and % in. wide. 


Du Pont Holds Sectional Sales 
Conventions During January 


During the month of January the paint 
and varnish division of the E. I. Du Pont 
de Nemours & Co., Inc., Thirty-fifth and 
Grays Ferry Road, Philadelphia, Pa., con- 
ducted a series of educational sales con- 
ventions in principal cities throughout the 
country. 

Meetings were held at Chicago, Minne- 
apolis, Philadelphia, Columbus, Indianapo- 
lis, Kansas City, Atlanta, Dallas, Boston 
and Syracuse. 

Sales representatives and distributors of 
Du Pont paints and varnishes in the re- 
spective territories attended the meetings, 
which were conducted by the sales man- 
agers in the districts—G. A. Biesecker in 
the eastern division; A. H. Avery, New 
England, and B. A. Wilson, western. 

J. W. Elms, division manager; W. A. 
Hart, director of advertising, and W. M. 
Zintl, director of sales, attended the meet- 
ings. 

The program included a review of the 
progress of the paint and varnish divi- 
sion and plans for sales development dur- 
ing 1927. The remarkable success of Duco 
for brush application was brought out, 
and the stimulating effect of Duco on 
paint and varnish business. Sales of paint 
and varnish for 1926 were 81 per cent 
greater than the previous year. The 1927 
advertising program presented at the con- 
vention is on a larger scale than any former 
campaign, and includes national advertis- 
ing and a large sectional newspaper cam- 
paign on paints, varnishes, enamels and 
Duco. 
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Demonstrate Xyanize Floor Enamel! 


Wherever There’s a Floor There’s a Customer for 
Kyanize Floor Enamel 


(ts no exaggeration! This universal floor enamel can be 

used with equally marvelous results on all floors—indoors 
and out. Demonstrate in your store on a few square feet of 
any walking surface. Prove before your customers’ very eyes 
that Kyanize Floor Enamel is in a class by itself—that it is 
the ideal floor enamel for all surfaces. 


Kyanize dealers A simple demonstration of 
Kyanize Floor Enamel will 
everywhere are prof- show its merit instantly. 
iting from greatly in Fm = Pomomstrate watch sow 
creased business as : 
the result of selling 
Kyanize Floor Enam- 
el. Builds new trade 
and keeps it. If you 
are not now selling 
Kyanize and there is 
no agent in your lo- 
cality, send at once 
for our business- 
building book, 
Gold Floor Cabinet “How to Profit 
sani Tis, unl with Kyanize” 

—it is free and 

full of helpful information that sets your 

cash register jingling from the moment 

you begin to follow instructions. 


Kyanize 
Get your copy of this book at once, Sadie 
clip the coupon and attach it to 
your letterhead. You will begin to | | 
attract to your store a lot of bust- | —_ , : aoe 


ness which is now passing by. . eae) BOSTON VARNISH COMPANY 


Everett Station, Boston, Mass. 
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vy to Profit With Kyan- 

} * 1% +} <a bly a 
Ns -ascd 


OntZe 


i VARNI SHES & ENAMELS (or Floors~Furniture-Woodwork 





Dealer's Town | State 





: Striking color panels en- 

_ Kyanize closed in a beautiful gold 

Floor Enamel frame. Durable and wash- 

Gold Sign able. Free to Kyanize 
Dealers. 


Kyanize Sanitary Floor Enamel 
More Uses~ Move Sales~ More Profits 


YANIZE Floor Enamel covers such a wide range of uses that it is always in demand by your 
customers. It is a solid covering enamel, rich in lustre and easily applied by the amateur. The 
easily demonstrated fact that it is san- 
itary, waterproof, acid-proof and easily 
ry cleaned makes the immediate profit on 

Ayam“ who have never the sale only one of the benefits to you. 
wr sus Floor re People who buy Kyanize Floor Enamel 


, ~ apply 
Free Can 


ond trad op "mts become your steady customers. 
Sales Plan perma? — “i 


omersarnocost Ror cement floors Kyanize Floor Enamel 
is unsurpassed. On old, soft wood floors, 
porch floors or boat decks, it produces 
a beautiful lustrous surface, tough, 
weatherproof and durable. Ideal also 
to cover pattern worn linoleums or 


floor oil cloths. Sanitary 
Y FLOOR 





To Kyanize Dealers — and Others 


The floor display stand, shown on the ee 
LOT Taras 


reverse of this sheet is supplied FREE Nendanaly gruel in-cilere—furaidial 
with a small assortment of pa Se ee Geenanees. 
Kyanize Floor Enamel. Each 
small “investment” order in- 
| cludes the advertising helps 

Special Circulars with Coupon ' 

| REF for aaail os shown on this page and other 
1 new customers, items as well. 
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This product, like all Kyanize 
Products, is widely advertised. 
roman Its sale over your counter opens 
ENAMEL the way to your becoming the 
| Kyanize agent for your locality. 
Write today for our complete 
proposition —it means more profit 
to you and today is the time to 
write—tomorrow your com- 
petitor may have grasped this 
opportunity. 











BOSTON VARNISH CoO. D Old Moers~selt weed stained se 


or blemushed-retinish them with 
KYANIZE FLOOR ENAMEL Ry 


Hardwood tloors =~ pre. serve and beautify 
them uth transparent waterproof 


KYANIZE FLOOR FINISH 


Everett Station Boston, Mass. 











Illustrated Letters Show Cards 
rect Jrom factory to selected list of + Beautifully lithographed —size 15” 
own making. real silent salesman 
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yi) A STEEL TAPE 


priced within reach of all- rae. 


we 











NEW IMPROVED 
a6 


(STEEL) 
MEASURING TAPE 


ERE is the tape with a double ap- 
peal. A steel tape with all the 
good quality and fine appearance you'd 
expect to find only in a_ high-priced 
article—now at a popular, low price that 
still yields the dealer an adequate profit! 
Furnished in 25, 50, 75 and 100 ft. 
lengths. Packed e in a _ box Send 
for prices and discounts today. Display 
material FREE! 
End-ring may be furnished with or without 


the K&E ‘“Bndfastener,’’? a valuable time- 
saver for which there is a slight ertra charge. 


KEUFFEL & ESSER Co. 
NEW YORK127 Fulton Se. Gareral fice and Foctersee HOBOREN,N. of 



































“PERFECTION” 
A QUICK-SELLING POCKET LEVEL 


The “Perfection” is ee Ma... Steel clips furnished 


with each level for at- 


of its handiness and taching it to a carpenter’s 
accuracy. Carpen- | abl square for plumbing or 
ters, Plumbers, Ve ul leveling. Can be used on a 
Steamfitters, Brick- : two foot rule without clips. 


layers and Masons , 
: Our attractive Counter Display 


buy on sight at the 
low price of 60 cents. makes quick sales. 


a fast mover because 


Absolutely accurate. 
A nationally adver- y 
tised product. Write for discounts. 


MODERN UTILITIES CO. 
140 So. Second St. Harrisburg, Pa. 
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A GIANT IN STRENGTH 


ALWAYS— 
but NEVER 


A BRUISER 


Brute strength applied to nuts 
and unions through chain 
tongs or other makeshift de- 
vices, is bound to jam and 
mar the gripping surfaces of 
these nuts and unions. 


In engine rooms, machine 
shops and _ power plants, 
COES Key-Model Wrenches 
are used to apply force in a 
mechanically correct manner 
and to eliminate the costly 
damage usually done to the 
material. 


The COES Key construction 
the jaws absolutely 
rigid while the work is being 
done. 


holds 


COES Key Wrenches are 
made in three sizes; 28, 36 
and 48 inches over all. (A 
72-inch size may be furnished 
on special order.) 


Keep stocked. 





COES WRENCH CoO. 
~ PP c 
you 


e 

our 
Buyels 
atalog 


Mass. 


Worcester 


@taef 





SELLING AGENTS 


29 Murray Street, New York 
—: 113 Chambers St., New York 
8 Rue de Rocroy, Paris, France 


J.C. McCARTY & CO 
JOHN H. GRAHAM & CO 
FENWICK FRERES 
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THE NAIL HOLDING 
FEATURE 


CLINCHES SALES 


DROP 
FORGED 





The 
HAMMER => 
with the RED 
Stripe 





AN ENTIRELY 
DRIVING NAILS PRACTICAL 
WAY OUT OF HAMMER 


NORMAL REACH 


The Woodpecker Hammer, once seen, is regarded as 


indispensable. Saves time, risks, scaffolding and 
blood blisters. For everyone from housewives to 
carpenters. Drop forged from finest crucible steel. 


We will furnish you free with each “Trial Order” 
of six or more, a beautiful All Metal Display Easel 
which is a silent salesman of excellence. Liberal 
profits. Write for discounts. 


¢, 4 100 COMPA yy 


cc) BS: 


Mt RIA, OHIO. Y 
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Because the grinders manufactured by S. 
Finished in 
Royal 
Purple 
in 5 Sizes 


Cheney and Son, embody fine workmanship 
and a high grade of materials, their quality is 


4” x 1” Wheel instantly apparent to everyone who gives one 






the inevitable idle turn in passing a display of 


them. 


The Royal, finished in a beautiful purple, and 
the Cheney in gleaming black, quickly attract 


attention to their unusually good construction. 


(heney Grinders make an instant appeal to a 
wide variety of customers: Home Owners, 


Carpenters, -Mechanics, Garage Owners and 





Farmers. 


The smooth and easy manner in which Cheney 
Grinders speedily produce a keen edge is 


simple to demonstrate and is thoroughly con- 





Finished in 
Black Enamel 
in 4 Sizes 


vincing. 


Cheney Grinders are tried and proven sellers. 


Write your Jobber for information and prices. 


S. CHENEY & SON 
MANLIUS NEW YORK 














“COLD HANDLE” FRY PANS AND SKILLETS 












Made in the “L. & G.” 
QUALITY, both in FIN- 
[SH and WEIGHT. Or- 
der a Sample Line and be 
convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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SEND FOR DESCRIPTIVE FOLDER OF | 
BOKER KITCHEN SHEARS | 
| 


NAME a : Sa bps 0s danaeesae-didaliants inion 


ADDRESS —— Pa ee eR ee ee 








A Boker Magazine Advertisem-nt 


| Boke, cont 


| ‘. eg Kitchen Shears 
\ No More Cut Fingers 


with hee Boker 













Is there colery apple te bee «he peed ‘On 
chicken tee od’ Atwh to be headed 
ad cated « 1f ceere « thh flesh o«¢ fowl, of 





. * 
¢ chipped chop 


' ni wel > to be cot oooh 
f } 


Size 82 inches. S‘urdy 
blades, matched byhand, 
and long leverage insure 
easycutting qualities. 
Sanitary white handles. 


Boker Kitchen Shears 


One of the most popular of the Boker 
Family of Scissors and Shears Specially 
Designed for Each Particular Use. 


This handy shear for every kitchen purpose — 
cutting meat, fish, vegetables, everything — is 
making such a tremendous hit with housewives 
that we are devoting special attention to it in 
our advertising in such magazines as Good House- 
keeping, McCall’s and Butterick Quarterly. 


You will find it a particularly good seller 


H. BOKER & CO., Inc., 101-103 Duane St., New York City 
Makers of Celebrated ‘‘Tree Brand’’ Cutlery 


























“NORWOOD” 


QUALITY PRODUCTS 


Ornamental Wire 
Lawn Fence 


Gates Trellis 
Tree and Flower Guards 
Factory Fence 
Rubbish Consumers 


High Class Products backed up by 


service and many satisfied Customers. 


All our “Norwood” Quality Prod- 
ucts are made of high grade copper 
bearing rust resisting steel, insuring 


long life. 


Compare the weight per 100 feet of 
“Norwood” Quality Products with 
that of other makes and you will find 
our fence heavier because of heavy 
gauge wire. 


We cooperate with the jobber and 
dealer to build up sales. 


Write for Catalog. All we ask is 
the opportunity to quote and to work 
with you. 


H.L. Brown FENCE & MFG.Co. 


Cincinnati, Ohio 
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Just to Give You an Idea of 
the Extensive Eagle Line! 
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This group picture shows the great number of styles of 
Eagle Locks of pin tumbler mechanism. 


This line includes locks for all uses— 
Front Door Sets, Cabinet Locks, Store Door Sets. 
Night Latches, Padlocks, Trunk Locks, Locker Locks. 


An Eagle Lock, of the famous Eagle quality, for 
every lock use. 


The Eagle Quality Line 





Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


Eagle Lock Co. 


General Sales Office 
atewvemvere 26 Warren St. New York ALS mvs Oar orn 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, IIl. 
















FREE 


An wnusual dis 

play in full colors 
that stops the 
passtng boat 
owner and makes 
sales. Can be used 
on counter or im 
your window. 


werreraeer 


This 
Display— 


Sells goods to thousands 
of boat owners 


Ilere 1s a unique display card that stops 
the boat owner and brings him in. It is 


offered free to dealers. 


Jeffery’s Marine Glue is a nationally adver- 
tised boating necessity that has been a 
leader for more than 80 years. Don’t let 
the profitable boat-owning trade go to your 
competitor for the Marine Glues it needs. 
Get this attractive color display and put it in 


your window. It pays. 


Get your supplies in early and prepare for 
the spring overhauling of boats and canoes. 
Write today for full price list and our at- 


tractive offer to dealers. 
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114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 





— «6 52 Kneeland Street, 
es . Se 
<< , Send full particulars of 
. rr r. offer.to dealers. 








~. LW Ferdinand€ Co. 


Boston,Mass. 
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4A\MERICAN 


The Dealer who handles the A\MERICAN Line can assure 
every customer of a satisfactory product at a moderate price. 

















The AMERICAN Line has an excellent reputation and gives 
you a wide margin of profit. 


The AMERICAN Folding Rule is a big seller because of 
its accuracy, flexibility and durability. This Lock Joint 
Rule is a leader with many merchants. 


Our NEW Line of Scales and Combination Squares and 
Levels are having a wonderful sale, because they offer ex- 
ceptional value at very reasonable prices. They are ac- 
curately marked and easy to read. You can build permanent 
trade with our line. 


Write for Booklet and Trade-prices. 


AmeERcAN Rule Mfg. Co. 


486 Johnson Ave. Brooklyn, N. Y. 






















Two Sales in Every Home 


Year after year, Donley Alsteel Hose Reels have more than 
doubled their previous sales. The reasons are that Donley 
Products not only meet a need in every home but they are 
built and priced to make sales easy. 


Donley Alsteel Hose Reels 


Every home owner with a lawn or garden needs a hose reel. The saving 
in hose and the convenience of a good reel need no high pressure selling. 
Your customers, too, will like the Donley Reels; their unbreakable, all 
steel construction, convenient winding drums, the excellent workmanship 
and the light weight. They are available in two standard sizes of 50 feet 


and 100 feet of 34” hose capacity. 

















Donley Screen Door Guards 


A set of three Donley Guards not only improves the appearance of the screen door 
but offers a positive protection against that shabby appearance of a bulging, broken 
screen. Made in five standard sizes to fit any door. Quickly applied and the retail 
price is only 75c to $1.00 per set of three guards. 

Order now for Spring Delivery. Donley Products are carried by the majority 
of leading Jobbers everywhere. 


THE DONLEY MANUFACTURING COMPANY 
10585 Quincy Avenue, Cleveland, Ohio 
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_A Real Grass Cutter 


From many cemeteries, parks and owners of large and small 
homes comes evidence that Moto-Mower mechanical quality and 







~" 


~~, 
Moto-Mower operation are fully recognized. Sales demand is in- A Twist 
deed gratifying. Moto-Mower users are lavish in their praise of the Wrist 
of its grass-cutting ability, its ease of handling, time-saving ad- Guides Ili 
vantages, economy and freedom from mechanical trouble. 


MECHANICAL ADVANTAGES The City 


Moto-Mower’s excellent mechanical construction is the secret of Model 
this user satisfaction. In design the Moto-Mower is simple, com- ( 21-inch Cut ) 
pact and perfectly balanced. It is amply powered, light in 

weight. A twist of the wrist guides it. It turns on its own 

power, maneuvers readily up and down terraces, cuts close to 
obstructions. 


MADE IN TWO MODELS 


Moto-Mower is built in two sizes, the Detroit Model and the City 
Model, or 27-inch and 21-inch cuts respectively. Each is peculiar- 
ly adapted to its class of work. The City Model is designed for 
those who have moderate sized lawns to cut. Its design is in 
keeping with the larger Detroit Model and fully up to its me- 
chanical standard in every way. 







The 
Detroit 
Model 


(27-inch Cut) 


Send for complete catalog showing detailed 
construction and full mechanical specifications. 


THE MOTO-MOWER COMPANY 
3246 E. Woodbridge St., Detroit, Mich. 











SERVICE THE LAWNMOWERS YOU 
SELL AND INCREASE YOUR SALES 


with THE IDEAL GRINDER 


If you want to increase your sales on Lawnmowers install 
an Ideal Lawnmower Sharpener, a machine so simple any 
boy can operate it. Hundreds of Hardware Stores have 
installed this machine and it has not only increased their 
sales on Lawnmowers but made a big profit on the service 
charge. A mower can be sharpened in 10 to 15 minutes 
and the usual charge is from $1.50 to $2.00, which insures 
a real profit and a satisfied customer. : 


On nine out of ten mowers, after being used a short time, 
the straight blade becomes sprung or bent, caused by run- 
ning into sticks or other obstacles. When the straight 
blade is sprung or bent the reel knives will not fit the 
straight blade and the mower does not cut properly. The 
Ideal Grinder is positively the only machine that will grind 
the reel knives to fit the straight blade when the latter be- 
comes sprung or bent. This is one of the most important 
features in Lawnmower Grinding. 


It will pay you big dividends to investigate this money- 
making proposition. 
Write for Prices and Full Particulars 


THE FATE-ROOT-HEATH CO. 
PLYMOUTH, OHIO 





SHARPENS ANY 
StyLe or Hanp LAWNMOWERS MADE 
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Svenywheré- 
a growing demand 
for this COMPLETE line 


Tool users who know the Crescent Wrench nat- 


urally take kindly to Pliers, Screwdrivers, 


tools manufactured by the same organization. 


The Crescent-Smith & Hemenway line of tools for | 


mechanics, electricians and general tool users covers 
the entire range of needs in this field. 


unified stock. 


Get these Crescent-Smith & Hemenway Tools from your | 


jobber. 


CRESCENT TOOL COMPANY 


204 Harrison St. Jamestown, N. Y. 


CRESCENT 


and Smith & Hemenway 


~ TOOLS — 


Made and guaranteed 
Re” the originators 
of the Crescent 
ee Wrench 
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Cold | 
Chisels, Punches, Hacksaws, Auger Bits and other | 


It enables | 
dealers to satisfy their customers with a simplified, | 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 
Requires only heat 











KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 


Fluxing— “Requires Only Heat.” 
Standard size No. 3, about '% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges , 
also available. ' 


















Here is the sani package of Acid Core Solder. So simple 
anybody can use it. Ten cans about '4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 

: highest quality metals and 
rosin flux. Standard size 
about3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 


5 Ib. boxes. 
HSpecial 
gauges also 
available. 





KESTER Radio SOLDER 

(Rosin Core) 

Safe, Sure and Simple—approved by radio sapaceee. 
Harmless to the most delicate 

parts. Absolutely non-corrosive 

flux makes low-loss 


about 1, Ib. each 
percarton. Ten 

cartons (100 {f 
cans) to the 
case lot. 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U. S.Ae 
—-——-® 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 


Your Jobber Can Supply You 
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Help Yourself! 


The friendliest thing a man 
can say. The friendly thing the 
GRADY “counter - salesman” 
Says to every customer. 


No wonder GRADY WEDGES 
sell. 


No wonder GRADY dealers 
make friends of GRADY buyers. 


It’s a friendly service... to help 
a good man use good tools well. 
And that’s just what GRADY 
dealers do... with GRADY 
WEDGES. 





UNITED SALES CORP. 


Sole Manufacturers 


41 DRUMM STREET 
SAN FRANCISCO 


Chicago Philadelphia New York 


Also Manufacturers of Famous GRADY Saw Sets 




















Couple of Corkers 


Carpenters, machinists, in fact, almost any ham- 
mer user will quickly answer, “Cheney” when 
you ask what hammer he likes best. 


Cheney Hammers have a “sure enough” appeal 
to tool users. From their handles of clear 
second-growth hickory and tool steel heads with 
perfectly tempered ends to their “hang” which 
men recognize as true hammer balance, Cheney 
Hammers are the real stuff. Men who use tools 
know good ones when they see them—and use 
them. That’s why they always ask for Cheney 
Hammers. 
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‘PHILADELPHI 


Some idea of the wide spread 
popularity of these famous 






Improved Style “A” 









All Steel mowers may be found in the 
Practically fact that they are used by 
Indestructible 


85% of the 
clubs, cemeter- 
ies and parks § 
throughout the 
country. 


Motor Mowers 
30” Walking Type, 
30” Riding Type, 
40” Riding Type. 
Combination Roller 
and Lawn Mower. 


The Motor- Driven Gasoline Mowers are the last word in time and 
labor saving lawn cutters. The most simply and perfectly con- 
structed mowers made. 





Our line also includes the popular ‘‘Graham’”-Golf and Style 
“A’’'-Golf Hand Mowers. The only All Steel Lawn Mowers made. 
Sell the best. Send for Catalog 25 and Discounts. 


18 Hand — 4 Horse — 3 Motor 





@® Over half a century doing one thing well Cy 


The Philadelphia Lawn Mower Co. 31st and Chestnut Sts., Philadelphia, Pa. 


“The Original People in the Lawn Mower Business Since 1869” 
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LOWELL 


QUALITY SPRAYERS 


Lowell’s Intensive Specialization 
can be a Big Advantage to You! 


Lowell’s intensive specialization in the manufacture of hand and compressed 
air sprayers exclusively, means huge manufacturing economies. These in 
turn permit the use of better materials, more rigid inspection, more exhaus- 
tive research in relation to the needs of sprayer users and the perfecting of 
equipment that will give maximum satisfaction. The result is the finest line 
of sprayers money can buy, at prices no higher than those asked for ordi- 
nary sprayers—There’s a big advantage in handling merchandise of this 
caliber, and it can be yours. Just drop us a line requesting catalog and 
proposition. Do it 





All Double Tested 
Guaranteed 
Against Defects 


LOWELL SPECIALITY 


LOWELL ~ MICH. 
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Paper Hangers Knife ic 





of Quality 





GPC a big demand 


eee ~— for these NOW 
R. MURPHY’S KNIVES 


Are of uniform quality—each one designed and tempered to exactly suit the requirements of various 
trades. Every customer is a possible buyer. The best crucible steel and Murphy craftmanship has kept 
“Stay Sharp” knives in the lead for over seventy-six years. 


Send for Catalogue 


ROBERT MURPHY’S SONS COMPANY, AYER, MASS. 


Established 1850 
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It Pays to Buy the Best 


Lg 


yA . 










\w4 





7 JA 









we 
4 





NO/NVOsN\e Al; 





~ 


Screen Doors and Window Screens 


COMBINATION SCREEN and STORM DOORS 
CLOTH WINDOW VENTILATORS 


The reputation of the Continental Screen Company has not only been 
built on the QUALITY of its screen doors and window screens, but on 
the SERVICE with which it backs up this quality 
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¢ 
= Selling a known, established, quality line—a line backed by more than a quarter “| 
= of a century of service to the hardware jobber and dealer, makes sales easier and S| 
= gives the dealer confidence in the jobber who sells him these goods. ig 
> “al 
= CONTINENTAL JOBBERS IN ALL CITIES. st 
= CONTINENTAL DISTRIBUTION CARS TO 602 TOWNS "| 
e 2, 
D} CONTINENTAL SCREEN CO., Detroit, Mich. % 
5 ‘ 
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Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 


dripped water all over your shoulder. 


h 4) You would choose a Never Drip Steel Hod 


YY YYYYyyywywywwyyvyvyv Vy Ly with its one-piece ends. You would go 
YY fey PU J MY@ WZ #@#@#_ J Co Y Ly Vy whistling on ae way while the other fel neal Ww 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 
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“World-wide 
sales’ is no 
figure of speech 
with T. D. & W. 
Handles. Sold by 
their brand names 
through distribu- 
tors in practically 
every nation in the 
world, T. D. & W. 
Handles are un- 
questionably the 
most popular, profit- 
able handles you 
can carry. Ask for 
catalog today. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 




















Make a Drive 
for 


the 


SPORTING 
GOODS TRADE 


COPYRIGHTED BRANDS 





Daniel Boone Perfection : 
American Beauty Triumph | There is good money in sporting goods; 
Daisy Hercules 7 every season sees an increase in sporting 
Sunflower Success goods sales. This country is a sports 
Peerless Eagle loving nation—the small boy is not the 
Beauty Royal Oak only one who wants to play. 


& W h H d] ( The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
Turner, Day 00 wort all c 0. show you how to sell sporting goods. 
Incor porated Ask them for their advice and put it to 

Louisville Kentucky work. 
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Porter’s Bolt Clippers are 
no longer the specialized 


pipe wrenches. 


The General Mechanic 
The Garage Man 
The Electrician 


Crew, The Road Builder 


berman. 




















as a pastime. 





jobbers and supply houses. 


Everett, Mass. 














tool of any craft or class of work- 

men. This is an age of time sav- 

ing—fast trains, fast cars, telephones, 
high speed machinery—everything the 
mind can conceive is concentrated upon 
one thing—time saving. Porter’s Bolt 
Clippers are time savers and they pay 
for themselves in saving just an hour 
or two of a moderately paid worker's 
time—and then they pile up time sav- 
ing equal to many times their cost. 


You cannot classify the users of bolt 
clippers any more than you can classify 
the users of screw drivers, hack saws or 


The Railroad Worker, The Repair 


The Farmer, The Miner, The Lum- 


Every man—the homeowner, the car 
owner, the man who works with tools 


Porter’s Bolt Clippers, Wire Cut- 
ters, Nut Splitters and Chain Cut- 
ters are carried in stock by leading 


H. K. PORTER, INC. 


2p DO YOU SELL 
yy BOLT CLIPPERS? 
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Bores Any Arc of a Circle 


Here illustrated is the wonderful Forstner Auger Bit and a 
sample of the work it does. 





Unlike other bits, it is guided entirely by its circular rim, in- 
stead of its center. That is why the 


FORSTNER S4YC° AUGER BIT 
Can Be Guided in Any Direction 


regardless of the grain of the wood or the knots in the wood 
and will bore any arc of a circle and leave a true polished 
surface. 


This bit takes the place of a chisel, gouge, scroll-saw or lathe 
tool combined. 


It is unequalled for such work as core boxes, fine and delicate 
patterns, veneers, screen work, scalloping, fancy scroll twist 
columns, newels, ribbon moulding and mortising. 


This bit has many new uses, is a good seller and returns a 
worth-while profit. Send for Catalog and Discounts. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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A Winning Hand! 


When you hold 
a hand like this 


It means 
sure ladder SALES, 


Because BABCOCK 
stands for STRENGTH 


And our SPRUCE 
never fails. 


It’s all AIR DRIED. 


[Ladders for every need. 
We pay the Freight. 



















ANA SS i ————— ——— 

v BE ~ 

NS \W es ve W. W. BABCOCK CO. 
eS ES 

SSE“. . Bath, N. Y. 
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Double Acting Floor Hinges ‘™* Garage Door Hardware 
Spring Butt Hinges Push and Pull Plates 
Screen Door Hinges Door Bumpers 

Casement Window Hardware Mail and Letter Box Plates 
Door Bolts Door Holders 

Screen Door Latches Foot and Chain Bolts 

Sash Locks and Lifts Basement Window Sets 





Ask for Catalogue Illustrating these and many other items 


MANUFACTURED BY 


The Shelby Spring Hinge Co., Shelby, Ohio 


COAST REPRESENTATIVES 
POND HDWE. SPECIALTY CO., Los Angeles, Cal. D. L. HERMAN, Seattle, Wash. 

















Copper and Bronze 
FLY SCREEN CLOTH 





Real So great is the demand for 
Screen Spargo Wire Screen Cloth 
Cloth that our looms are rushed the 
That entire year. 

Looks If you want to see the actual 
the Screen Cloth that has built up 
Part this large demand we will 


gladly send Samples and 
quote Prices. 





SPARGO WIRE CoO. 
ROME N. Y. 
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CORBIN 


Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Serew 
Machine Preducte 


Steve Bolts 

Tire Bolts 
Agricultural Belts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber's Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 








im 






UAL 


UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 











AL AMAAAAMAALE LARA 

















‘Perfect 


nai ' | TT THT ’ 
i TPIT Ta 


The “Long Distance” Side 





The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after and 
he’s going to get what he wants. 


The fact that vour store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks “Perfect.” 





VUUTULCUOLALUALAV EGULLET 





FU CL MOC 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 





~ 
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ERs - on : 
eee aca That Zouri should present this newest of quality bath- 
ruses bap’ room fixtures—a handsome shower bath door patterned 
mans | le in extruded brass—is in keeping with the progressive 
Ss = standard it has maintained throughout its 15 years in 

ili oe the store front field. 

Corner shower suggestion for either Careful attention to detail, backed by efficient service, 
Residence, Hotel or A partment. has won forZouri an enviable reputation for integrity with 


its original product, a distinct advantage in its new field. 


The new Zouri bathroom door merits your consideration 
if you want quality and manufacturing co-operation. 


Write for our booklet, ‘‘Shower Suggestions”’ 





Factory and General Offices 
1608 East End Ave., Chicago Heights, IIl. 








| A 90 Year Test 


There are people with whom quality cutlery 
always counts. Since 1837, housewives have 
signified their steadfast approval of 


“ - . ne . ~ ~ ¥ -, 
* Seu st eee : y , ¥ . 
3 ‘i os Baas Wetec be: ¥ Brarat Pita Pere Foray : + 
t ns Sa, N . I 
oe STATNPROOF si dee ae 
oe ¥ 1 eterna 9 a 3 
ee RSS 5. Ree we eX reer HY cette ree op ad . 
: Os. | ete ioe rs, eet ant Resale: eaaice ; 
* ae RE ES gi. ER eatin stabs chiang » egg 3 ee pee ; a aul Rpt reg ss ee 
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The established reputation of Lamson 
Cutlery for quality and the attractive 
counter display boxes of Lamson 
“Anchor” Brand Stainproof Kitchen 
Knives and Stainproof Carving Sets 
make for quick and certain sales. 





Lamson Knives are made absolutely 
Stain-proof by a special treatment of 


INE OO the steel! 





ne NEAT Your jobber will supply you. | 
LAMSON & GOODNOW MEG. CO. 
Shelburne Falls, Mass., U. S. A. NEW YORK OFFICE: 36 WARREN ST. 


Chicago, 1732 Republic Bldg. St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bldg. 
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36 Put on Sale at 9 A. M. 
60 Sold Before 3:30 P. M. 


EAD what this dealer says about his 
sales of Aunt Sarah’s Ovens: “We 
put three dozen Aunt Sarah Ovens on 
sale at 9 o'clock this morning. It is now 
3:30 and besides selling our supply, we 
have taken orders for 24 more. Please 
rush six dozen immediately.”’ No won- 
der more than 100,000 Aunt Sarah Ovens 
were sold during their first year on the 
market... Your customers want them. 


Has Made Top-of-Stove Baking 
Popular 


This $1 Oven is used to prepare delicious 
foods over the single flame of any type 
gas, oil or gasoline stove. Not only does 
it make baking easier, but $ 

it also cuts fuel bills from () QO 
one-third to one-half and amet 
does away with kitchen goes 


heat during hot weather. $1.25 in Rocky Mt. 
States and West 


Diameter 1134 in.; £ in. high. Two level racks for either fast or 
slow baking. Broils, bakes, browns perfectly. Special reflector for 
browning. Double bottom, vented double top for constant hot air 
flow. Ask your jobber about this business building dollar article. 


JACKES-EVANS MFG. CO. 


1944 N. Main St., St. Louis 


_Aunt Sarah's 
OVEN 
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More profit than ever because Faultless 
Casters are such ready sellers! National 
“advertising, month after month, brings 
you customers. And the Faultless Label 
appears on furniture in thousands of | 
homes. 


Sell 
NOELTING 


FAULTLESS 
CASTERS 
for Profit . 


FAULTLESS CASTER CO. 


EVANSVILLE INDIANA 
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\URIFFIN Butt Hinges 
are made to conform to 


and harmonize with 
every scheme of mod- 
ern architecture and 
interior appointments 





Manufacturing Co 
E ALE, aN NSYLVANIA 
ranch O; 





Mfices_, 
45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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These Cast 
Bronze Padlocks 
are very artistic- 
ally made from 
cast bronze met- 
al, machined out 
to receive an all 
rust proof mecha- 
nism. The shack- 
le is of wrought 
bronze, drop 
forged tuo create 
more strength, 
durability and 
better appear- 
ance. Made in ten 
sizes from % 
inch to $ inches. 








are not made 
from castings, but 
from solid bars 
of extruded brass, 
machined out to 
receive mechan- 
ism. Tney are 
made in ten dif- 
ferent sizes from 
#8 of an inch to 
2% inches. 

Their worth is 
proven by their 
consistent’ satis- 
factory perform- 
ance at all times 
and under all 
conditions. 























‘ 


A Cast Iron 
Padlock for 
innumerable 
uses. Fin- 
ished in rust 
proof Bower- 
Barff, nickel 
plated pan- 
els, heavy 
steel nickel 
plated shack- 
le. Warded 
mechanism. 
Size 2% in. 
A-strong, 
sturdy lock, 
priced to sell 
quickly. 


Write today for circulars describing our line 
of Padlocks, Automobile Locks, Cabinet Locks, 
Trunk, Suitcase Locks and Trimmings, Miscel- 


laneous Hardware, 


Keys and Key Blanks, 


Apartment House Letter Boxes and Home 


Saving Banks. 


CORBIN CABINET LOCK CO. 


Tue AMERICAN HARDWARE CORPORATION ss Successor 
NEW BRITAIN, CONN., U.S.A. 


NEW YORK 





PHILADELPHIA 


253. 
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No. 803B Butcher Knife 


Foster Bros. Cutlery 


t f- hardware dealer of today is a shrewd, careful buyer, putting in stock only those lines 


that he knows will sell readily, bring satisfaction to customers and return to him a sub- 
stantial profit. 








The more careful the buyer, the more certain he is that Foster Bros. Cutlery is the proper cut- 
lery to put in stock. The reports of his customers, the opinion of his jobber, and his own per- 
sonal investigation all lead to the knowledge that Foster Bros. Cutlery is the ideal line to sell. 


The keen blades, the carefully made handles, the workmanlike, practical designs, are all the 
product of over half a century’s experience in making quality cutlery. 
Write Us for Full Information 
THE BRAND IS FOSTER BROS. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 








No. 5S41E Cook Knife 








TAPLIN BEATERS 
CAN OPENERS—KITCHEN TOOLS 


Taplin beaters are made with IRON frames. The 
Taplin No. 477 at the left, tested and approved by 
the Good Housekeeping Institute, has a double sup- 
porting frame which cannot bend under strain or 


pull out of shape; consequently the gears cannot 


become disengaged. i} 


No soldered parts to loosen. It is sanitary be- 
cause there are no cracks or crevices to hold decay- 
ing food. 





There are no sharp edges on the handle, which is 
finished in sanitary white or black. Twice the usual 
number of blades, hence it beats twice as quickly 
and more thoroughly. Center drive. Coated tin 
finish is rust-proof—always bright and clean. The 
most durabie and efficient egg beater made. Full 
line of can openers and other kitchen articles. 


Write to your jobber. 


THE TAPLIN MFG. CO., New Britain, Conn. 





= New York Office, 71 West Broadway 


Mixing 





Taplin No. 477 


= No. 95 Stainless Steel Blade 














No. 30 All Steel j 
Meat Tenderer 
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The “Granite State” 


STYLE M LAWN MOWER 
It’s a Dandy Mower 


Adjustable Hold Downs positively prevent 
roll and stationary knife from lifting or 
“kicking up.” 











Automatic Oil Cups provide a means for oil- 
ing the bearings. 


Granite State Ball Bearings, Micrometer ad- 
justing type. The simplest, most durable 
and easiest to adjust. 


Two-Piece Clamped Handle. Strong and at- The best medium priced high wheel ball- 





tractive. bearing Lawn Mower on the market. De- 

signed for a wide range of work and will cut 
10-inch Wheels. 4 Knives. Ball Bearing. high or low grass equally well. The most 
12 to 20” cut. popular Lawn Mower built. 








Granite State Mowing Machine Co., Hinsdale, N. H. 


LAWN MOWER SPECIALISTS FOR MORE THAN SIXTY YEARS 








NOOO 











ELECTRIC 













Electric CooKing 
Appeals to Many 


Housewives are just waiting to 
be shown the benefits of electric 
cooking. Show them the Stand- 
ard Line and get your share of 
this business. 
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Write for Catalog No. 15 


The Standard Electric 
Stove Co. 


TOLEDO, OHIO 
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DEMING fa 


WATER SUPPLY SYSTEMS 
a é 





STEADY SALESMAKERS 


Deming Water Systems can be sold just as easily as 
Automobiles and Radio if the same type of salesman- 
ship is used. For instance, automobile and radio 
salesmen must sell their prospects on VALUE—dol- 
lar for dollar VALUE. 


When you consider that Deming Water Systems are 
buile to last a lifetime and, on the average, can 
be bought for much less than automobiles and good 
radio outfits, you can sell Deming Water Systems on 


the basis of MORE than dollar for dollar value. 


What incentive is offered YOU to “tie-up” with the 
Deming Line? Steady profits with no comebacks! 
Good judgment suggests that YOU sell the line that 
don’t come back to customers that will. 


“Catalog G”’ (illustrated above) is a good book to 
have and sell from. Send for a copy and complete 
information. 


THE DEMING CO.., Est. 1880, Salem, Ohio 





vi 





lee 


“Oll-Rite’’—Figure 809 


A Complete Line of 


Deming Automatically “MARVEL” —Figure 2085 


Oiled Water Systems 


The three typical Deming Water Systems illustrated 
are the “Oil-Rite” (Figure 809); the “Marvel” 
(Figure 2085); and the “Oil-Rite’” Deep Well Water 
System (Figure 1062). Complete information 
about these and all other Deming Water Systems is 
contained in “Catalog G”’ (illustrated above). 


“OIL-RITE’’ 
Deep Well 
System— 
Figure (6? 
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Standard for 
Both Beauty 
and Efficiency 


These latches are pro- 
ducing a large volume 
of highly profitable 
business f or dealers 
throughout the 
country, who 
feature them. 
They fit in 
wonderfully well 
with the modern 
desire for better and 
more beautiful in- 
teriors. Quickly and 
easily installed—posi- 
tive in action—trouble 
proof. Knobs of crystal 
glass — gleaming opal 
or brass; any finish— 
made in three sizes. 


A Real Money Maker 


Write NOW for 
details 





To Install Simpl 
Bore Two Takes 
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KNIFE 
SHARPENER 


Butcher Steel 


in 
Safety Form 
Jor Household Use 


Every customer who comes into your store is a 
prospective purchaser of a Monarch Safety Knife 


Sharpener. 





For this new sharpener is different 


from any other—better than the old wheel or disc 
type. It contains four genuine Butcher Steels— 
the same steel that butchers and chefs use for 


sharpening knives. 


In the Monarch, these Butcher 


Steels are arranged in safety form—a child can, 
with a few strokes, impart a keen Jasting edge to 
stainless steel and other knives. 

A carton on your counter will attract sales and 


profits. 


De Luxe Model (entirely nickel 


plated) 


*eeeeee 


Utility Model (with wood handle, 


for kitchen use) 
Junior Model .... 


Bench Model (for hotels and res- 
5 


taurants) 


oeeeeeeeeeee 


Jaywoolf Manufacturing Company 


512 Fifth Avenue 


New York City 


Distributed Through These Leading Jobbers 


Barrett Hardware Co., Joliet, Til. 


Blush, Mize & Sillman Hard- 
ware Co., Atchison, Kans. 
Buffalo Hardware Co., Buffalo, 
a ¢ 

Hibbard, Spencer. Bartlett & 
Co., Chicago, III. 

Ladore & Co.. 610 Buhl Bldg., 
Detroit, Mich. 

Lee-Kountze Hardware Co., 
Omaha, Neb. 


The Loring Lane Co., 53 Beach 
St., New York, N. Y. 
mepewe & Baucher, Rochester, 


ree & Gallagher Co., Omaha, 


eb. 
Weed & Co., Rochester, N. Y. 


Witte Hardware Co., 
M 


0. 
Joseph Netzer 


Laredo, Texas. 

Vonnegut Hardware Co., Indian- 
apolis, Ind. 

Farwell Ozmun, Kirk & Co., 


St. Paul, Minn 
. Evans, 


Associated Mfrs. Importing Co., 


an Francisco, Cal. 
Holbrook, Merrill 
San Francisco, Cal. 


St. Louis, 


Hardware Co., 


45 Warren St., 


& Stetson, 
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PREMAX FEATURES 
are unmistakable! 


HERE is no sub- 
stitute for Premax 
Tent Equipment. 


The name is known 
and respected wherever 
Campers and tourists 
meet. Every owner is proud of his 
Premax Rustproof Steel Tent 
Stakes and his new Telescoping 
Tubular Steel Tent Poles. 


Word of mouth advertising is one 
good reason why you should stock 
the Premax Line. These high- 
quality products, reasonably 
priced, are sold easily at a fair 
profit because they are known. 










Stakes, ridge poles, and up- 
rights in sizes to meet every 
tourist need. Mail the coupon 
today for samples, prices, and 
complete descriptions. 


PREMAX 
PRODUCTS 


NIAGARA METAL 


STAMPING CORPORATION 
Dept. HA-5 
Niagara Falls, New York 








Niagara Metal Stamping Corporation 
Dept. HA-5 
Niagara Falls, New York 


Send prices, specifications, samples, 


PREMAX STEEL TENT STAKES 
PREMAX TELESCOPING TUBULAR STEEL 
TENT POLES 


see eorvreevseeoeseeoeeseeeaeveeveeseeeveeeeaesveeeeeeeveeweeeee7eeeeseteee eee ee @ 
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DIXON’S GRAPHITE PRODUCTS 
Flake Graphite Solid Belt Dressing Boiler Graphite 
Graphite Cup Grease Paste Belt Dressing : Pipe Joint Compound 
Waterproof Grzphite Grease Silica-Graphite Paint Graphite Spring Oil 





The best graphite and the right graphite for each particular purpose are the reasons for the superiority of Dixon 
Graphite Products. 


We have had one hundred years’ experience in manufacturing and marketing graphite and graphite products. In | 
this period the words “Dixon” and “Graphite” have become synonymous to thousands of exacting men in every line of 
industry. 


THERE IS NO SUBSTITUTE FOR DIXON’S 


Dixon’s Ticonderoga Flake Graphite. Ideal for cylinder and decidedly lengthens belt life. Stops slipping instantly. 
and bearing lubrication, for coating gaskets, and for any Use for leather rubber or fabric belting. 


other purpose where a better graphite is desired. 
titi rap Dixon’s Waterproof Graphite Grease. Protects and lu- 


Dixon’s Graphite Cup Grease. The best quality mineral bricates elevator plungers, pump plungers, gears, wire rope, 


stock correctly proportioned with lubricating flake graphite. : 
Moning ; and other parts exposed to weather or submerged in fresh 
It has the property of flowing into the bearing as soon as or salt water. Will not flush off. 


the shaft begins to turn, bearing heats and softens it. Pro- 


Hs dead smooth, graphited bearing surfaces—insures )Dixon’s Silica-Graphite Paint. For the protection of metal 
cool running engine, motor, shaft and other bearings. surfaces against moisture, water, acid, alkali and other rust 
Dixon’s Solid Belt Dressing. Keeps leather belts pliable creating agencies. 


Write for Booklet 40-KP. and Prices 
JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City Dee New Jersey 
1827 ONE HUNDREDTH ANNIVERSARY 1927 











No. 800 


“It Paid for Itself in 30 Days” 


Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 





I cece s tere nvetenanceenneeeeh ewe $2.50 
ee I OO gos anniv avin mewwae daneges poo .60 
Se I I i ccwccerednsvosuntens Sl 
eg | a _ $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 
DD EE Et err rene? rr tT ree 45.33 
I RS os cece ddWe aCe dcal« bees evteews $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 

We have figured on a basis of only ten keys per day. Many dealers 
using our machine cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


MMY- SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 


Operated by Hand or Power where. Protects millions. Never been Jimmied. 
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Electrical 
Motors The GO-N- SET 


Never Forgets 


[FIRE ESCAPE 


arg 


Factories 














© 





















Furnaces 
Ej 
Heaters 














Store Windows 









Equipped with 
G0-N- SET Portable Plug 





| Here is the ; 
| Market! - (Opens a NewMarket forTime Switches 


Necessary for At last—an attractive portable electric time switch. The GO-N-SET for 
Homes home use will control an entire lighting circuit, a single light, radio sets or 
a oe any household appliance. For commercial use will control store window 
rtments ye agg 
P lighting, signs, fire exits, night lights and also many industrial uses. ualit 
Hotels gnting, sig ~ a ! y 
: throughout, dependable and sells at a low list price. Westclox Timer standard 
Chicken Ranches 
Industry equipment on all models. 














C2 


1269 Cochran Avenue Los Angeles, California 


» G & S Research Laboratory 











GREASE Cups 
and OIL. Cups 


For Every Purpose No. 5739 No. 118 





Included in the Bowen line Attractive Counter Dis- 
of grease cups and oil cups, plays containing assorted 


. sizes of the types of grease 
are lubricators of the exact = sig git cups most in de- 





heed type and size to meet every — mand provide the dealer 
lubricating requirement. with a quick and easy way 
to sell and also a con- 
Catalog No. L-104 showing venient method of stocking 
more than fifty other types these small parts. 


will be sent upon request 


BOWEN PRODUCTS 











No. 249 CORPORATION 
AUBURN NEW YORK 
Branches 
BOSTON 161 Massachusetts Ave. 
CHICAGO 412 Wrigley Bldg. 
CLEVELAND 7113 Euelid Ave. 
DETROIT 2760 W. Warren Ave. 
KANSAS CITY 1322 McGee St. 
MINNEAPOLIS 983 {7th Ave., S. E. 
NEW YORK 220 Broadway 





SAN FRANCISCO Monadnock Bldg. Case No. 12 Case No. 11 
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do you believe 


that you are in business to make money? 


that you build goodwill by selling quality mer- 
chandise? 


that you cannot afford to sell anything but the best? 


then consider 
ZAPON Lacquer FLOWING FINISHES 


made by the oldest and largest exclusive manu- 
facturer of pyroxylin lacquers in the world. 


the only odorless brushing lacquer on the market. 


the easiest brushing lacquer, because, although 
it dries hard in an hour, it dries slowest to the 
touch. 


the most durable, because it is made without 
the aid of oil plasticizers. 


“the housewife’s pride that’s quickly dried” 


THE ZAPON COMPANY 


247 PARK AVENUE 
NEW YORK 


branches in principal cities 




































































the pioneer lacquer 
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THE ZAPON COMPANY 
247 Park Ave., New York City 


Please send samples of Zapon Flowing 
Lacguer Finishes free of charge. 
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Door Hardware 
to Match the 
Finest Car—Priced to Fit 
the Smallest 


All garage door hardware may look something alike 
but none other than “Allith’” can bear the A-P 
mark. And A-P means much. To architects, con- 
tractors, builders, dealers and home owners it has 
symbolized (for over a quarter of a century) all 
the rugged strength, sturdy design, steady operation, 
weather tight fitting, anyone, anywhere, can put into 
building hardware regardless of cost. 


Allith “Ten-Eighty” 
Round -a-Corner 


is the newest addition to the A-P Garage Door Hardware 
line—but one that fairly leaped into leadership at its very 
first showing. 


Made for openings with any number of doors. Hinged 
service door for convenient passage in and out. All other 
doors ride like a roller coaster on the A-P “round-a- 
corner” trolley track. Roller bearing wheels, with ball 
bearing swivels, form a free-running, quiet combination 
that does not stick or jam; that cannot jump the track. 
Hangers have positive locking vertical and lateral adjust- 
ments. Hanger apron and frame are “certified” malleable. 
3ut best of all, with these many extra and better features. 
A-P “Ten-Eightv” Round-a-Corner garage door sets cost 
no more than ordinary kinds. 


Garage door hardware may seen like a small item when 
vou figure material costs and labor. But, remember this, 
it is the only thing on the whole garage that has work to 
do for years to come. Give garage hardware close atten- 
tion, whether replacing old hardware or building new. 


Hardware Dealers 


A-P “Ten-EFighty”’ Round-a-Corner is packed to order 
only, Sells quickly and makes customers come back 
for other things. Send for complete catalog on garage 
hardware. 


Allith-Prouty Company 


Danville Illinois 


Manufacturers of 
Spring Hinges 
Fire Door Hardware 


Overhead Carriers 
Door Hangers 


Garage Door Hardware 
Rolling Ladders 


Allith 


Manufacturers of the Finest Line of Garage Door Hardware 
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Your Customers 
Want Quality— 
Even in Carpet Tacks 


Baur Tacks fave quality. The 
heads are well centered; the 
points are needle sharp and 
won't turn over. Every box 
contains clean, -high grade 
tacks in full measure. 


The next time a customer asks 
for tacks hand him a box of 
Baur Tacks. Their quality 
will speak well for you when 
he needs something more ex- 
pensive. 


OMe eee oer 


Send for Samples and Prices 





Our complete line also includes Staples 
of every description, Double Pointed Tacks, 
Basket, Clout and Trunk Nails. 








= BAUR TACK COMPANY 


Indianapolis Indiana 
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“he WARREN DLUE Book. | 
FLOORPLANS ows * 


“TORE FRONTS 


J.D:Warren Mre.Co. 


CHICAGO, ILLINOIS 























You Will Want 
This Book of Store Plans 


Here’s real, practical help for retail hardware dealers 
contemplating store changes—“THE WARREN BLUE 
BOOK.” Those who have seen this book say it an- 
swers many of the big questions in hardware mer- 
chandising. 


Actual Blue Print Plans 


Not a catalog, but a reference book of store planning 
based on tangible, workable, proven experience, you can 
apply to your store. The blue print plans show the ar- 
rangement of many successful stores--how stores are 
planned, how aisles are arranged to induce shopping, 
how departments are apportioned, how merchandise is 
classified for convenience, with illustrations of many 
attractive, up-to-date Store I‘ronts, Show Windows, etc. 


“The Warren Blue Book”’ 


also discusses these subjects:—Inducing Customers to 
Shop Around Your Store—Increasing the Average Sale 
—Attracting Women Customers—Make a Better Show- 
ing with Stock — Departmentizing — Displaying 
Merchandise—Open Aisles—Display Tables, and gen- 
eral store management. ’ 


Less 


If you are building or making changes in your present 
quarters, you will appreciate this complete store planning 
book covering 


Floor Plans, Store Fronts and 


Show Windows 


Send for your free copy today. Use the coupon. 


J. D. WARREN MFG. COMPANY 
159 No. State St. Chicago, Illinois 


J 


1 J. D. WARREN MEG. CO., Chicago ! 
: Please send me a copy of “THE WARREN BLUE! 
1s BOOK” of store plans featured in Hardware Age. ; 
- r 
: a ood ot RR Ae ee Wis dua g gc ehaebbed uaws \ 
’ 
: cit ianenhaake paswedbedene dl seedde keen 
: 
adi toate hee ce” 8 ii ws 
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Oliver 


FOR 64 YEARS A NAME REPRESENTING 


Quality and 
Service 


GW 























Better 
Machine Screws 


for the 


Hardware Trade 





Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 










ow 
HARVEY HUBBELL= 









OLIVER IRON AND STEEL CORP. MACHINE @f SCREWS 
Pittsburgh, Pa. we ORE. 














NN 


The New Out-U-Kum Weed Puller And A gain in | 927 


Means Extra Profits for You 
As It Has Been 


Every Year 
Since 1888 


the Smith Line of 
Sprayers leads in 
improvements and in 
adaptability to all 
spraying require- 
ments. Hence it is 
but natural that in 
1927 those dealers 
who standardize on 
the Smith line will 











Sells at sight to nearly every 
Gardener and home owner. 








This new type Weed Puller re- 
moves the Dandelion and other 
lawn weeds—ROOT and ALI. 
without leaving unsightly holes or 
bald spots in the lawn. 





No tiresome stooping. A _ little 
PUSH, an easy PULL—and out 
comes the weed clean as 
a whistle. 





The Display Carton 
Sells It 

Put up Y% dozen in an 

attractive Display Carton 

which actually sells this 

for the dealer. 





Packed for Domestic and 
Export in strong cases of 3 


or 6 dozen lots. Hand- 

somely finished: Prongs find themselves in 
highly polished—select hard : +7 
wood handle. Length over the enviable position 


all, 36 inches. of having just what 
the public demands 
in sprayers. To 


cater to an _ estab- 


Shipping Weight per dozen 
-—21 Ibs. 


*‘‘Norcross”’ Garden 








: — - CERI Ie lished demand is to * 
are nown e@ world over as grea me am abor saving s tor ¥ 
cultivating and weeding in garden and flowers. Three ~~ speed turnover and ied 

suited to both Men and Women. Strong, attractively finished a : & 

built for long service increase profit. " 

Special attention airen to Export. a 
Write us for Catalog and Price List. Smith Sprayers are 
5 nationally adver- THE 192 ? 
Cuenll em tised. 
No. 55 No. 33 No. 1l 
D. B. SMITH & CO., INC. _ Still teads all others 


Manufactured by rv important improve- 


C. S. NORCROSS & SONS, Bushnell, Ill., U. S. A. Utica, New York ments. 
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New Britain 


The New Britain is a 
DR complete line of socket 
wrenches and meets the 
need of the car owner 
who wants the best at 
any price, the price buyer 
who wants a lot for little, 
and the mechanic who 
wants quality at a reason- 
able cost. 


While the quality is 
always the best, the dif- 
ferent combinations 


meet every demand. 


Every set is compact, 
convenient and easy to 
handle. The price 
spread allows a good 
profit for both jobber 
and dealer. Sets are 
packed ten each in a 
sales making carton that 
takes up little room and 
shows up well. 


Our condensed catalog is 
now ready and illustrates 
the popular sets that sell 
quickly. 


Order a sample carton of 
ten sets subject to your 
regular discount and cash 
in—Now! 


The New Britain Machine Co. 
198 Chestnut St. 


Conn. 











(because YOU} i 
can make More |& 












HAT?’S the reason nine out of ten hardware | 
merchants handle the Peerless line of Ford 


replacements. 


Ask your jobber’s salesman or write direct for 


complete information. 


PEERLESS TUBULAR 
RADIATORS 


Exact duplicate of Ford stand 
ard, except that it has pure 
copper tubes and heavy side 
supports. These big improve- 
ments do not add to price; a 
bigger value at same price. 





De LUXE 
FENDERS 


The one-piece top 
fender that is 
still the most 
beautiful fender 
ever designed. 
Makes the car 
look lower and 
longer. Makes 
old model cars 
look like the 
newest models. 








PEERLESS HONEYCOMB 
RADIATORS 


The old reliable—I2 years old 
and still leads the field. Solid 
brass core and tanks; core go 
constructed as to expand 
when freezing. Stands heavy 
duty and much punishment. 
Special side bracket supports. 
It’s good. ' 





NO. 61 RADIATOR CAP 


A wing ,type cap for Fords 
that is handsome in appear- 
ance. Bright nickel finish. 
Packed in separate boxés: 
dozen to display carton for 
counter or window. Don’t 
overlook this special. 


“Carry the Complete Peerless Line” 


The CORCORAN Mfg. Co. 


4912 Section Ave. 
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Cincinnati, O.. 
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FOR FORD CARS 
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USED 


By Three Generations 


and still the leading torches 
and furnaces 


““Always Reliable’’ 











Fifty years of experi- 
ence mean—the most 
practical and most dur- 
able tools which are 
guaranteed to give sat- 
isfactory results. 


Experience is the best 
teacher. Buy this make 
which has a world-wide 
reputation. 


Most jobbers stock. 
Others will order. 




















Covered by patents 
No. 87 Qt. 
! No. 88 Pt. 

















OTTO BERNZ CO. INC. 
NEWARK, N. J. 


St. Thomas, Ont. 





Stocks in Newark, N. J., New York City, Chicago and San Francisco. 
Offices in Newark, N. J.; New York City, Chicago, Fort Worth, 
Denver, Helena, Mont.; San Francisco, Los Angeles, Seattle and 








NEW GENCO 


Household Butcher Knife No. 65 


STAINLESS 


Sizes, 6°, 7”, 8” 
Half-tang blade. 
Cocobola handle. 


Handsome Knives 
That CUT 


STAY CLEAN 
AND SHARP 





Buy from Wholesaler 





MADE BY 


GENEVA CUTLERY CORP. 


Geneva, N. Y. 


(Makers of Fine Razors and 
Stainless Household Cutlery) 


“HONEST WORKMANSHIP ON FINE, STEEL” 











Hand Made 
Adze 


Not one of your customers 
but will pay a few cents 
more for this adze if they 
know that it will last 
twice as long and make 
their work easier. 
Do you want to sell 
your customers the 
best and_ keep 
them satisfied? 
Last but not 
least, are you 
interested = in 
knowing why 
White Adze are bet- 
ter? May we tell you? 


Have You Our Catalogue? 


The L. & I. J. White Co., Inc. 


125 Columbia St. Buffalo, N. Y. 




































“The Blade With the Reputation” 
Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, New York 
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ENGLAND’S BEST 





















The W-H-S_ Trowel 
is the one and only 
ENGLAND’S’~- BEST 
TROWEL. 


That skilled artisan, 
the American’ Brick- 
layer, knows a_ good 
trowel when he sees it. 
Give him the opportu- 
nity of using a W-H-S 
Trowel. 


Hard, yet flexible, well 
balanced, unvarying in 
quality for over one 
hundred years. Satis- 
faction is assured. 


Stock the best and hold 
the trade. 


Look 
for 
the 


mark 


W-H-S 





Sole Distributors for U. S. A.: 


WIEBUSCH & HILGER, Ltd. 
NEW YORK 
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STANDARD THE WORLD OVER! 





HAY AND LAWN RAKES 
The kind with 


THE HOLLOW STEEL BOWS 


Also made with 


WOOD BOWS IF YOU PREFER 
HANDLES POLISHED AND WAXED 
TEETH THAT WON’T COME OUT 





Send for Our Complete Catalog 


RUGG MFG. CO. 
Greenfield, Mass. 




















Something New Under the Sun 


PLASTIC WOOD 
Bringing All-Year-Round Sales 





An invention that handles like putty and 
hardens into wood—used in all departments 
of the woodworking industry. Now being sold 
to householders through the Hardware Trade. 
PLASTIC WOOD can be moulded in the 
fingers. When hardened it can be whittled, 
planed or turned on a lathe. Nails and screws 
will not split it. Takes paint, stain and var- 
nish like any wood. 

Once displayed it sells itself. National adver- 
tising is spreading the news. 


ADDISON-LESLIE COMPANY 


10 Boliver Street, Canton, Mass. 



























Ready 
Seller! 






No. 695 
Patented 
April 8, 1924 


Pistol Grip 
Saw Set 





The exclusive oscillating plunger sets saw teeth alike 
on both sides. 
Manufactured by 


E. C. STEARNS & CO. Syracuse, N. Y. 


Makers of good hardware since 1864. 
Lawn Mowers, Lock Fast Gates, Saw 
Vises, Clamps, Floor Scrapers, etc. 
Sales Representatives: 
W. R. Voorhees & Co., San Francisco. The Bolton Co., Boston, Mass. 
Thomas A. Troy, New York. Deveney & Palmer, Atlanta, Ga. 


Canadian Representative: 
George J. B. Ramsden, St. Thomas, Ontario. 
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A Good, Profitable Item 


HARTFORD GLASGLIDES 


“Better Furniture Footwear” 


An improved, efficient furniture glide employing the regu- 
Replaces both caster and caster cup. 
is practical in construction and fully guaranteed. 


lar caster stem. 


The broad, smooth, gliding surface protects 


It 


floors and 


floor coverings and the attractiveness of the GLASGLIDE 
improves the appearance of any furniture. 

Sew is an ever increasing demand and an unusually 
broad market for GLASGLIDES as they are in use in hotels, 
offices, hospitals and other institutions as well as the home. 








NeverStai 
The Better 
Stainless Steel Cutlery 





Manufactured in 
three sizes for 
both wood and 
metal tubing fur- 
niture. The 
medium size is 
illustrated. 










Packed one set 
of four in the 
box, also in 
dozen set. dis- 
play cartons. Re- 
tails at a very 
reasonable price. 


Actual size No. 175 
Write for Prices 


HARTFORD GLASS PRODUCTS CO. 
Hartford City, Indiana 














No. G4530 Household Knife 


6 inch Stainless Steel Blades, swaged 
and etched. Shaped Cocobolo Handles, 
Brass Rivets, and Burrs. Packed in in- 
dividual display boxes, 6 boxes to the 
container carton. 


SHARP as well as STAINLESS 


The Ontario Knife Co. 
Franklinville, N. Y. 














Advertised 


Specialties 


Polly Prim Dust Pan 
Polly Prim Recipe Box 
Rustpreof Mall Box 


* 


Sell the 
Nationally Advertised 
Bluebird 
Clothes Line Reel 


Housewives all over the 
continent know Bluebird by 
name. National advertising 
has familiarized them with 
this handy indoor clothes line 
reel. Thousands have bought 
Bluebirds from their hard- 
ware dealers. Still more are 
ready to buy. 


Here is a ready-made field 
of opportunity for the hard- 
ware merchant. You, in your 
store, can profit by it. Stock 
Bluebirds; display them in 
your windows. You'll bring 
many women into your store 
to buy this and other items. 

We will be glad to mail you a 
catalog showing our complete line 
of household hardware. The list 


at the left represents only a few 
items. Write today. 


BALL BEARING 








Jhe ‘NEW 





€GG 
BEATERS 


HE Best’ Beater 
since Eggs were 
made, Real— New — 
Selling Features! 
‘ 


Spins like a dynamo! 
ONLY Beater’ with 
Ball Bearings! 


Made in three styles— 
Home—Large Home— 
Cup Size—only effi- 
cient cup size we have 
ever seen or know of. 


New Style Comfort 
Handles! 


A regular Box — not 
folding! 


Advertised too—Good 
Housekeeping, 
Woman’s Home Com- 
anion and Household 
agazine—nearly five 
million readers. 


Stock LADD Ball 
Bearing Beaters 
through your Jobber or 
Us! Nice profit! 





ee, Ra, 




















ULTON LIN 


H 


PATENT NOVELTY COMPANY 
ULTON ILLINOIS inc 


Hin 











Retail Prices:—No. 3 (Home) ..... , 
No. 4 (Large Heme). 1.25 
No. 5 (Cup Size) .. 1.00 






United Royalties Corporation 
1133 Broadway 
New York 
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Swedish 
Pansar 
Files 





PANSAR 
Trade Mark 





Flexible ; GY E Circular 
Blades | ZA Cut 
Tanged ° 
Half-Round 


Bastard C F ully 
Semnethe uaranteed 


We carry a full line of files, chisels and pliers 
Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. 304 Railway Exchange Bldg., Montreal, Can. 
Seattle, Wash. 











Rep DEeviL 
Means 
GLASS 

INSURANCE 


BIG 
SELLERS! 


ED Devils — Big- 
gest Sellers 
among Glass Cutters. 
Hence — the BEST 
Profit Makers. 


Moreover — Red 
Devils keep customers 
SAFE—not SORRY 
they bought from you. 
They CUT! 


LANDON P. SMITH, INC. 


111 Coit Street, Irvington, N. J. 


Successor to Smith € wenenwee, Co., Inc. 
(Glass Outter Business) 


Stall inthe hel” 
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Now Those 
“Hard to Get 
at Places” 
Are Easily 
Reached! 


ig 


1 
CONVERTIBLE SAW FRAME 


Jobs that are troublesome, or impossible, with other tools have no 
terrors for the man who carries a K-D Convertible Saw Frame in 
his kit. Saves time, temper and labor. Gives every mechanic a 
real chance to make the most of his knowledge and skill. 

The 3” Blade gets around obstructions. The 12” Blade can be 
used in very narrow space. Frame.is nickel plated and accommo- 
dates 3-6-8-10-12 inch blades. Pressed Steel Pistol Grip Handle 
increases efliciency and comfort. 

Furnished complete with 3” Hack Saw Blade—$1.50. Hack Saw 
Blades (3”) 90 cents per dozen. If your supply house doesn’t 
have them, write direct to 


K-D MANUFACTURING CO. 
LANCASTER, PA. 
Export Department—Woolworth Building, New York City 














LIQUID SOAP 
DISPENSERS 






“SPECIAL” 
SAWSET 





NAIL 
PULLERS 


SAWSETS FOR ALL 
KINDS OF SAWS 


Also Bench Stops, Hand Punches, Lead Seal 
Presses. 


Our line has been favorably known throughout the 
entire world for half a century. 


Send for new catalogue just issued. 


CHAS. MORRILL, Inc. 
102 Lafayette St. New York, U. S. A. 
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Fresh Air Is Easy to Sell 
Warldobest 


ALL-METAL 


WINDOW VENTILATOR 


So simple it sells itself. . 
Indestructible, permanent, Rust-proof. 
Does not interfere with raising or lowering window. 
Once installed with two screws—never touched 
again. 
Reasonable price—good profit. 
W A. PRESTON, Western Sales Manager 
Reom 1224—Tower Bidg., Chicago, Ill. 


ALLWEATHER VENTILATOR CO., Inc. 
2508 Grand Central Terminal Bldg., New York 


Outside 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oi] and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the Seventh Edition 


Hardware Wholesalers find Verified List of great value in 
‘‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th Se. New York, N. Y. 





o 











Carrick Hardware Co. are increasing their sales by using Heller Equipment 


Take the pictures out of the mail order catalog and 
they won’t do any business. 

Your display of the original article is more appeal- 
ing than any picture that may be had. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


7. See OS. aoe ace 


Kindly have your man call. I would like to increase my knowledge 
of Merchandising Hardware. 

















Two Sales Leaders 
that Really Lead 


No. 208 Torch 
Saves Time and Fuel 


No. 208 is hard to equal 
for real quality and per- 
fect performance. It saves 
time for the user and time 
for you in selling because 
it has features that speak 
for themselves. 


No. 91 Fire Pot 
With Improved Single 
Needle Burner 


Here is a Fire Pot with 
great generating power on 
either high or low test 
gasoline. The burner is 
swiveled and can be point- 
ed up when desired, for 
melting metal. Top section 
removable to expose flame 
for use as a torch. Jobbers 
supply at factory prices. 


No. 208 Torch. Ask 
for latest price. 


Clayton & Lambert Mfg. Co. 
6275 Beaubien St., Detroit, Mich. 


No. 91 Fire Pot. Ask 
for latest price. 














February 3, 1927 




















February 3, 1927 


HARDWARE AGE 269 





WANTED: 


We have a client—a small but 
strong and firmly organized—well 
rated—high grade manufacturer 
making a complete and extra fine 
line of quality cord tires and tubes 
sold through legitimate jobbers— 
desires selling connections with 
wholesale automotive brokers who 
have a strong selling organization 
and established trade—now sell- 
ing high grade automotive lines to 
wholesale hardware and accessory 
jobbers. A mutually satisfactory 
contract and territory arrange- 
ment can be made with organi- 
zations who can qualify. Write 
with full particulars first letter, 
please. 


Address 


‘Morse International Agency 
449 Fourth Ave., New York, N. Y. 














ANCHOR BRAND 





CLOTHES WRINGERS 
REDUCTION IN PRICE 


Effective January 10th 


We believe these 
lower prices will 
greatly increase 
the sale of Wring- 
ers and earnestly 
urge our custom- 
ers to pass on this 
decline to their 
customers. 


Sort up your 
stock now and go 
after this _profit- 
able business. 


We solicit your 
orders. 


No. 790 Guarantee 


Lovell Manufacturing Company, Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 





The _Holmden 
Lawn Weeder 


Is an Easy Seller 


No stooping or bending 
over. Gets all the roots. 


Positively guaranteed. 
Liberal discounts. 


Sold through your 
jobber. 


Holmden Lawn Weeder Co. Place fork of 


eeder over weed 


1106 Schofield Bldg., Cleveland, 0. ”°°tea ‘vesh: 











BOB-A-LAWN 


**The Pushless Lawn Mower’”’ 


This is the first and only ' 
Motorized Hand Lawn Mower. Z 
It’s a hand mower in the sense 
























that you guide and control] it, 
and walk behind it just as you 
would a regular hand mower, | 
but it is operated and propelled * 
by a gasoline motor. All you 
need do is to guide it and hold 
it in position. The motor does 
the rest. 


? 
There is only one control— 
a handy lever on the handle: no 
spark or throttle to bother with: 
no complicated parts to get out 
of order. 


They All Need It 


Every Park and Cemetery, every 
Court House Grounds, every School 
House, every Country Estate, every 
fine Home Lawn needs the Bob-a-Lawn. 
It sells on sight. 


There is a market in every com- 
munity for the Bob-a-Lawn. Send for 
information as to prices, discounts, 
ete. 


Cushman Motor Works 


1005 N. 21st St. Lincoln, Nebr. 


Warehouse Distribution from Norfolk, Va., Jackson, Mich., and 
Pacific Coast points. 
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And No One would Tell him! 


Angus Wirple was a failure in business 
and social life—and no one would tell 
him why! 

Then it dawned on him—he had finger 
nails like a truck-driver! Today he is 
president of a billion-dollar corporation, 
because he now uses Gem, the handy 
pocket manicure. 


The Gem Nail Clipper 
trims, cleans and files the 
nails, fits the pocket, and 
can be used quickly and 
easily anywhere. Gem Jr 
belongs on your watch 
chain, or key ring. Sold 
by your drug or cutlery 
store, or postpaid from 


The H. C. Cook Co. 








3 Beaver St., Ansonia, Conn. 
Gem Jr., 35¢ Gem, 50c 











**Gem’’ ads are ‘*“Gems”’ 


Above is one of the Judge series. Look in The Saturday atte | 
Post and Collier’s for other ads of the only nationally-advertise 
nail clippers. And see the new DuPont Cellophane wrapper on 
Gem and Gem Jr. Nail Clippers—proof against rust, dust, etc., and 
makes the goods even easier to sell. One dozen to the card. 
Sold by all leading jobbers. 


The H. C. Cook Co., Ansonia, Conn., U.S.A. 

















GALVANIZED 


WIRE CLOTHES LINES 





MANUFACTURED BY 


G.F. WRIGHT STEEL & WIRE CO. 
WORCESTER, MASS. 


CHRADE SAFETY 
Push Button Knife 


No Breaking of 
nger nails 


Kee, 2 afl t 
Petite 


Sure to sell on sight. 
Absolutely safe in pocket snd in use 
or convenience you can’t beat it 
Easily operated with one hand. 
he safety slide locks the button. 
You can’t afford to be without it. 


‘TRADE FVERLASTI NGLY SHARP MARK 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. ¥Y.. Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 































UPERIO 














HOUSEHOLDERS 
Buy When 


Retailers’ Stores Show 


‘i CYAe 
HANG UP or 
SET DOWN” 





“HANG UP or SET DOWN” 
CHAMPION DEMONSTRATOR 


Pay When Sales Value Proven 
(60 days) 


Consolidated Electric Lamp Co. 


DANVERS MASSACH USETTS 
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Six 
Different 
Patterns 














Super-Strong 
Monarch Pattern 
Made in All Standard Lengths 


Remember no step ladder is safer than the 
steps. And steps are made safe only by 
proper bracing and support. That is why 24 eR 
in the construction of the ie = AD us 


Trade Mark 


SUPER-STRONG STEP LADDER 


No Step Ladder Is Safer Than the Steps 


How many times people say: “Watch your 
step!” when others are about to climb a 
step ladder. 









Patented 
Steel Step 

















we made each step extra strong and absolutely safe by a Pa- 
tented Steel Step Support. This method grips and reinforces the 
side pieces and holds the end of each step as securely as a vise. 
A Steel Tie Rod under each step keeps the ladder tight and rigid. 
you cannot sell a safer step ladder. 


Besides Step Ladders our line includes Orchard Ladders, Exten- 
sion Ladders, Fruit Ladders, Roof Ladders, Painters’ Trestles, 
Decorators’ Ladders, Scaffolds, Brackets, Adjustable Jacks, etc. 


Send for Complete Catalog and Discounts. 


Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators 


The Superior Ladder Company 


516 E. Madison St. (Lincoln Highway) 
Goshen Indiana 


Agents wanted on commission who handle allied lines. 











Two New Fast Selling Items 
The BEL-KEL LATCH 


1. Adjustable for shrinkage. 2. Used on swinging or sliding doors 
and gates. 3. Place for lock. 4, Prevents sagging of door or 
gate. 5. Animals cannot open it. Opens from inside or outside. 
Latch always works free and easy. A quick seller. Liberal 
profits. 


Mounted 
Counter Sam- 
ple furnished 
with first 
dozen to each 
retailer. 
Mounted 
samples _ fur- 
nished _ sales- 
men o f 
wholesalers. 


| S 
The McCarter Universal Vise 


A time and labor saving 
tool. Adjustable to ANY 
position. Saves moving and 
shifting of work in vise. 
Popular price. Wonderful 
seller to radio fans, auto- 
mobile owners, garages and 
manufacturers. Several 
Sizes. 





Wan 9 4 ee) 
eee iS “* >,  Bel-Kel Mfg. Company 
, r + NES aa Decatur, IIl. 


905 Tivéir 



















The New and Better 
Electric Lawn Mower 


Light and easily operated. Switch 
conveniently located on handle. Creates 
vacuum which deposits all cut grass 





and leaves in catcher. Cuts lawn 
smooth without corrugated _ effect. 
Trims edges, also around = shrubs, 
hedges and flower beds. 







Roller bear- 
ings. Durable 
motor, % H. P. 






Cutters oil-tem- 
pered, crucible 
steel. 






+ 
Sixteen-in. cut. 
Height of cut, 
from to 
inches. adjust- 
ment by wheels 
— easy. Non- 
kinkable power 
cord. Ne 
weight, 
38 tbe 











Good N 





Headlight 


permits night 





Write for 
circular 


m, 


eA) 
and price Nee 
. x 


Electric Vacuum Lawn Mower Co., Stockton, Calif. 
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FEDERAL ABRASIVE WORKS, Inc. 





NEW YORK OFFICE 
42 West Broadway 


HARMON & DIXON, AGENTS 


MAIN OFFICE AND WORKS 
WESTFIELD, MASS. 





Manufacturers of 
Flint, Garnet, Emery, Alabrase and Silabrase Paper and Cloth, Sheets, rolls, discs and boxes. 




















LANDRETH’S Sevmoue Smit 


Garden and Flower Seeds HANDY GRASS SHEARS 


, FIT—THE—HAND 
_ Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 

raph cartons of | Ib. 4 lb. and % |b. and in 
at Papers. We would i & like to quote you on 


Mixed Lawn Grass. Please give us the oppor- As the weather becomes warm and the lawns start you will have many 
calls for grass shears—BE READY WITH THE POPULAR GRASS 


tunity. SHEAR WITH IMPROVEMENTS—special spring tension washer and 

spring catch. Tempered blades, malleable iron handles, light and handy. 

1926 CROP SURE TO PLEASE YOUR TRADE. ORDER AT ONCE TO AVOID 
DISAPPOINTMENT. 





Before buying for delivery after 1926 crop, send us e 
list of your wants that we may quote you if our traveler 


Se Also Pruning Tools— 


We are the oldest Seed 
House in America, this be- 
ing our 142nd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair ——, Pruning Shears, Tree Pruners, Lopping Shears, etc., for all uses. A 





we — not have exist complete line of highest quality. Write for our new catalogue ‘‘C.’ 
so iong. 
Business Established 1784. TO GET THE BEST GET Sevmove Smirx 
D L d th Manufactured by 
- Lanare SEYMOUR SMITH & SON., INC., OAKVILLE, CONN. 


Seed Co. Sales Representatives 


. : JOHN H. GRAHAM & CO., INC., NEW YORK CITY 
Bristol, P a. 113 Chambers Street 




















IWAN BROTHERS’ POST HOLE AUGERS 
AND DIGGERS 


Each year finds an increasing demand for these well known 
tools. They shoulder the burden and make digging easy for 
farmers, contractors and all who use them. 





Every exertion sends them deeper into the ground and brings 
a smile of satisfaction when the user sees the large quan- 
tity of earth they bring up. Sizes and styles for every re- 
quirement. Please order from your Jobber by their respec- 
tive names. 


Iwan Brothers, South Bend, Ind. 


Mfgrs. of post hole diggers, hay knives, snow or barn scrapers, 
Iwan Perfection revolving chimney tops, wire conductor pipe hangers, ditching !wan Vaughan 
(Atlas) Digger spades and drain cleaners. Auger 





Iwan Eureka 


Iwan (Genuine) 
Digger 


Post Hele Auger 





Iwan Invincible 
Digger 


Post Hole Digger 
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UFAIN “RED END” RULES 


STRIKE PLATES — #£SPRING JOINTS 


A NEW AND BETTER RULE, OF SUPERIOR QUALITY, FINISH AND 
APPEARANCE 


Snow White and Cream Enamel Finishes, Beautiful and Durable. Spring Joints of Solid Brass, Firm, Smooth- 
Working, Rust Proof. Brass Strike Plates, Preventing Wear in opening and closing. Rules furnished with 
as well as without Folding Hook. Gloss Red Ends dress up and distinguish these rules. 


THE [UFKIN foULe C0. 


SAGINAW, MICHIGAN 
NEW YORK WINDSOR, CAN. 


TAPES —RULES — TOOLS 





=-- 
4 

= — 
= 
a 

















Combination Service Greater Profit / 
Wrench a ea J | _ Larger Size 










eececee Gree . 
. . » 1156 ----- White B Qual 
A practical and convenient tool » ies ~ Red etter ity 
that increases the usefulness of a + 1167: Purple Gpyng 
+~ 1154-Special Yellow 
wrench. » 1155-Short Length 


Special Black 





Lumber Crayons 
for Cee” 
Railroads 
[Bttileam Chact: 
Surveuors 


Steel Mills 


Strongly constructed for gripping 
and holding both round and square 
parts. 


Eliminates lost time and_ the 
bother of carrying two wrenches 
on one job. 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 
chanic. 


Special Yellow 


N° 1154 


for Railroads 
Phate! 


le Steel Mills 


Made of a forged steel bar, case- 
hardened throughout. 





Featuring Bemis and Call 
Wrenches will mean more sales 
with less sales effort. 





Let us send you details and S Samples fi yurnished On request 
prices. Yr 








BEMIS & CALL CO, | | Blaisdell Pastamistss 

















Springfield Mass., U.S.A. Awarded Gold medal Sesqui-Centennial 1926 


& Sons 





Mathias 












TACKLES SAFETY STRAPS 
) CLIMBERS LAG WRENCHES 
Since 1857 Sr PLIERS TOOL BAGS TREE TRIMMERS 
BELTS WIRE GRIPS SLEEVE TWISTERS 
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Makes Seeds Grow! 


If you want your seeds and your seed 
business to grow. stock and recommend 
n 100% pure, safe, effective, fertilizing 
uyent— 


Sheep’s Head Brand 
Pulverized Sheep Manure 


Nature’s basic soil dressing. 100% pure manure, 
made commercially desirable by our process of handling. 
A complete plant tood which contains, naturally, all the 
vital elements necessary to produce virile plant life, 
including nitrogen, phosphoric acid, potash and— 
HUMUS! Sterilized of weed seeds. 

Packed in neat containers (2, 5, 10, 25, 50, 100 pounds) 
for convenient distribution to home owners, golf clubs, 
on gardeners—anyone who grows things in the 
soil. 

Write for prices and free leaflet, 
Beautiful Lawns and Gardens.” 


NATURAL GUANO COMPANY 


River St., Aurora, Ill. 


O 
aa, 
one 


ovary. 












‘How to Make 


S14 So. 
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Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line fur the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as »ur 
famous Round and Oval Punches. 

ember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 
Try us. 


We stand back of every tool we make. 
Write for Catalog 


Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














DETROIT 
HANDY FLAT TORCH 


The compact litth DETROIT 
No. 42 is just the torch to sell for 
the Auto Repairman’s or Elec- 
trician’s kit. Heavy brass tank. 
Cool valve wheel. Non-tip sup- 
port folds out of way. 





Send for catalogue H. 


Detroit Torch & Mfg. Co. Detroit, Mich. 
New York Office: 45 Warren St.; Canadian Rep., George P. Fraser, 
39 Tyndale, Toronto; Kettmann & Ten Eyck Sales Co., 326 S. 
San Pedro St., Los Angeles, Calif.; Oscar Andersen, 627 Washing- 
ton Blvd., Chicago, Il. 


Two NECESSITIES In Every Garage 
Garage Door Bolt 
Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt witb 

one turn of handle. 











Sill 
yo 

















Phenix Mfg. Co 
Ne. 50 Helder Me. $2 032 Center Street Milwaukee, Wis. 














EasytoSELL -EasytoUSE 


Speco Soldering Paste acts quickly, 
makes the solder stick to the work 
and never corrodes the material. 


‘. 


is used successfully for Electrical 
and Radio work and for All 
General Soldering. A little goes 
far—hence its economy. Customers stick to Speco, 
because Speco is easy to use and sticks to the work. Put 
up very attractively. Send for Prices. 


Waukegan, IIl. 





Special Chemicals Co. 

















Fully Guaranteed. Easily ap- 
plied. Accurate adjustments 
by side screw and lever. Most 
powerful check on mar- 
ket, size for size. Lower 
in price. Fine bronze 
finish. All sizes for all 
doors. Dealers wanted. 
Ask your dealer about 
the B.K.S. or write 
direct. 


United Hardware & Tool Corp. 


74-76 Reade Street 
NEW YORK CITY 

















HI sss Ali 


|—6?6S _ Per Set 


in Solid Brass 
Per Set 


e [40 lee ts Battissailieste 
Steel 


SOLD ONLY THRU THE HARDWARE TRADE 








MANUFACTURERS ¥¥ HARDWARE & SPECIALTIES 
89 FEDERAL ST., 365 MARKET ST.. 
BOSTON, MASS. SAN FRANCISCO, CAL. 























Showing Window 


Showing Window 
Closed. Open. 


Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


TueE H. B. Ives Co. 
New Haven, Conn., U. S. A. 
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® PRODUCTS 


For Guns, Fishing Reels, Golf Clubs, 
7), ’ f hy 4 
/ a 


Wheel Goods and Home Machines 

Hoppe’s Nitro Powder Solvent No. 9 

is advertised to shooters more strongly 

this year than ever before. The original 

INCREASE YOUR MARKET 

ALTHOU 1GH primarily made to clean gun bores after firing . asi 
and prevent rust, Hoppe’s Nitro Powder Solvent No. 9 has }es 
many other valuable uses. Prevents rust on fine steel instru- 











solvent for gun cleaning, standard for 
more than 22 years—recommended by 
Uncle Sam. Keep your stock turning over. 


HOPPE’S OIL AND GREASE ments, knitting machines—used to remove and to loosen parts BNET Tears 
Hoppe’s_ Lubricating Oil—highly re- rusted together. In constant use in many trades for cleaning OIL 
fined, acid-free, light, penetrating, of and rust prevention. Dealers are multiplying sales. 
rich viscosity, for all fine mechanisms. Get in stock of all Hoppe’s Products See Spring demand. g= 


Hoppe’s Gun Grease—for swabbing guns 


for storage, and especially for rough Sold by leading Jobbers. 








cleaning in the field. bd + ; 5 

jy +... ee FRANK A. HOPPE, Inc., 2314-H N. &th St., Philadelphia, Pa. 
in attractive free counter display cases to Representatives: Ed. W. Simon Co., Inc., 258 B’way, New York 
help your sales. H. L. Bowlds, Mason Opera House Bldg., Los Ange!’es 











STAR HEEL PLATES 


“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 


| Sells on Sight 


y Plows SN 


) EVERY HOME Ye 


No. 6 
They No. 5 
sell 
d »STAR” 
an ; 
FINE QUALITY AND FINISH “aN WD: a4 
MADE IN POPULAR S/ZES sell 


and the “STAR 


f ° YW and ‘ms: Ne. 3 
Ovalonian J! a ae 
oO. 
A CARDED ASSORTMENT OF Oval” Gals 
SHEARS. A STANDARD NUMBER 


No. [?P! 


THE ACME SHEAR CO. 
Bridgeport, Conn. 





These illustrations are % size 


STAR HEEL PLATE CO. 


LOUIS SACKS, Inc. 
Newark, N. J. , U. S. A, 























The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper couplings or carelessness in clamping play an impor- 
tant part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rust-proof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 

Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 
can be made. Of fine appearance with The Genuine. Rust-proof clear through. 
accurate machine cut threads and deep o other material will last on hose like 
1 ’ ; ae ; brass. Sherman Clamps are made to give 
clean corrugations. Made in %—%—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 











| (Patented) H. B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. (Patented) 





Eee ~ 
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The Most Beautiful Shelf Stock 


“ P - .. ” 9 
foe Ys. You’ve Ever Seen! 
alo: ‘ = f HOROUGHLY protected. Instantly 
SMe accessible. Every sheet fresh, flat, 
clean. Neatpak Boxes (patent ap- 
plied for) strong, durable, different, 
superior. Interesting discounts. 
UNITED STATES 
SAND PAPER CO. 
Williamsport, Pa. 

NewYork San Francisco Boston 
Chicago Philadelphia Detroit 
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GRAFF-UNDERWOOD CO. 


20 Beacon Street, Somerville, Boston 42, Mass. 


Manufacturers of the Nationally Known, Fast Selling 
GRAFFCO Line 


GRAFFCO PICTURE HANGERS— 
For office or home use—will support any 
article weighing up to 100 pounds. Fine- 
ly made of steel with brass finish. “The 
nail can’t fall out.” Three sizes. 
GRAFFCO PUSHPIN—Needle sharp, 
tool tempered steel point—set in a crystal 
glass head. The dome flange gives ex- 
ceptional strength. 
Display Case—FREE 


Our new, complete catalog mailed upon request. 














MILBRADT 
LADDERS 


Wil pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
| a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 





Spreading Out 
HE number of magazines carrying Twinplex advertising in 
ane is more than 60% greater than the number used in 
1926. 
All are publications with a strong appeal to men. 
Insertions will be more than three times as numerous. 
On top of all that there is a merchandising plan for sellers of 
Twinplex Stroppers that will squeeze the last ounce of benefit 
from the printed selling. It is simple and as sure fire as any- 
thing we've seen. 
Get yourself all set to make some real profit on Twinplex 
Stroppers this year. If you want the details now, write us. 


WINPLEX SALES COMPANY 
; 1627 Locust St., St. Louis, Mo. 
New York Chicago Montreal London 





nple 


FOR SMOOTHER SHAVES 

















No. 018 No-Chip White Enamel Handle 
No. 18 Natuarl Finish Handle 


Get Vaughan’s Prices 


on ice picks before placing your 1927 orders 


Vaughan Built In Quality—octagon shape metal capped, 
nickel plated, die closed—cannot come off. Deep drawn 
ferrule, nickel plated; high carbon tool steel blade, hardened 
and ground needle point. Length about 834 ins. Our large 
production enables us to quote low prices. 


Write for prices and samples now—today 


Vaughan Novelty Mfg. Co., Inc. 
3211-25 Carroll Avenue, Chicago, Illinois 





STAY-WET 


Paint and Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily. 

RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 





























CONDUCTOR HOOKS 


BFFICIENT and reliable 

for plain or corrugated 
pipe. Ask for sample and 
No. 27 Catalogue listing 
hooks and hangers illus- 
trated. 


L. D. BERGER CO. 


59 N. 2nd St. 
PHILADELPHIA, PA. 


















Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 


Read about these successes and 
then turn to the advertising es. 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 
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Met Fi Ys = 
SAY ZZ  COMBINATI 
SOLDERING AND TIN 
Rubyfluid is non-corrosive, non- 


A REAL explosive and non-injurious. It is 


FLUX used by some of the biggest manufac- 
turing concerns because it is efficient 


that REALLY and economical. You can sell Ruby- 


fiuid to your trade for the same rea- 
SELLS sons. Write for further details. 


Ruby Chemical Co., Columbus, Ohio 





ON 
NING FLUX 





Going Strong 


’ 


Lane's 
‘*‘Unique’’ 
so6oerk ef 
Wrench _ Sets 
are even more 
popular than 
they were— 
years ago. 
Weare mak- 
ing them better 
than ever, are 
prepared to pe mba 
ship all five styles promptly, and welcome inquiries from 
old friends who have sold our products and know how 
thoroughly they please customers and hold trade. 
Send for Folder which describes our complete line. 


WILL B. LANE UNIQUE TOOL CO. 422 So, Dearborn St., Chicago, Ill 





Ford Set 














AJAX 
ST. LOUIS 
Multi Radio Plugs 
No. 18—For Jacks 
No. 18A—For Binding 
Posts 


Connect One, Two, Three 
or Four Receivers or Loud 


AJAX St. Louis For 
Radio Accessories 





Complete Antenna Sets or any Parts—at Lowest 
Factory Costs — Standard or Special Assemblies 


Write for Price Sheets on Complete Line 


AJAX ELECTRIC SPECIALTY CO. 
1926 Chestnut St.—St. Louis, Mo. 








Rattle Proof 
Window Fasteners 


WINLOK 


FASTENERS 
positively 
lock windows in 
any position, mak- 
ing them force and 
rattle proof. Ten- 
sion may be instantly released. Retail 
at 20c each with good profit. 











Write for trade prices. 


CUR-MAN-CO, Inc., 98 Broadway, Astoria, N. Y. 


MFRS. CURRAN PRODUCTS 
Egport Agents UNIVERSAL UTILITIES CO., INC., 1842 B’way, New York 

















HOLD.-TITE CAPS 


Packed for convenience 

in handy | gross pack- 

ages or 50 gross bulk. 

| m Made from High Grade Tin 
~ -- Plate and No. 1 Composition 

Cork. Carefully sorted and weighed. 


Write us for prices. 


Apex Stamping Company 


Devt BW Riverdale. Ill. 











GREEN’S 
Stock Boxes 


4 NEW IMPROVED 


Box 
At Low Cost. Has All the 
Advantages of the More 
Expensive Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 





Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 

















CLOTH WINDOW VENTILATOR 


Display them in cold, stormy, blowy 
weather, and you'll sell a lot of 
them. 8 popular sizes. 
Retail at 60c. to 
$1.10 


BUY 
FROM 
YOUR JOBBER 













One Piece a 
(Cut-Out) ’ 
Thumbtacks 


are quick sellers to students, 
’ clubs, offices and large organ- 
izations. 


Three Sizes %” - 4e” - 12” 
36—10c Metal Boxes in attractive 


green Display Carton. Dealers $2.15 


Send for illustrated folder and Price List 
including Celluloid Covered & Num- 
bered Thumbtacks. 


Moore Push-Pin Co. 
(Wayne Junction), Philadelphia, Pa 
BF U. S, Silk Flag on a Glass Staff 
FCC when requested with Price List, 


Shory Moore Sr 


PushThumbt iit 
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BURNLEY 


The Soldering 
Paste that has 
satished cus- 
tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 








TAINTOR POSITIVE SAW SET 


All steel. Fully Guaranteed. 
Send for Free Book. 


TAINTOR MFG. CO., 113 Chambers St., N. Y. City 





February ‘ 1927 





steps, “me + me tooo rubber tires, 
aia tun hand 

LL) ec system, firm construction throughout, 

/ eliminate vibration and noise and produce a ladder 


absolute: + some insure quick service for 
Vy eee ee install one or more 


of ample strength for safety, convenience and 











Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds - a 
the tack in position for driv- SP 101 a ._ 
. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 


Good profit. 
Name and design trade“marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. St it and increase 
your sales. 


Made only by 
ANTI-Borax ComMPouND Co. 
Fort Wayne, Ind. 














HACK “TLE NOX” saws 
romty SD cncrcy 
“She Jools in Lhe Plaid Bor” 

AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS - SCREW ORIVERS - GLASS CUTTERS 











CATALOG of TOOLS 


and Supplies for Stone Working 


Free on request, send for it today 


TROW & HOLDEN CO. 


Barre, Vermont 











AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 








Plain or enameled in 


STRATTON ™** 5 
HANDLES 


For Smali Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








J. L. THOMSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 


ee ret tea 
ee te ee -_ 
: % 

















YERDON CAST 


BRASS HOSE BANDS 


give JUST THE SERVICE you want Hose 
Bands for on All Hose Connections. A trial 
will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 








ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEV sie roe 








PADLOCKS 


A Popular Priced Line. 
Write for Catalog and Prices. 


REESE PADLOCK CO., Lancaster, Penna. 














WESCO TIRE CHAINS 
ARE GUARANTEED 


Western Chain Co. 
Chicago, U. S. A. 
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Classified Opportunities 





Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


on 


Positions Wanted Advertisements 








Average 10 words to a line 
Allow One Line for Keyed Address 








Opportunity Exchange Section 5 BRE scoccosecves eoccscccccecs $5.00 50% off rates quoted 
Set Solid, Minimum of 5 lines....$3.00 Each additional inch............ 4.00 Address your advertisements and replies to 
Hardware Age, Classified Oppeor- 
Each additional line........... .60 tunities, 239 West 39th St. New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line............ .60 4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 





Harpware Ags is each Thureday 
Forms close Ten Daye previous to date of 
publication 


RIS 














BUSINESS OPPORTUNITIES 








Exclusive Dealers Wanted 


to handle Mitchell’s Super Razor Blades. Write today 
for Free Samples. Auto-Strop Razors. 1l6c each. Road 
Salesmen wanted. G. C. Mitchell Co., Inc. Dept. “B,” 
Aurora, Ill. 














FIRM manufacturing chisels, bits, gimlets, etc., is 

anxious to increase its output. Any company 
wishing to add a line of this nature to its products would 
do well to get in touch with us at once. We are well 
established and equipped to handle work of this kind. 
2 Montville Tool Co., Fiskdale, Mass. 

















7) 
M. M. GODSCHALK 
Merchandising Engineering 
Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York 
| Telephone Caledonia 1374 L} 











SELF-INFLATING LIFE BELT—Pocket size. Wonder of the age. 
Miniature hollow-ribbed lifeboat distendable around body instantly. Sus- 
tains wearer in deep, rough water. Most practical safeguard for sea 
travelers and non-swimmers. Boon to aquatic sports. ree illustrated 


booklet. SELF ACTING LIFE BELT CO., 55 East 8th St., New York. 





FOR SALE—A good hardware, implement, builders’ material and paint 
business located in Eastern North Carolina on the inland water way. Salt 
water, good rail and water transportation, great agricultural possibilities. 
Business is making money. If interested address Box H-414, care of 
Harpware Ace, New York. 





FOR LEASE—Store occupied for many years as hardware store. Suit- 
able for retail or for wholesale and retail hardware. Located in Mohawk 
Valley town, drawing population 70,000. Bear close investigation. Ad- 
dress Box H-402, care of HArpware Ace, New York. 





MUST SELL old established hardware and paint store in Richmond 
Hill, Long Island, at inventory. Write Box H-409, care of Harpware 
Ace, New York. 





FOR SALE—New York City hardware store at invoice or will reduce to 
$5,000. Established 48 years; a good stand; low rent and 8 years’ lease. 
Address Box H-405, care of Harpware Ace, New York. 





FOR SALE—Profitable Hardware business; will invoice at $8,000.00. 
Will sell or rent store building. Stock of implements, $1,500.00, will sell 
with or without. WESTRUM BROS., Raleigh, N. D. 





HELP WANTED 





SALESMEN—Builders’ hardware manufacturer requires a salesman 
with experience in metropolitan area. Able to drive a car. Address Box 
H-401, care of Harpware Ace, New York. 





STOVE SALESMEN WANTED by large Central Ohio manufacturer. 
Write fully, stating qualifications, age, and salary in first letter. Address 
Box H-415, care of ARDWARE AGE, New York. 


HELP WANTED 


REPRESENTATIVE New York Hardware, House Furnishing Pg panel 
requires services of several men to cover north and south shore of Long 
Island, also State of New Jersey. Only those having previous wholesale 
selling experience need apply. Give details of former experience and terri- 
tory covered. Reference required. Address Box H-391, care of HarpwareE 
Ace, New York. 








SALESMAN—Old established manufacturer of complete line of builders’ 
and shelf hardware has opening for salesman to call on trade in City of 
New York and vicinity. Experienced man preferred. Address, stating 
age, previous experience and compensation wanted, Box H-408, care of 
HarpwArE AGE, New York. 





WANTED-—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 





POSITIONS WANTED 








BUILDERS’ HARDWARE SALESMAN 


386 years of age, married, 15 years’ hardware experience covering 
Retail, Jobber and Selling for Manufacturer, is available for immediate 
connection with Builders’ Hardware or Building ls Manufac- 
turer, selling either stock or contract. Has specialized in building 
lines for past 10 years. Understands and has working knowledge of — 
architects’ blue prints and specifications. Best of references. Address 
Box H-395, care of Harpwarp AGE, New York. 














EXECUTIVE— 


Builders’ Hardware are you looking for a high calibre 
man? Splendid record of achievement in responsible posi- 
tions, ability to handle men, particularly good knowledge 
of manufacturing, costs, prices, catalogs, advertising and 
selling. Address Box H-404, care of Harpware Acz, New York. 











| WHO NEEDS ME? 


Capable estimator builders hardware from Garage to 
Hotel work. Eight years in practise. Age 25, Protestant 
Yankee. Married. Your knowledge of my present posi- 
tion qualifies me for your requirements. Costs but two 
cents. Address Box H-406, care of HARDWARE AGE, New 
{ York. 

th we 4) 

















POSITION by man (42 years old) with twenty years’ experience in gen- 
eral hardware as traveling salesman, buyer for jobbing house and owner 
and manager of retail store. Connection with factory selling to jobbers 
or large retail stores preferred. Services available in about thirty days. 
No. 1 references. Familiar with West Virginia territory. Address Box 
H-397, care of Harpware Ace, New York. 





COMBINATION Hardware, Cutlery, Sporting Goods, Toy man desires 
position where experience, ability and hard work will count. Experienced 
road or inside. Capable store or department manager. References, former 
employers. Now department manager. Services available on short notice. 
Prefer Middle West. Address Box H-410, care of HArpware Act, New 


York. 





HIGH GRADE experienced gunsmith now employed in well known gun 
factory in Germany desires position with American firm who wants an A-1 
reliable workman thoroughly competent to do all kinds of repairing in the 
most satisfactory manner. Address P. O. Box No. 468, Milford, Delaware. 
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POSITIONS WANTED 


SALES REPRESENTATIVES WANTED 








TWELVE years’ experience in the hardware, tinware and housefurnish- 
ing lines, now employed, age thirty-three, married. Excellent road record 
which will stand strictest investigation; available for either factory or 
jobbing connection in Philadelphia territory. Address Box H-400, care of 
Hasswaas AcE, New Yo 





POSITION WANTED as buyer in a large wholesale hardware concern. 
Five years’ experience. Or traveling position with a manufacturer mak- 
ing _— specialties, Address Box H-412, care of HARDWARE AGE, 
New York. 





SALESMAN, well known in the trade as salesman, executive, corre- 
spondent, etc., 1s open to good proposition. Could open New York office 
for exclusive services of one manufacturer, if wanted. Address Box 
H-411, care of HarpwAre AGE, New York. 





‘SALES ACCOUNTS WANTED 


MANUFACTURERS! CALIFORNIA REPRESENTATION, | 
Established Manufacturers’ Agency with a well-rounded sales organization 
that knows California, offers complete representation to a manufacturer 
selling either through electrical, hardware or automotive channels. Full, 
aggressive coverage assured. Write. WESTERN STATES SALES CO., 
INC., 286 Chronicle Bldg., San Francisco, California. Offices: Los An- 


geles, Portland, Seattle. 








A SUCCESSFUL SALESMAN OF SIXTEEN YEARS’ experience 
with manufacturers’ agent is starting his own agency business, ill call 
on jobbers of hardware, housefurnishings and auto supplies in New York 
Metropolitan area, New England, New York State and Pennsylvania. 
Thoroughly acquainted with the trade. Address Box H-407, care of 
Harpware AcE, New York. 





SALESMAN calling on Hardware and Department Stores, covering 
Ohio and Western Pennsylvania, desires an additional line. ill guar- 
antee extensive business to a reliable manufacturer. Address Box H-413, 
care of Harpware AGE, New York. 





MANUFACTURERS’ resentative wants Hardware and Auto Acces- 
sories for jobbing trade only. Sixteen years in Middle Western territory. 
Can carry small stock in Chicago for pick up. Address Box H-385, care 
of Hanpware Acz, New York. 


SALES REPRESENTATIVES, ATTENTION! 


Manufacturers of Premier Tools, a popular priced line of screwdrivers, 
putty and paper knives, want local representatives calling on hardware 
jobbers, department stores, paint and oil jobbers. In answer please state 
territory covered, how often and lines now handled. Address COM- 
POSITE, INC., 215 Astor St., Newark, N. J. 











MANUFACTURERS of full line household specialties want local repre- 
sentatives in all important cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. State experience, os 
handled and territory covered. We want none but those who can ‘“‘make 
ood.’’ For such our proposition is an excellent one. Address “S. H.,” 
care of Harpware AGE, New York. 





SALESMEN calling on retail hardware trade to carry side line of 
Turnbuckles, Screen Door Braces, Eyebolts, etc. An opportunity to de- 
velop a good account that will pay well. Give complete information as to 
amy > eee covered, experience, etc. THE H. M. HARPER CO., 

vanston, ° 





WANTED—Live representation in Detroit and surrounding territory 
by large Eastern manufacturer selling to hardware accounts and factories 
direct. Line is nationally known. Commission basis. Address Box H-399, 
care of HArpware Ace, New York. 





WANTED—Live representation in Chicago and Wisconsin territory by 
large Eastern manufacturer selling to hardware accounts and factories 
direct. Line is nationally known. Commission basis. Address Box H-398, 
care of Harpware AGE, New York. 





MANUFACTURER’S agent to sell Window Glass to jobbers and large 
retailers outside Metropolitan District. Those with established following 
who can show results preferred. State references and territory covered. 
GLOBE CO., 690 De Kalb Ave., Brooklyn, N 





_SALESMEN WANTED—In every State, to sell patented tinsmith spe- 
cialty. Good money to man on commission basis. Samples sent on request. 
WILLIAM GRAY CO., 20 Beacon St., Rochester, N. Y. 





SALESMEN WANTED to sell dealers “specials” in shelf hardware and 
electrical supplies. Quick sales commission. M, SEIDMAN, 1221 S. 
17th St., Philadelphia, Pa. 








SALESMEN calling on retail hardware dealers to sell three good staple 
came on commission basiss BOUQUET-BROWNSON CO., St. Paul, 
nn. 





———_- 


PITTSBURGH 7 
| 22°F Products 


= Glass-Paint-Varnish-Brushes 
PITTSBURGH PLATE GLASS CO. 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years Py service is assurance 
or q 


CALDWELL MFG. CO. 
52 Industrial Se. Rochester, N. Y. 























Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 





Good Window Displays | 


Hardware Age, 239 West 39th Street, New York City 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 

The cost, $3.00 per year, is re- 


turned over and over in better win- 
dows and increased trade. 
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OU can render better service, give your Trade 
higher quality, carry less stock, and make more 
money by concentrating on Milcor Conductor Pipe 

Elbows, Furnace Pipe Elbows and Stove Pipe Elbows. 


What makes the Milcor Line better? Three factors — 
1st, New equipment in an ideal Plant, built especially for 
this purpose; 2nd, The best raw materials available, uni- 
form quality assured by our enormous volume; 3rd, Long 
experience and the best of skilled labor. Add to these 
advantages the best service ever developed in this line 
—no wonder it pays Dealers to concentrate on the Milcor 
Line. Insist on Milcor once — then you will always! 
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MILWAUKEE CorRUGATING Company, Milwaukee, Wis. 
Chicago, III. Kansas City, Mo. La Crosse, Wis. 
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‘—and n early all 


mechanics use them”’ 


When you tell a customer that nearly all mechanics use 
Snap-on Wrenches he will know they must be good tools. 
Such marked preference on the part of this big class of 
users could be won and held from year to year only by 
superior quality and service. It is a fact which not only 
convinces the mechanics themselves, who are constant 
buyers, but has great weight with car owners and other 
wrench users. 
























The Snap-on line is the logical line for any hardware dealer 
who sells any wrenches at all, because of the established 
demand for them. The Snap-on sales plan is designed 
especially to make selling easy for the hardware man. The 
“What Car Do You Drive?” book gives the wrench require- 
ments of the different cars. The Display Cabinet holds : 
complete assortment of the tools in small space and is an 
attractive display unit. It requires a surprisingly small in- 
vestment. Complete facts will interest you. 


nap-on 
INTERCHANGEABI 


Socket Wren che 





Look for the name Snap-On on each handle and 
socket. It is not a genuine Snap-On without the name. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 
Sole Distributors—14 E. Jackson Blvd., Chicago, IIl. 


Distributing Branches in 20 Principal Jobbing Centers 
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